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IN THIS ISSUE: 


Second and Final Installments of the Story of 
the Smith-Courtney Blue Ribbon Line Spe- 
cialization Plan, and Vance C. Boyd’s Short 
Course on Training Salesmen by the Ques- 
tionnaire Method 

EDITORIALS — The Council Begins Its Work — 
Spending Money Recklessly — Charity Begins at 
Home —- Federal Reserve Banks — Consider the 
Overhead — Send in Your Listings 

Organization of Mill Supply Council Completed 

Demand Rises, Profit Prospects Good 


Joseph H. Barber 
Individual Mill Supply Dealer Is at Fault 


Charles E. Curtis 
Goodwin Firm Retained by American Association 
Copper Mining Industry Doing Well 
Ruel McDaniel 
W. H. Salisbury Was Early Inventor 


Margery Beem 
Power Transmission Association Directors Meet 
Buyers Have Much to Gain or Lose 
Fred Counterman 
Machine Tool! Expositions Command Interest 
“The Mill Supply Salesman” Section 
Paint a Real Picture for the Buyer 


Frank Farrington 
Leaders for All Calls 


Golf Provides the Moral 
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THIS OILER IS SIMPLE AND 
ACCESSIBLE 


The Detroit Force Feed Oiler Model JTS provides auto- 
matic, positive and dependable lubrication for all types of 
steam engines, gas engines, pumps and air compressors. 


An extra large filler, exact oil delivery, accurate regulation, 
simple mechanism, positive adjustment, better sight feed and a 
convenient flushing device are some of the distinctive features 
incorporated in its design. 


This oiler is a standardized product made in one, two, three 
and four feed capacity and upon special orders up to twenty- 
four feeds with shaft extending through the oiler permitting it 
to be driven from either right or left end and is furnished com- 


plete with necessary fittings for easy and substantial instal- 
lation. 





A heating coil is mounted inside of the tank with connections 
provided for circulation of steam, exhaust gases, etc. This 
keeps the oil warm and fluid, permitting the oiler to be used 








on all classes of work and under the most severe weather con- 
ditions. Write for Bulletin No. 100. DETROIT |UBRICATOR (COMPANY. 
Stocked by leading jobbers. DETROIT, U. S. A. 
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¢ J HE Columbian Line of Vises includesa In Columbian Vises are embodied ex- 
vise for every purpose in a full range _ clusive, patented features not to be had in 
of sizes. Distributors of the Columbian any other vises. Columbian Vises enjoy a 


Line are able to meet every vise demand wide sale among mechanics who know good 
from the trade. tools. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 


IUMBIAN VISES 


Trade Mark Reg. U. S. Pat 
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: Special Brooms for Winter Needs 


Bad weather emergencies in winter bring sudden, heavy de- 


= -_ mands for CAPITAL Snow Brooms, Switch Brooms, and other 
a ; se see RED CAP specialized equipment. Get your stock of these 
Pemereny ae special CAPITAL Brooms in shape for those rush orders. 
eS 9 09 SF Order now, and be ready for this profitable emergency business. 


Send for CATALOG 17 


If you do not have Catalog 17, we will gladly send it upon your 
request. You need it in your files, for ready reference. Ask 
for details of our business-building sales cooperation plan, that 
is bringing big profits to America's leading jobbers. 


The Indianapolis Brush & Broom Mfg. Company 


126 N. Brush Street Indianapolis, Indiana 


CAPITAL Brushes Brooms 


Reserve Power 
Overload Protection 
Ball Bearings 
Automatic Starter 


Safety Wheel Guards 


and long uninterrupted 
Service 


These are the reasons for the popularity of 























Grinders 


Our policy of exclusive representation 

enables you to build a profitable elec- 

tric tool business. Investigate—your 
territory may be open. 


The Hisey-Wolf Machine Co. 


Electric Drills, Grinders and Buffers 


CINCINNATI, OHIO 
Established 1896 
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The Walworth Acid Globe Valve 
is useful in many chemical proc- 
esses, particularly for lines carrying 
acids which attack brass and other 
alloys. A distinct advantage over 
the usual type of globe valve is that 
the stem thread is not exposed to 
the action of the chemicals. The 


In sizes 14, 34, 1, 1%, 1% 


body is very heavy—the additional 
thickness of the body walls provid- 
ing long service where chemicals 
are actively at work on the metal. 


Around oil refineries this valve in 
steel is particularly useful where 
there is fire hazard. 


, 3, 3% and 4” as follows: 


. ALL IRON WITH STEEL STEM 
2. IRON WITH MALLEABLE IRON SEAT, DISC AND DISC RING 
AND STEEL STEM 
3. IRON WITH MONEL DISC, DISC RING AND STEM 
4. ALL STEEL 


WALWORT 


Walworth Company, 
Plants at Boston. Mass.: 


General Sales Offices: 


Kewanee, ; Greensburg. Pa.. 


51 East 42nd St.. New York 
and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Co. Limited, 
Walworth International Co., 


10 Catheart St, 
New York, Foreign Representative 


Montreal, P. Q. 
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“TOLEDO’S” 
For Hard Jobs 


Where the work is hard and 
operating conditions the 
worst, there you will find 
“TOLEDO” tools. 


Strong, durable, dependable, 
““TOLEDOS” are specified 
and used by experienced con- 
tractors to cut and thread 
pipe. Be sure you can fill 
their orders with genuine 
“TOLEDOS” from stock. 


Always Satisfaction with Genuine 


“TOLEDO 
Toa 


THE TOLEDO PIPE 
THREADING MACHINE CO. 


TOLEDO, OHIO 
New York Office, 72 Lafayette 
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Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 
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BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 
Philadelphia Office, 617 Arch Street , New York Office, 
Chicago Office, 39 South Clinton street 







256 Broadway 
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In the Glowing Hearts of SKF Furnaces 
Long Life Is Fused Into Ball Bearings 


(GLOWING with life is the steel which comes from 

‘oS—" open hearth acid furnaces in the “Land of 
the Mid-night Sun.” Here, too, the unflagging scrutiny 
which has characterized every step in the preparation of 
raw materials, is maintained that long life may be built 
into every SoS Ball or Roller Bearing. 


The raw materials used in making StS steel are 
pig iron, scrap and fuel. All three factors are under 
direct control. Pig iron from S03 mines, scrap 
from =0¢F factories and fuel from : ° forests. 


; Bearing steel is produced by the acid open 
hearth process in furnaces of relatively small capacity. 
The advantages gained by this method are that the steel 


can be easily inspected and controlled and a homogeneous 
product obtained. 


When the steel has been produced the fiaal result can 
be comprised in the old, well known expression, ‘Swedish 
steel has body.” 


And so on through every process, artisans with tradi- 
tions from time immemorial, have made it a labor of love 
to produce | Ball and Roller Bearings which are 
second to none. puts the right bearing in the 
right place,” is the dominant thought throughout the 
world in the organization which comprises mines, 
forests, ten factories, four research laboratories, 120 branch 
offices and distributors everywhere. 


‘ 


SKF INDUSTRIES, INCORPORATED, 40 East 34th St., New York City 


FOR NEAREST 







Ball 
Bearing 


N 


fi More than 100 Factory Offices Throughout the World yj 


_ Puts the | ¥ 
Right Be aring 
in the 


Ri ght Place 


DISTRIBUTOR SEE THOMAS REGISTER 


1895 








Roller 
» Bearings 
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Chain Blocks 


Spur-geared — Screw-geared—Differential . 


rs 
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OMe 
. ; \ 
Yale Ball- Bearing aA “ | Yale Differential 
Spur-geared Chain ani iy = A Chain Block. Made 
Block. Easy and >) \#, 5 with the same care 
safe operation. All bass | \ “aN and precision as the 
parts Yale-made. * Y) "y Yale Spur-geared 
One man can lift a ‘nt by: Chain Blocks. Em- 
load of 1 ton with o tw f bodies strength and 
one hand, be dive ty ™ security and is the 
he aw w a easiest operated 
fw " differential block 
«et A r on the market. 
ty ath ty 
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Yale Screw-geared Chain Block ad 
For portable use. Light, pow- be 


erful, takes up less head room, “f 
A pull of 87 Ibs. on hand \ 
chain lifts a 1 ton load. R 


Whatever type of chain block is required 
for your work, Yale makes it and makes 
it better. Yale bases its claims of superi- 
ority on its unwillingness to have any 
parts of blocks bearing the name Yale made 
in any other plant. Comparative tests have 








again and again demonstrated to us the 
wisdom of this policy. Not only are Yale 
Chain Blocks all Yale-made—but they 
are vastly better in design and construction. 
You can do more with a Yale Chain Block 
and you can do it more easily. 

DO YOU KNOW? Spur-geared — Screw 


geared — Differential — whichot these 
blocks is best suited for your purpose ? 


Let the Yale representative tell you—or 
write direct describing type of work being done, for full unbiased information. 


The Yale & Towne Mfe. Co., Stamford, Conn., U.S.A. 
Canadian Branch at St. Catharines, Ontario 


YALE MARKED IS YALE MADE 


Hoisting Conveyi ng Systems 


When writing to 
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Pulleys Should 


Never Waste 
POWER! 


HEN belts slip, there is a costly waste 

of power—and it is usually the pulley 
that is to blame. The pulley SLIPS, and 
doesn't GRIP the belt. 
REEVES Wood Split Pulleys GRIP—they 
cannot slip like cast iron or steel. And 
They are 
cheaper to buy and cheaper to run. They 
are lighter, stronger, run truer, and they 


they last longer on the job. 


transmit more power. 


What kind of pulleys do you sell? Do 
your pulleys waste power—or do they 
transmit all the belt has to give? REEVES 
Pulleys have been big money-makers for 
distributors since 1887. Write today for 
information on territories and discounts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana. 


REEVES 


Wood Split Pulley 
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Ten Mason Regula 
tors installed im the 
plant of the Western 
Shade Cloth Co., 
Chicago, Illinois. 











They’re all Mason 


Regulators 


HE Western Shade Cloth 
Company knows that ac- 
curate, dependable pressu:e 
control is vital to operating 


efficiency. 


It has standardized on Mason 


Regulators. 


There is a Mason Regulator 
for every process and power 
plant service—designed, built 
and tested by an organization 
that has had 43 years of spe- 
cialized experience in _pres- 


sure control engineering. 


Write for complete 
Catalog No. 62 


Mason Regulator 
include: 
Reducing Valves 
Boiler Feed Line 
Regulators 


Pump Pressure 
Regulators 

Hydraulic Damper 
Regulators 

Balanced Valves 


Strainers, etc. 








MASON REGULATOR CO. 





Boston, Mass. 
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“ I€s as Good as ” 
Delivered : / 


{A recent conversation between 


two mill supply dealers} 





M, it’s certainly a pleasure to deal with the 


Wood's Power 7 


Transmission \ T. B. Wood’s Sons Company. They’ve never 
Machinery failed us yet 

Shafting Complete as our stock of Wood’s Power Trans- 
Hangers 


mission Machinery was, that big Acme job caught 
us short on certain equipment, and I wired 
Wood’s to send ’em rush. 


Couplings 

Rope Drives 
Friction Clutches 
Pulleys 

Pillow Blocks 
Belt Contactors 
Speed Reducers 


Conn T. B. WOOD’S SONS COMPANY 


Ball Bearings j Chambersburg, Penna. 


WOOD'S 


aoe POWER TRANSMISSION 
z MACHINERY —- 


¢ 
Oa 
e 
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Their reply states that complete equipment 1s 
now on the rails. It’s as good as delivered. Jim.” 











™ Write for Descriptive Catalog 
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There Is No Better 
Car Mover Made 


Your Salesmen 


will have no trouble selling your 
customers the New Badger Car 
Mover and the Advance Safety 
Car Wrench. 


New Badger Tools have been on 
the market for many years and 
have given such perfect satisfac- 
tion that they are fast becoming 
standard equipment in many large 
plants throughout the country. 


Your customers specify the New 
Badger because they know New 
Badger quality. Can you supply 
them? If you can’t, get in touch 
with us—it’s worth your while to 
take on this warranted line. 


Advance Car Mover Co. 


Appleton, Wisconsin 














car movers 
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Anderson Steam 
Traps Sell 


Themselves 


HE easiest selling steam trap 
on the market—that’s the An- 
derson Steam Trap. In fact 


they almost sell themselves. Here’s 
the reason! 


When a customer asks for a steam 
trap and you tell him you sell An- 
dersons, or better still, show him one, 
he’s sold. That’s because every ex- 
perienced engineer knows the name 
Anderson. He knows that it’s the 
one steam trap that can be depended 
upon to give years of reliable, eco- 
nomical service. 


The experienced engineer buys 
Andersons because he is sure that 
they will back his judgment of what 
a really good steam trap should be. 


On your part it isn’t necessary to 
put one out on trial, although, of 
course, every Anderson Trap is fully 
guaranteed. You have no come- 
backs, no apologies or excuses to 
make when you sell the reliable An- 
derson Line of Steam Specialties. 
The sales are good and the profits 
completely satisfactory. Try them. 


Send today for our price 
plete 


list and com- 


information on the Anderson line. 


The V. D. Anderson Co. 
1944 West 96th St. 
Cleveland Ohio 
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Branch Offices 
336 Third Ave., New York City 
242 Race St., Philadelphia 
434 Plymouth Court, Chicago 
100 Pearl St., Boston 
207 Union Trust Bldg., Baltimore 
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Why This In ncreasing Demand 
for Ohio Brass Valves? 


STANDARD, recognized quality of materials and 
workmanship for every class of service. Close co- 
operation with Wholesalers, through whom ail O-B 
Valves are sold. These are the chief reasons for a de- 
mand that has increased steadily and surely ever since 
&88, wher the first Ohio Brass Valve was made. These 
are the reasons, too, for the favorable opinions and 
recommendations of both users and Wholesalers, when- 
ever mention is made of Ohio Brass Valves. 





Show O-B Globes and Gates to all your valve customers 
and prospects. Let them examine critically every detail 
of O-B design, workmanship, finish; note the easy oper- 
ation and tight shut-off of all Ohio Brass Valves. Then 
cempare them with other valves. If your customer is 
a good judge of values, another steady valve user is 
added to your list right there. 


Are you taking advantage of the opportunity which Ohio 
Brass Valves give you for increasing sales? For com- 
plete details address 


Ohio Brass Company 
Mansfield, Ohio 














7i2V 
Wao: PE Ons 
UNE MATERIALS 
RAIL BONDS 
(3) 0)\ CAR EQUIPMENT 
_ SALES NEW YORK PHILADELPHIA PITTSBURGH CLEVELAND mare Ss 
OFFICES. CHICAGO $ SAN FRANCISCO LOS ANGELES = 








‘‘The CHICAGO Line’ Ball Bearing Loose a 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 


Power Transmitting Appliances 


Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise——no dirt. 

No dripping of oil. 

Each pulley fitted with two high class Ball 
Bearings. 

This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago — & Shafting Co. 





MAIN OFFICE: FACTORY 

o. Desplaines St., enomonee Falls, 
“DAGGETT” BALL BEARING sileasttilaayesae iit M ome 
LOOSE PULLEY Chicago, Ill. isconsin 
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ANY definite features and records make 

i\ U.S. Grinders real sellers. For continu- 

ous production service, low maintenance 

cost, and long life, they are unsurpassed. 


These are only natural when you consider 
these grinders point by point: 








Powerful motors with 40 degree centigrade 
ratings have 100 percent momentary over- 
load capacity. Heavy duty SKF Ball Bearings 
(in dust-tight boxes) support the heavy one- 
piece nickel steel spindle. The whole 
machines are built ruggedly to run smoothly 
at any speed. 


Many other features will easily convince 
you that you cannot make a better choice. 
Get all the facts now. Write us today. 


U.S. 








12, 14, 16, 18, 20° 


Ball Bearing Grinders 


Alternating and Direct Current 


Furnished regularly for 110, 220, 440, 550 volts, 
1, 2 or 3-phase, 25, 40, 50 and 60 cycle alter- 
nating current; 110 and 220 volts direct current. 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 
2498 WEST SIXTH STREET, CINCINNATI, OHIO, U.S.A. 


CINCINNAT; 
OHIO 
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HEELBARROWS 


THE BARROW THAT MAKES 
THE MOST OF MAN POWER 


Because it’s easy to handle—because it is engineered to 
a nice balance—because it’s easy to push, turn, and 
dump—this Bull Frog No. 64 wheelbarrow will set a 
new work record for your contractor customer, handling 
wet or dry maiterials. 


And it’s built to last—seamless tray with rolled rim; 
strong, rigid frame of selected, seasoned wood: angle 
iron noseguard; strong cross members; angle iron legs, 
extending along and reinforcing frame; malleable iron 
replaceable shoes, shaped easy-grip handles. Let us 
send you catalog and prices. 


THE TOLEDO WHEELBARROW COMPANY 
Toledo, Ohio 


Branch Offices and Warehouses: 


Philadelphia 


Chicago 
233 North 12th Street 


69 E. Wacker Drive 





Bull Frog barrows, carts, 
and scrapers are made for 
every mine, foundry, build- 
ing, factory, and public 
works need. Write for cata- 
log, showing this great spe- 
cialized line. 
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° 
The Most Enduring Motor 
| = il 
Economy Ever Known 
For any electric motors now ordered, and in any orders to 
be placed, specify Timken Tapered Roller Bearings. Motor 
manufacturers can build in for you the permanent economy 
and endurance of Timken Tapered Roller Bearings. 
It means far more than the accepted anti-friction advantages! 
Gone are the wear and wasteof friction, not merely under radial 
load, but also under thrust and shock and speed conditions of 
every nature. Forall forces from alldirections there is self-con- 
tained extra load area in Timken Bearings—utmost rigidity — 
extreme simplicity and compactness— invincible endurance. 
Lubricate Timken-equipped motors only a few times yearly. 
Their high-capacity, steel-to-steel, rolling motion main- 
tains the original gap. No worry about burn-outs. Fast, non- 
destructive starting. No dripping. Overheating and insurance 
hazards ended. No alteration for floor, wall or ceiling posi- 
tion on any type of drive! 
All industry knows these characteristic Timken economies. 
‘Timkens have been proved not only in motors, but by the ter- 
rific load, shock and thrust in rolling mills; by the precision re- 
quirementsof machine tool spindles; by speedsof 15,000 r.p.m. 
Exactly where electric motors have been weakest you get 
the greatest durability, by specifying Timken Tapered Roller 
Bearings in the motors you buy. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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to buy it 


Backing up the sale of 
Empire bolts and nuts is the 
most powerful and exten- 
sive advertising campaign 
ever put behind a product 
of this kind. 


The reason for this adver- 
tising lies in the very excel- 
lence of the bolt itself. 

We believe, and extensive 
tests show, that the Empire 
bolt represents an advance 
in bolt making that is truly 
remarkable. Its extreme ac- 
curacy and its greatly in- 
creased strength mean that 
any product using these 


bolts is justthat much better. 


To get this important story 
as quickly as possible to 
every user of bolts in the 
world is our objective. 
Therefore we use advertis- 
ing, the quickest and most 
economical way of accom- 
plishing this. 

The jobber or dealer who recog- 
nizes the value of this help is 
doing a profitable business in 
bolts and nuts. 


* . * 


RUSSELL.BURDSALL & WARD 
® BOLT& NUT COMPANY © 


PORT CHESTER.NY 


CHICACO DETROIT =ROCKFALIS Mie SEATTLE SAN FRANCISCO 


_ Mekers of Bolts. Nuts and Rivets i fince 1993 ¥ 
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Worcester Polytechnic Institute 


Worcester, Massachusetts 





November 30, 1926 


Clipver Belt Lacer Company 
Grand Rapids 
Michigan 


. #8 Clipper Belt Lacer of new design tested 

in our lad@&atoties at Worcester Polytechnic Institute 

showed that normal man could exert a jaw pressure of 

45,900 lbs. @hen operating the device with the standard 
double ended#rank. 














Yours very truly, 


Francis W. Roys 
Head of the Dept. 
Of Mech. Eng. 


October, 1927 17 











45,900 pounds pressure, the weight of six bull 
elephants, embeds Clipper Belt Hooks abso- 
lutely flush with the belt surface. 


The New Clipper No. 8 SPEED Lacer laces 
both ends of any belt up to 8 inches in width 
in 1% minutes. 


One man operates it easily. These three domi- 
nant features—POWER, SPEED, EASE OF 
OPERATION-—place the New Clipper No. 8 
SPEED Lacer in a class by itself. 


Clipper products satisfy any 
belt lacing requirement. 


Clipper Belt [acer Company 


GRAND RAPIDS MICHIGAN 


YP 


N2 8 Speed flacer; 
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-FAIRBANKS HAND TRUCKS and WHEELBARROWS— 


The complete line—One for Every Purpose 


} 














Fig. 01325—Platform 
“Wood for Flexibility 
and Strength— 





Fig. Q2182—Grocery 


“Tron Bound 
for Protection” 





SO EE SGA TES 


lig. 272.—Warehouse 


Fig. X261—Tubular ” Fig. “AG 46C—Contractors ” 


The FAIRBANKS Company 
Boston New York Pittsburgh Factory — Rome, Georgia 
Distribution in All Principal Cities 








Pacemaker, The Profit Maker 


Your customers come to you because they be- 
lieve you give them a real service. They have 
confidence in you because yours is a quality 
house. 

You can sell them on Pacemaker belting and 
once sold they will stay sold. After they have 
given Pacemaker a trial it will only be a mat- 
ter of repeat orders on your part. 

Pacemaker is satisfying the most rigid demands 
in many leading American industries. 

You can sell Pacemaker at a margin that will 
net you a worthwhile profit. 


Write today for our sales 
proposition. 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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BULL DOG 


BULL DOG is the name and 
mark we have used for fifty 
years to identify our mechanical 
rubber goods)5 BULL DOG 
guards the interest of the mill 
supply jobber who is the logical 
distributor of our merchandise. 
This B. W. H. dog has been a 
hundred percent loyal to the 
distributors of mill supplies and 
enjoys in return the hearty 
friendliness of the trade. 


BOSTON WOVEN HOSE 
& RUBBER CO. 


Cambridge Mass. 











PERSONAL 
SERVICE 


PERSONAL SERVICE is a vital factor. When a manu- 
facturer removes this important factor in the distribution of 
his merchandise, he takes the real life out of his selling. 


The Mill Supply Jobber may well be likened to the 
neighborhood merchant. The needs of his community have 
his personal interest and attention, the only difference is that 
the jobber’s “neighborhood” is larger. He is the distributing 
center of his industrial community. 


Our splendid volume of business would never have 
been possible had we tried to market our products without 
the cooperation of our efficient corps of distributors. 


We are manufacturers for the jobber because we be- 
lieve him to be the legitimate distributor of merchandise. We 
have built our national distribution on this basis. 


Let us show you how B.W.H. products will enable you 
to serve your industrial community more effectively. 


BOSTON WOVEN HOSE 
& RUBBER CO. 


Cambridge Mass. 
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Lost—6 Production Hours 


PRODUCTION CHARTS like that shown above are common in factories using machines that gen- 
erate bearing friction. The six hours lost mean that for almost an entire working day machines and 
men were idle, waiting for repairs to be made so that work could be resumed. Someone paid for that 
delay—and it could have been avoided by the proper use of babbitt for the bearing that burned out, 
or by the proper selection of the type of metal to be used. 


| Users of ARGUS GENUINE ‘‘A”’ and 
Sy sts cHnart \\\ EDISON Babbitt are shown how to avoid 
BABBITE ice Mews e i I due i f. beari 
ARGUS BAT se BS production losses due to imperfect bearings. 
f How #9 _ 


mo == 


~ 


\ Fad\ BEG ln a Users of our metals need never be bothered with unnecessary 
\\ a) ee. bearing trouble. They are furnished with copies of the Chart 
Eero shown at the left, to be hung where repairmen can see them. 
This chart shows how to select the right type of babbitt for 
every machine in the plant and how to apply the babbitt prop- 
erly. It shows on which machines the cheaper babbitts may be 
used, and where the metal with a high percentage of tin is 
required. The chart was prepared by our own Service Depart- 
ment. . 


- ir 
Awe 


Distributors See 


who sell our metals are given valuable 

assistance from our sales office. The Argus franchise 

is open to one distributor in each city. Write for full details 

of our selling plan, and learn why it is to your advantage to 
handle Edison Babbitt and Argus Genuine “A.” 


ARGUS SMELTING CO. a 


393 Seventh Ave., New York 
393 Seventh Avenue NEW YORK, N. We Please send the details of your Babbitt 


Metal franchise to 
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Large sales 


Large sales in the larger valves await the mill 
supply dealer who puts his sales efforts hehind 
Jenkins Iron Body Valves. 


These valves are in every sense worthy running 
mates of Jenkins Bronze Valves. They are made 
to the same high standards, designed on the 
same sound principles, and given the same wide 
margin test before leaving the factory 


The metal is the best, the castings for body, 
bonnet and other parts are sound and flawless 
kept so by an elaborate system of inspection: the 
machining is precise: the assembly is done with 
painstaking care. 


You can be sure that an order for Jenkins Iron 
Body Valves is an order that brings more orders, 
that creates good-will all down the line 


JENKINS BROS. 

80 White Street 

524 Atlantic Avenue 

133 No. Seventh Street 

646 Washington Boulevard 
JENKINS, BROS., Limited 

Montreal, Canada 





London, England 


4 > 2/7 itil 





in the larger valves 
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Buckets For Handling 


Grain, Flour, Cement, 
Lime, Gypsum, Crushed 
Stone, Sand, Coal, Marl, 
Asbestos, Talc, Soap- 
stone, Ores, Broken 
Stone, Salt, Magnesite, 
Graphite, Mica, and Clay. 


MULLINS BODY CORPORATION 


102 Mill St. 


Elevator Buckets For Every Use 


We manufacture a complete line of elevator buckets 
Salem 


First Premium in L880. since then no other make 


for every purpose. buckets were awarded 


has approached them in quality. long wear and 
satisfactory service. 


They are made of the best grade of steel in gauges 


ranging from 6 to 24. We carry a large stock of 


all styles and sizes and, in addition, can furnish 
you with special buckets made up in accordance 
with your specification. You can also depend upon 
it that both our deliveries and prices will meet 
your approval. 


Ask for Catalog No. 3625 


Salem, Ohio 
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TROUBLE-FREE 
PERFORMANCE 


through long-continued, 


No. 1043 


si eihaensabiiog gruelling grinds ..... 
Sells for $62.50 

This is one of a complete line of 
16 types, from \% to %-inch— 


FRAME —Finely finished, cast aluminum. , Y : J 
St sala line from handle to chuck top makes 1a d € by G 00 dell- ij ratt ana 
close drilling possible. 3,-in. Heavy Duty and ae : P71, ath 

2-in. Light Duty have well-protected levels pi i€ ed fi om d If to b) 104. 


to give exact horizontal drilling. No pockets 
to collect dust and dirt. Standard screws used 
in assembling. 


HANDLES— Five largest sizes have removable 


HE !4-inch Heavy Duty Goodell-Pratt 


hee te FeRe eee wees | . . Electric Drill goes through !-inch cold 
side handles, as well as switch and grip handles. 5 5S 

ACCESSIBILITY—Every vital part can be rolled steel in less than 13 seconds. The 
reached in a few seconds, with no other tool : : ° ° . 
sis ues aerate ditaai. other ratings deliver in proportion. 

CURRENT and VOLTAG E—Motors are Uni This performance is not a matter of short, 
versal—for A. C. or D. C. 110 and 220 Volt “ul It k >} f 
Circuits up to 60 cycles. spectacular spurts. t keeps up hour a cer 

COMMUTATORS-—Carefully undercut, per hour without distress or overheating. 
ee The motors in these drills are built to de 

BRUSHES—Soft carbon, held in long radial . ig i 
holders, which prevent brush chatter and per- liver sufficient power to more than meet 
mit use of brushes down to short lengths. — tod _ E G lell 

BEARINGS—Armature bearings have capacious their fa ie Es sin acacia ve _— 
wick oiling sy tem, tightly sealed against leak Pratt Drill is thoroughly tested, after being 
age. Bronze gear bearings and ample ball te eae = a 
thrust bearing to take care of drilling pressure. run in” under load. 

CLEANLINESS—Tight sealing of oil and grease When vou deliver one of these drills to 
chambers, together with heavy felt retaining i i, 
washer on chuck spindle, prevents lubricant your customer, you can be sure that it is all 
being thrown around. Commutator, armature 5 e t | k] a 1 t | - . nd that 
and field do not become oil-soaked and foul, ready to buckle down to Dbusiness—an 

oO is re tilatio i > »d. . . . . . 
ee it will satisfy him even beyond his expecta- 

VENTILATION—Fan supplies ample air to : “ 7 
cool motor and handles. Inlet holes are so tions. 
placed that bench filings and dust are not , P - é 
likely to be drawn into motor. Read the specifications at the left. Write 

CHUCK—New ball bearing type Goodell-Pratt us for an earlv demonstration. Then you'll 
self-tightening. No need to use key except . ‘ 
under very unusual conditions. agree that these mean more electric drill 

SEE Cee sient ‘he anadinne profits, with fewer electric drill problems. 
control. 

CABLE—Best grade. Cannot be pulled or jerked Special electric drill catalog and net 
ee ee ee ee prices to the trade will be mailed you on 

request. 


Goodell-Pratt. Eleetrie Drills are advertised in) Machinery, American Machinist, Carpenter, 
Automobile Trade Journal, Motor Serviee, Popular Mechanics, and Popular Science Monthly. 


GOODELL-PRATT COMPANY Sootomiths, GREENFIELD, MASS. 


GO ODELL-PI PRATT 


1500 GOOD TOOLS 
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Count the switch tracks in your ter- 
ritory. Every one represents firms 
who need Samson Rail Gripper Car 
Movers—the standard of hand power 
car moving appliances for thirty 
years. Shippers more than save the 
cost of a Samson Rail Gripper 
every time a car is moved 200 feet. 
It is now indispensable to industrial 
plants. 


Users of car movers are not stran- 
gers to the Samson Rail Gripper 
either. Backed by thirty years of 
dependable service, Samson Rail 
Gripper movers are advertised to in- 
dustry through the leading indus- 
trial publications. Investigate this 
appliance and its sales possibilities 
today! All Samsons are guaranteed 
and sold only through dealers. 


G. D. ROWELL & SON 


Appleton, Wisconsin 


Samson 


RAIL GRIPCER 
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SELL 
GOULDS PUMPS 


he line ss complete and includes 





CENTRIFUGAL :--- ROTARY 

DIAPHRAGM: : DEEP WELL HEADS 

SINGLE AND DOUBLE ~ACTING 
POWER PUMPS 


GOULDS Single Acting 
Vertical Type Power Pump 


This automatic oiling, vertical type, outside 
packed plunger pump is particularly recom- 
mended for fuel oil service, water supply 
systems, circulating cooling water for engines 
and many other pumping services in all 
types of industrial plants. 


Built in three sizes, with capacities of 210, 
420 and 720 gallons per hour. 


Points of Superiority 


BRONZE WEARING PARTS— insure longer life. 
OUTSIDE PACKED PLUNGER—Can be repacked 


without dismantling pump. 
CRANKSHAFT—Counterbalanced. 

AUTOMATIC OILING—tThe connecting rod _ is 
oiled by a new type of oiler which holds a two 
months’ supply. The crankshaft bearings are ring 
oiled, the reservoirs holding enough oil for several 
months’ operation. 

SELF-PRIMING—When pump is stopped, bleeder 
valve in discharge deck allows water to flow back 
and keep suc tion chamber filled. 


Send for copy of Catalog M, 
describing this and other Goulds 
pumps for every purpose. 


GOULDS PUMPS, INCORPORATED 


SENECA FALLS, N. Y. 
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odge and its Dealers 


I ODGE dealers need never stand alone near or far, a specialist in solving the problem 
when selling Dodge products. They at hand, to help the dealer make a sale—and 

have at their command all the facilities of the win his profit. 

entire Dodge organization. The big Dodge This is cooperation—as Dodge sees it. Make 

factories, every man in the Dodge personnel, these sales facilities your sales facilities—and 

are ready to help dealers close sales. A wire win your share of Dodge business in your 

at any time will bring a Dodge engineer from territory. 





DODGE MANUFACTURING CORPORATION 


Factories at 


General Offices, Mishawaka, Ind. Mishawaka, Ind., and Oneida, N. Y. 
Branches 
New York Boston Newark Philadelphia Oneida Atlanta Houston Chicago St. Louis Minneapolis 
Cleveland Cincinnati San Francisco 
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MACHINISTS’ 
VISES 


OST Machinists’ Vises are made in six 

styles and 47 sizes. The Yost line in- 
cludes: Solid Jaw Stationary Base Vise: 
Solid Jaw Swivel Base Vise; Adjustable 
Jaw Swivel Base Vise; “Special’’ Adjust- 
able Jaw Swivel Base Vise, and an espe- 
cially heavy Chipping Vise. 


The excellent metal from which Yost 
Vises are made and their ability to with- 
stand hard usage and severe stress has 
gained a remarkable reputation for satis- 
factory performance. 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Toolmakers’ 


Vise 


Drill Press Vise 


2 





Sizes 


2 Size we 6 
1 5” Double Swivel Toolmakers’ Vise 









r r 
| 1 


~~ ee 
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Machinists’ 
Vise 






Stationary Base Solid Jaw 
12 Sizes 
2” to 814” jaw 
- Machinists’ 
) Vise 


Liss 





Swivel Base Solid Jaw 
12 Sizes 
2” to 814” jaw 


GUARANTEED 


Yost backs up every vise with a 


“Make Good” guarantee. A 
Yost Vise must make good or 
Yost does. 


Machinists’ 
Vise 






Swivel Base Adjustable Jaw 
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ike MADESCO BLOCKS require no 


Re-Selling and No Apology. 
They Stay Sold because They “Stand the Gaff. 


They are Good Blocks to Handle, because they are 
GOOD BLOCKS. They are built to give SERVICE 
and to prevent complaints. 


They are the kind of merchandise GOOD, REULI- 
ABLE distributors like to carry and recommend — 
and put their own name back of. Users have learned 
from experience that the name “MADESCO” is 
sufficient proof of quality in manufacture. 


WILLIAMSPORT WIRE ROPE CO. 


Vain Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


Use Vadesco Tackle Blocks, They Stand the Gaff 


WILLIAMSPORT 

































Your catalog car- 
ried day after day 
by your salesmen 
is subjected to real 
hardships—the 
cover must be able 
to withstand this 
\V grief —that is why 
most mill supply 
houses have equip- 

ped their salesmen 

with “Kalamazoo” 

. Covers—they are 

“gona built to last—to 


bb] Siemaee Lae 
< ef, stand the grief. 






LEADERS IN THE 


















They Stand the Grief 


If you are planning on getting out a 


new catalog—write us. 


KALAMAZOO LOOSE LEAF BINDER CO. 
Division Remington Rand, Inc. 


Factories at Kalamazoo Mich... and Los Angeles. Calif. 


sales Offices in principal cities. 
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SWARTWOUT 


Air Separator 


Removes all moisture—guarantees 
dry air. 


Bucket Type Steam Trap 
Steam Separators 


Return, Lifting and 
Vacuum Trap 


Steam Separators—Re- 
ceiver Type 


Low Pressure Float Trap 
Cast Iron Exhaust Head 


Cast Iron Strainer 





Swartwout 
Air Separator 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 








Sell the only genuine 
Scotch gauge glasses 


Moncrietl Scotch Gauge Glasses are 








the only genuine Scotch glasses on 


the American market. In keeping PERTH? 


a full supply of them, you are pro 


viding your customers with a line ee ee eee 
. : : sures up to 2t 
of the highest quality glasses af- iis 


fording at the same time a wide 
range of choice. 
F CUGONtFiC 9 0 
In each Moncrieff Glass strength : 

] y tor steam pres 
and clearness—two of the most im- sures up to 401 
portant qualities in a gauge glass, Ihhs 
are combined to an extraordinary 


degree. Special Scotch sand is used 


and the glasses are manufactured at WHITE ENAMEL 


Perth, Scotland, under the direction a glass ‘with white 

and exclusive formula of J. Mon- namelled back 

crieff, the original maker. Ree wey eee 
o | 


sures up ¢t 

JENKINS BROS. 
Sole U. S. Agents for MONCRIEF! (BEACON REDD 
Genuine Scotch GAUGE GLASSES 


80 White Street ..New York, N. Y. i ae 
524 Atlantic Ave. Boston, Mass. line for steam 
133 No. Seventh St....Philadelphia, Pa. pressure up to 150 
646 Washington Blvd. Chicago, Ill. Is 


CUBRICATOR § 


a lubricator glass 
that withstands 
steam pressure up 
to 400 Ibs. 
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ATLAS DUO-RAIL bears the burden in 
thousands of shops & factories AY 












































cate moving” 
A money-making 
distributor plan 
that does not re- 
quire the invest- 
ment of a dollar! 


HE ATLAS distribu- 
tor-representative selling 


plan builds up prestige 
and profit for the distributor. 





Potential users of carrier 
equipment are canvassed with 
powerful advertising pieces 
bearing the Distributor’s im- 
print; an intensive sales pro- 
motion program is directed 
against every immediate pros- 
pect; we extend every effort 
to make every possible sale 
for the distributor—and the 
distributor gets credit for the 
sale and earns a percentage on 
every sale made in his behalf. 


i rile for complete de tails of 
oul proposition to the 
distributor 
The 
ATLAS-CHICAGO 
COMPANY 


Division of Chicago Electric Company 
740 W. Van Buren Street 
CHICAGO 





BILL HOWNT SAYS— 
“ATLAS DUO.-RAIL is easier on the 


back and easier on the owner’s pocket- 


book.” 
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The screw for every job 
because it’s made 
for the hardest job 


Very often a safety set screw is 
set only once, and is then forgot- 
ten. But there is a busy corner in 





another set 
screw is loosened and jerked into a tight set-up 
twenty or more times in a day. It is for just this 


every shop where 


sort of duty that Bristo hollow safety set screws 
are made. 

The Bristo socket is designed to give the 
wrench a perfect grip on the screw. No matter 
how tight the set, you are not troubled with 
enlarged sockets, rounded corners and slipping 
wrenches; no splitting, no screws jammed in 
holes. 


Here is the ideal set screw to make the stand- 
ard in your shop, for both maintenance and pro- 
duction. Bristos cost less than many other hollow 
safety set screws, which cannot equal them in 
performance. 


Bulletin 820-H de- 
scribes the patented 
dove-tail flute socket de- 
sign and the line com- 
plete. Send for your 
copy. The Bristol Co., 
Waterbury, Conn. 
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A superlative belt 
plus our help in 
selling it 


Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 
ter position to assist the 
jobber in the sale of our 
product. 


A new direct-mail cam- 
paign will go to buyers in 
vour territory. We will 
gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 
tion. 


- ‘nfl 
| ang f el (cme uf 
v Tanners 


1 Of 
L [bo 
(he, 
a” Belt Manufacturers 


Main Office and Factory 


42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
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ime and Industry have 
oved these wrenches 


For a generation, men in every branch of in- 
dustry have said of Williams’ “W&B” Screw 
Wrenches—“They’re dandy tools. I wouldn’t be f 
without them.” [ 











We who build these wrenches know that every 
word of praise for them is well deserved. They j 
are good wrenches. vf 












Head and bar are drop-forged in one piece 
from selected steel, case-hardened. Solid steel 
screws are accurately threaded for easy adjuSt- 
ment. Handles are built for durability. All 
“W&B” Screw Wrenches are guaranteed. 7 
sizes, 6 to 21 inches. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago — 


iteeetestse | 


see izsat4 


OLs 


SCREW WRENCHES 
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Machinists’ Knife 

Handle with se- 

lected beech 
handle sides 
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These Lines Do Sell! 


ERE’S a page of quality products that you'll enjoy sell- 

ing. Each item has been so consistently advertised to 
the trade that little effort is needed to get orders. Attractive 
prices—exceptional quality—prompt shipments—that’s our 
reputation. Send for circulars today. 



















‘*Hallowell’’ Steel Bench- 
es save time and money. No 
carpenter to hire—no lum- 
ber to buy. Can’t burn or 
splinter. Rugged—built to 
last for years. Shift them 
as you will. Steel Bench 
Drawers protect tools. 
Steel Tables, Steel Tool 
Stands. All lines in stock 


ready to ship. 
Pat’d and 


Pat’s Pending 


**Pioneer’’ Steel Hangers, the 
original steel hangers, cost less 
to stock than any other and are 
now so well introduced that they 
almost sell themselves Steady 
repeat business brings sure 
profits. 


“HALLOWELL” steel trucks—40 different 
standard styles. Won't burn. Won’t splinter. 
Won’t work loose in the joints—there aren't 
any! Will last a lifetime. Yes, and the price 
is so low that, by comparison, wood seems 
extravagant! 





**Hallowell’’ Steel Collars are 
recognized to be the best made, 
which, combined with their 
high polish and low price 
explains their great popularity. 





“HALLOWELL” Steel Trucks 
Fig. 754 












“*Hallowell’’ Steel 3ench Legs 
have become very popular because 
they can be picked up from stock, 
ready for use and as they are rigid 
as rocks, give absolute satisfaction 
and cost little, no wonder they are 
ready sellers. 


“2 = om 
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‘*Unbrako”’ Hollow Set and Socket-Head Cap 
Screws stand up under strains that wreck 
every other screw similarly tested. Besides, 
‘“Unbrako” products cost you and your cus- 
tomers less but net you more profit, and 


N\ 


























jtandard PrEsseED STEEL @ 
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STER leadership is the 

result of 33 years of 

effort concentrated on 
making the best, the most 
complete and the most eco- 
nomical-to-use line of pipe- 
threading equipment in the 
world. If you are not familiar 
with what Oster has accom- 
plished in the past three 
years it will pay you to get 
in touch with us at once. 


















ASY to sell—that’s the Oster 

line. Easy to sell because it is 
the most complete line of pipe- 
threading equipment in the world. 
Easy to sell because there’s an 
Oster tool that will do any pipe- 
threading job quicker and better. 
Easy to sell because in first 
cost, time saved and labor saved, 
Oster equipment can’t be beat. 
It’s a profit making line for you. 
Push it! The catalog tells the 
complete story. Write for it. Receding Die Stocks 
THE OSTER MANUFACTURING CO. — 


2087 East 61st Place :: Cleveland, Ohio 
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Advertisers please mention Mitt Supp ies. 
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Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 


HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 














BETTER LOOKING CASTINGS 
WITHOUT DANGEROUS 
ACIDS 





CHEAPER THAN the SCRATCH 
BRUSH 
MAT AND SATIN FINISHES 
USE 


LEIMAN BROS. 







Gn a rl armenr ere a ne TG | 





ANY BOY or GIRL WITHOUT 


fit 
EXPERIENCE GETS THE RE- Complete Self Contained Outfits 
SULTS Ready to Run 


FOR ALL METALS, GLASS 
AND COMPOSITIONS 


cases LEIMAN BROS. * tewvork * 
Catalog * NEW YORK 
Makers of good machinery for 35 years. 
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Talk about 
CHAIN! 


<here’s a chain ««-« 
they talk about! 


“Vy OUR chain users know “Inswell’’— the 
extra “swell”? of material inside the link 
at the weld that makes it deliver a bigger day’s 
work also quickly identifies the chain, and em- 
phasizes the trade name “Inswell’’. Your cus- 
tomer knows what to reorder. 


Put your sales-effort behind chain that will give 
you a bigger sales volume and a greater net 
profit—a chain that builds good will for the 
rest of your line. That’s Inswell! “ 


THE COLUMBUS MCKINNON CHAIN CO. , 
Tonawanda, N.Y. 


2 
2 


Factories: Tonawanda, N. Y., Columbus, Ohio Pg 
In Canada: McKinnon Columbus Chain, Ltd.,  ,¢* THE 
St. Catharines, Ont oe” _ COLUMBUS 
ore ss . «” McKINNON 
CHAIN COMPANY 
eo” Tonawanda,N.Y. 


4 
? 99 a Send me information re- 
e Po garding Inswell and other in- 
ao dustrial chain which may be 

Ya profitably sold by us. 
‘ELE, ‘GC’ T Ri CG WELD OXa con 
re CARAVESS os cncn cscs . 
s 
o 
City 
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Cutting Flat Stock 
WITH A PORTER BOLT CLIPPER 
Just one of the many jobs which 
a Porter Time Saver will do with- 
out strain and with little effort 
and in a fraction of time required 
with that of a hacksaw or chisel. 
These powerful tools save time- 
save the man. Will cut 
upto3 4" annealed bolts 
in the thread. 









2 Farad 
(PORTER'S BOLT CLIPPERS 
a2actw weourws 
are cutting tools develop- 
ing great power through 
leverage and a form of 
toggle joint. They multi- 
ply man-power about 70 
times. Made in a number 
of styles for cutting bolts 
and rods, splitting nuts, 
cutting chains, etc. Mod- 
eratein cost and essential 
toolequipment for bench, 
shop, or kit. 

Sold by Jobbers and Supply houses everywhere 
Ask your dealer or write to us for booklet 


H. K. PORTER, INC. 















EVERETT, MASS. 
(oe = £ 6 
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Sell Wrenches that Give 
Real Satisfaction and 


Lasting Service 


For years, ARMSTRONG Drop-Forged 
Wrenches have been the Standard among ex- 
perienced tool users—because they give the 
greatest possible value for the buyers’ money. 


Drop-forged from selected steel which 
combines a maximum of stiffness and tensile 
strength. A size and shape for every wrench 
user’s need. 


Supply your trade with ARMSTRONG 
Drop-Forged Wrenches to insure the limit 
in repeat orders. 


There’s More Profit in Pushing 
the Line of Recognized Quality 


“ARMSTRONG” “ARMSTRONG BROS.” 
Tool Holders Solid Stocks and Dies 
Lathe Dogs Adjustable Stocks 
Clamps and Dies 


Ratchet Drills 
Drop-Forged Wrenches 


Pipe Cutters 
Pipe Vises 
Pipe Wrenches 


Catalog B-27, just off the press, showing 
the Complete ARMSTRONG Line, will be 
mailed free on request. 


ARMSTRONG BROS. TOOL CO. | 


“The Tool Holder People” 


305 N. Francisco Ave. 
CHICAGO, U.S. A. 
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Hercules slays Hydra—the 
water snake—his 
second task 


DERGKERGRERGREGREAERERERERERCHE ROR GREER REO RORERERREROOREERC RE RCRA ERROR RCRD 


Difficult Tasks Won Fame For Hercules 


The ancients tell us that at Lerna there lived 
a nine-headed hydra, or water snake. Eight 
of these heads were mortal, but the ninth 
was undying. The slaying of the monster 
was the second of Hercules’ great labors. 
It was a mighty battle but at last, by 


using fire and sword Hercules destroyed 
the eight mortal heads and having cut 
off the ninth—the immortal head—he 
buried it under a great rock. He then dipped 
his arrows in the gall of the serpent making 
them instantly and fatally poisonous. 
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Difficult Tasks 


GNSS O 


ERCULES, the superman of the an- 

cients has his counterpart in the 
super-drill of today. No job is too difficult 
—no circumstances insurmountable for 
“Hercules” High Speed Drills. 


The demand of industry for efficient and 
economical drilling tools is amply met in 
this product of Whitman Barnes-Detroit 
Corporation which embodies the accum- 
ulated experience of over seventy years 
of tool making. 


W-B-D drills, reamers and milling cutters 
may be bought with that confidence 
which is inspired only by recognition of 
unvarying quality. 


WHITMAN BARNES- 
DETROIT CORPORATION 





Manufac turers of Canadian Factory 
TWIST DRILLS - REAMERS « CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS : COUNTER BORES: ETC. << CO. LTD.,WALKERVILLE ONTARIO 











New York: DETROIT ~~~ Chicago 
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When You Sell BLUE GRASS Wipers 


—you are sure that you are handling 
a genuine American product. 


—you know that they are large, soft 
pieces, such as mechanics like to 
use. 


—you know that they are a sanitary 
product —no disease germs in 
them to cause trouble. 


—you know that they are sterilized 
and thoroughly dried before be- 
ing baled—no excess moisture in 
them. 


we 






7% 


Mf Ac 
IBLUE™ 
‘GRASS’ 
BRAND 
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GUARANTEE 
BLUE GRASS Wipers 
and polishing cloths must 
satisfy you that they are 
exactly as represented. 
If found otherwise, 
any and all shipments are 
returnable to the factory 
without cost to you. In 
this connection you have 
the last word and are the 
sole judge. 











—you know that your customers will 
re-order without sales effort on 
your part. 


—you know that you are protected— 
that the manufacturer is not se!]- 


ing direct in your territory. 


Why not sell the best? There are 
no better wipers made than BLUF 
GRASS Brand. Ask for distributors’ 


prices. 


LOUISVILLE SANITARY WIPERS COMPANY, Inc. 


759-765 South Preston St., Louisville, Ky. 
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$5,.000 engineers that 
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conditions. 
gruelling punishment. 
Give longer service, 
dollar for dollar than 
any other clutch 
made. Your custom- 
er deserves the best. 
See that he gets an 


“M&W” the next Catalogs on 
time you sell him a request 
clutch. 


“Moore & White” 


FRICTION 
CLUTCHES 


Most in demand 


250,000 in use 


Equally efficient for 
easy or hard work; 
under clean or dirty 





Stand 










MADE IN 
FOUR STYLES 


1. Standard 
2. High speed 
3. Double disc 
4. Sleeve type 






THE MOORE & WHITE CO. 


2711 N. 15th St. 
Philadelphia, Pa. 
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DELTA “C” BRAND 


I sipE - STILL GOOD 4 SIDES - WORN OUT 


om. Ss 






| ll files 
i> 14" flat bastard 
: 9086 strokes 


Vo your files make chips or dust? 


i is TWO piles of filings shown above were made in a testing machine. 
Pressure, stroke, speed, number of strokes, and material of test bars, 
were uniform, and duplicated hand filing as nearly as possible.* 


The Delta, with only one side tested, removed 398 grams of tool steel in 
9086 strokes, and finished with that side still good. Two competing files were 
worn out on Hoth sides: and they removed only 298 grams. 


a “¢ " a That test was not made by us, but by a large ma- 
9 a Rae. Filings chinery builder who wanted to settle the file question 
= - t mo ‘ : 
~. , once for all. They tested six well-known brands 
against Deltas. All six—their ‘pet’ brand included 
—were badly beaten. We have published the results 
(without names) in a folder entitled “The Scale Pans 
Tell.” 








If you wonder why there are such amazing differ- 
ences in file performance, usea lens. Delta filings are 





ie miniature chips, like those from a sharp lathe tool. 

%e Nr ne 4 ~ . . ~ 
aga 7%. Because a filer is worth only as much as his file, 
we hold that it pays to make files that are really 

aes “ts sharp. 
Filings sins See the Delta advertising in The American Machin- 
ist and Machinery. 

Filings from Delta and non- 
Delta 12-inch flat bastards. *Pressure 25 lbs.; stroke 6 inches; speed 55 per muin.; 
Enlargement 51, diameters. 9086 strokes: test bars tool steel, Rockwell hardness C-34. 

7 4X 
BRIDESBURG PHILADELPHIA 
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Center Your Belting Sales User of 


RAHMANN 


around Rahmann Leather Belting | “3: 


Machine Shops 


The reputation of a supply house depends to a considerable extent upon the line of Siacen Wines 
leather belting it sells. It is important, therefore, to seleet a line that has made its eg aga 
own reputation in the industrial field—a line — Textile Mills 
that will refleet credit on the supply house. — 


Foundries 
Printing Plants 
Refrigerating 


RAHMANN Leather Belting is a line that meets 


all requirements of quality and serviceability 


; : : f . : Plants 
having a name for being one of the best lines of Brick and Clay 
. id 
belting made. — 
z Mines 


Publie Buildings 
Paper Mills 
Clothing 
Factories 
Repair Shops 
Laundries 
Chemical Plants 
Rubber Plants 
Public Utilities 
Cotton Gins 
Oil Wells 
Baking Plants 
Packing Houses 


and many others. 


It is made for all conditions of service—steam. 
acid fumes. dry heat and even water—in all & 


standard widths and plies. 


Let us send you our illustrated catalog and 


write you about our terms to distributors. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. 
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KIELEY 
600,000 
, The Kieley Special “98” Reducing 
Satisfied Users of U. S. Automatic Val E f 
Injectors requiring repairs and alve is a remy avorite wit 
i replacements, together —o - Jobbers because its simplicity makes 
s assured and proper profit to the : mage 
> ialibed through ais Gina ox it adaptable for all Conditions and 
sale prices, make U. S. Automatic assures a profit on Resale. The 
oe presen yong era Kieley Catalogue contains a com- 
o handle ; : 
eee ae eae plete Line of Steam, Water and Air 
Specialties of Special Interest to 
. 2 Jobbers. 
American Injector Co. eet 
lele ueller, inc. 
DETROIT, MICH. | y ) | 
4 34 West 13th St. New York City 
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_ Isn't it true that 
<> the jobbers stock 
saves the dealer and 
consumer original in- 
vestment,which money, / <= 
usedinother directions “Pas 

g makes possible theadven¥ “S == EJ 
of many into business, who, 2 

Y¥ otherwise couldnot go 
gj into business. ) 
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<> </ He § i | =e ama == 
os TheFive Departments Ca \ 4 Gttice Buildings 
-The Republic Rubber Company - - - Youngstown, -+~- Ohio - 


snit it true that the dealer and consumer are relieved ofdefinitepayroll 
expense, because of the jobbers warehouse, his stockand force ofclerks- + --> 





E do not believe that the job- and what it is made for, that, the jobber 
ber needs or wants a manu- can and will do a better job of selling 
facturer to sell his goods—but—we than we can. 
do believe he does need and want a , ; ; , 
source of supply who will tell his sales We stand on the five point policy 
force just how the goods are made so shown below and have an educational 
that the line may be talked with confi- plan for jobber hones ae and jobber's 
proniig : salesmen which is both simple and 
We believe that if we spend our time oe 
and money in educating the dealer and If you are not fully acquainted with 
consumer how important the jobber is Republic’s plan, find out, it 
and in telling the jobbers sales force won't cost you a cent to do 


just how Mechanical Rubber is made this. Write to 


THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 


_A_ 











BELTING 


FLOORING 
: 1 A line of rubber items sufficiently 
HOSE * complete to permit effectively supply MOLDED 
catedehee. ing the requirements of the trade solicited. 
PACKING 4 Adquality of product uniformly good GOODS 


“* and capable of delivering service re- 


sults that should reasonably be expected. 








3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 











4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 





5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 
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Jhis coupon brings 


a free sample 


of Kester Solider to prove these 


“sales points” 


HERE is but little sales effort neces 

sary in making a Kester customer. Any 
one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 


4, Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 
sockets within itself. 

2, It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 


4 It saves one-third of soldering time. 
4 Eliminates the uncertain operation of 
e 2 . 
separate fluxing. 
Ss Genuine solder made of pure virgin tin 
° 


and lead. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 
business for our dealers, we will send you a test 


sample free. Send the coupon today. 








os —— 5 
Mca CHICAGO SOLDER sommes 














i | A215 Wrightwood Avenue Chicago, U.S.A. 

| Originators and world’s largest manufacturers 

| of Self-Fluxing Solder 

ie YOUR JOBBER CAN SUPPLY YOU 
eS aastsl 
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CAP SCREWS 


A complete Line of Steel Cap Screws— 
U. S. S. or S. A. E. threads—Hexagon, Fill- 
ister. Flat, Button or Square _Head—and 
made to satisfy your most exacting cus- 
tomers. HEAT-TREATED, and packed to 


resist rust and handling. 


SET SCREWS 


An equally Complete Line of Steel Set 
Screws. Accurate, well-finished and CASE- 
HARDENED, and packed in the same 
strong type of rust-resisting cartons as the 
Cap Screws above. Full stock of cup and 
oval points in both square head and headless. 


Also a Complete Line of Milled 

Studs and a Big Stock of S.A.E. 

and U.S.S. Semi Finished and 
Castellated Nuts 


Send Us Your Inquiries 


“The Cleveland 
Wrought 


Products Co. 


Cleveland, Ohio 
U. S.A. 
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GRAYBAR BUILDING 
Architects: Sloan & Robertson 
Plumbing Contractor: Jas.M‘Cullagh 
Heating Contractors: Baker, Smith &Co. 
Enginéer. — — Clyde R. Place 4 
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Another Monument to Creative Genius 


Massive in size- 





beautiful in architecture and substantial in material—this great build- 
ing joins the company of some of America's finest structures. Can one imagine any- 
thine but the highest of quality in the mechanical equipment for such a building as this? 
x s ; Architects and engineers who have a reputation for thoroughness have eliminated much 

SS of uncertainty in passing on the specifications for materials here. 
to the tubular 
future 


And when it came 

equipment—the arteries of this housing, the backbone of its mechanical 

“NATIONAL” Pipe was specified for the major pipe tonnage, a tribute to its 
iy jor pipe tonnage, 

ability to serve with satisfaction for years and years to come. NATIONAL” Butt-weld 

Pipe (sizes ' to 3-inch) is the only pipe made by the Scale Free Process. 








Le NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
- . 
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Powell Valves 


You insure the utmost 
in service when you pur- 
chase proven products. 
Powell Products have 
been sold throughout the 
entire world for over two 
generations. 


Superior design, best 
gerade of casting, accurate 
processing, positive ma- 


chining and thorough in- 
spection of finished prod- 
ucts insure unfailing de- 
pendability. 


We manufacture a com- 
plete line of bronze, iron 
and steel globe, angle, 
cross, check, gate and 
safety valves; also oilers, 
lubricators, cups 
and other engineering ap- 
pliances. Dependable 
dealers everywhere stock 
Powell Products. 


grease 


May we send you litera- 
ture on the type of valve 
in which you are interest- 
ed> 


THE WM. POWELL CO. 


2521-2551 Spring Grove 


fre. 


Cincinnati, Ohio 





To Insure Positive and Lasting Service, Specify 
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Iron Body. Non-Rising Stem 
Valve. 
and Dise Rings of Powellium 
Nickel. 
for 150-175 and 250 pound- 
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Gate Renewable Seat 


Sizes 2 to 24 inche.~ 
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packings, etc. 


Coarse 


Flake 


City 


1827 - 1927 


HUNDREDTH 





There is but one flake graphite and its name is DIXON. 
100 years this name has been associated with graphite and today, Racal ee 
to thousands of exacting men in every line of industry it is synony- ‘ 
mous with the best graphite obtainable. > 

It is an ideal natural lubricant that spreads a smooth unctuous 
veneer over rubbing surfaces and reduces wear to a minimum. 

Recommended for cylinder and bearing lubrication, for coating 
Properly mixed with grease or oil their 
consumption is greatly reduced. 


No. 2 
Write for Circular 71-C. 


JOSEPH DIXON CRUCIBLE CO. 


Powdered 
Flake 


New Jersey 
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THE COUNCIL BEGINS ITS WORK 

The Mill Supply Council, created during the triple 
convention aboard the steamship Noronic¢ last June, 
has now been formally organized. Its officers have 
been elected, the plan of operation, by-laws and 
canon of ethics have been adopted, subject to the 
approval of the government, and the members are 
now preparing to tackle the problems that confront 
the mill supply business, from both the distributors’ 
and manufacturers’ viewpoints. 

The council is composed of men who have long 
heen identified with the mill supply field, who know 
its problems intimately, who realize the necessity 
for coordination of effort if the evils confronting 
the business are to be combatted successfully, and 
who are prepared to devote their keenest efforts 
toward winning the battle. The oflicers selected are 
logical choices and should fit into their positions 
ideally. 

At the first regular meeting of the council, held in 
the Union club, Cleveland, September 21st, eleven 
out of a total membership of fifteen, were present. 
All of the National Association members and three 
each from the Southern and American Associations 
were present, each association thus having a ma- 
jority of its members at the session. This was a 
very good representation. It is seldom that a time 
and place can be selected for a meeting that makes 
it possible for fifteen business men, living in various 


Cleveland meeting sent letters of regret, made sug- 
gestions and promised their hearty co-operation. 

That the council means business was indicated by 
the conduct of the Cleveland meeting. The members 
went into session at 10 o’clock in the morning and 
did not adjourn until 5:35 in the afternoon. They 
did not even leave the suite for luncheon, their noon- 
day repast being served in a room adjoining that in 
which the meeting was held. They went through 
the programme systematically, and at the end they 
had the decks cleared for action. Throughout the 
gathering a spirit of harmony and _ co-operation 
prevailed. 

Aside from the formal organization and adoption 
of the plan of operation, by-laws and canon of ethics, 
which were the main purposes of the meeting, the 
council engaged in a general discussion of the prob- 
lems confronting the field. The upshot of this dis- 
cussion was that Chairman Welles was instructed 
to appoint certain committees to investigate various 
matters and report back, if possible, at the next 
meeting of the council, which will be held in the 
Queen City club. Cincinnati, Tuesday, November 
29th. It may be that at that time the council will 
be prepared to announce plans for definite action 
to remedy evils existing in the field. The story in 
detail will be found elsewhere in this issue. 

The Mill Supply Council has proceeded caretully, 
conservatively, yet effectively in its operation since 
the triple convention. It has been building its 
foundation securely, fortified with the knowledge 
that this is a most important requisite. Members 
of the various associations can feel satisfied that the 
activities of the Mill Supply Council are in efficient 
hands. They can aid the work by having patience 
and confidence, and doing their best to induce eligible 
distributors or manufacturers to join their associa- 
tions. 





SPENDING MONEY RECKLESSLY 

Of course an individual can spend his money 
recklessly or foolishly, but the money itself moves 
smoothly to its destination, and has no qualifying or 
discriminating sense. Take the two million eight 
hundred thousand dollars that was paid to Tex 
Rickard for the Tunney-Dempsey fight. That is a 
startling sum, of course, but at that was but a drop 
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in the bucket compared with the total amount paid 
out by the 150,000 people who attended the spectacle. 
The railroads and hotels were better off by millions, 
and thousands of people participated in the distribu- 
tion. Tunney, Dempsey and Rickard were overpaid, 
naturally, but they will not keep all they received, 
so do not grieve over the extravagance of the 150,000 
who contributed their bit to the joyous occasion. 
They evidently had the money to spend, or they 
would not have been there, and most of the re- 
mainder of us sat comfortably before a radio and 
saved our money. 





CHARITY BEGINS AT HOME 

In an article in this issue of MILL SUPPLIEs, 
Charles E. Curtis, president, The Western Iron 
Stores Co., Milwaukee, declares there is nothing 
wrong with the mill supply business as a business, 
the trouble being usually traceable to individual 
distributors and their failure to adhere to the rules 
of good business practice. 

This article gives mill supply people plenty to 
think about. Many will agree that he is partially 
correct in his conclusions, others that he is entirely 
so. But there is one point with which every one 
connected with the mill supply business will agree, 
and that is that individual distributors should ask 
themselves, in the privacy of their own offices, the 
questions that Mr. Curtis asks, and be sure that 
everything is right with their own methods of con- 
ducting business before seeking to lay the blame for 
difficulties on other dealers or the manufacturers. 

There is an old saying that charity begins at home. 
The man who seeks to correct existing evils in the 
mill supply business is charitable to his competitors, 
his manufacturers, his customers, himself. There- 
fore, as he is seeking to perform an act of charity, 
he should start the good work in his own establish- 
ment. There are some things that the individual 
dealer may not recognize as evils until they are 
brought to his attention. There are other evils that 
cannot be remedied except by concerted action 
through such organizations as the Mill Supply Coun- 
cil or the distributor and manufacturer associations. 
But there are undoubtedly some faults in many 
supply houses that can be corrected without seeking 
bevond the four walls for assistance. 





FEDERAL RESERVE BANKS 

There is great interest among business men gen- 
erally in the action of the Federal Reserve Board in 
yecently ordering the federal reserve banks in the 
Chicago district to cut rediscount rates from four 
to three and one-half percent. There is not only 
doubt of its legal power to do this, but almost uni- 
versal belief that the move was unwise even if legal. 

It is generally understood that the banks were 
organized by districts to permit independent action 
to fit relatively local conditions, and it is evident 
the board’s action has destroyed that. New York 
might need one rediscount rate to suit it as the 
country’s representative in the international money 
market, or to meet the demands of Wall Street in 
carrying stocks and bonds, while southern and mid- 
western banks might need another rate to meet con- 
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ditions developed in planting or marketing cotton, 
corn and wheat. 

It is a good guess that the right of the board to 
fix rates will be tested out in court, and if it has 
the right, that the law will be changed. 


CONSIDER THE OVERHEAD 

That the practice of quick turns and low profit 
margins is current in business, and that it is a dan- 
gerous one to follow is brought out by Robert L. 
Hobart in a brochure mailed to members by The 
National Supply and Machinery Distributors’ Asso- 
ciation, a portion of which is reprinted in this issue 
of MILL SUPPLIES. Quick turns themselves are ad- 
visable, all right, but not when accompanied by 
scanty margins. 

If any item is to be handled profitably, it must 
carry its share of the overhead expense. The fact 
that an article bought for ten dollars is sold for 
twelve does not mean that a profit of two dollars 
has been made. What of the selling expense and 
perhaps the expense of advertising it, to say nothing 
of the cost of handling, the bookkeeping, rent and 
other overhead expenses involved? If an investiga- 
tion were made to determine just what share of all 
expenses that item should pay, it might be found 
that the two dollars margin was insuflicient to meet 
the liability, to sav nothing of returning a profit. 





SEND IN YOUR LISTINGS 

The directory staff of The Crawford Publishing 
Co., publisher of MILL SUPPLIES, is now busy gath- 
ering and compiling data for its two annaal publi- 
cations, the “Sellers Guide to Supply Houses” and 
the “Mill Supply Buyers’ Guide,” 
January. 

This is a huge task. Take the ‘Sellers’ Guide,” 
for instance. Each year the listing of each indi- 
vidual house is cut out, pasted on a form sheet 
provided with blanks for filling in, and the sheet 
sent to the distributor with the request that he note 
any changes that have occurred in the listings since 
the last guide was issued, and return it as soon as 
possible. Then all these changes—and there are 
thousands of them—are recorded by the staff. 


for issuance in 


Were it not for the courtesy and co-operation of 
the distributors and manufacturers in noting 
changes or okaying existing listings and returning 
them, it would be impossible for this organization to 
put out these two books which are of such splendid 
service to the field—the one helping distributors 
materially in their purchases by listing manufac- 
turers, both alphabetically and according to the 
products they make; the other providing manufac- 
turers with ready reference to distributors of vari- 
ous products. Yet, while the greater number of 
those to whom queries are sent are prompt about 
sending in their replies, there are some who are not 
so prompt or neglect to do so at all, which makes 
the task more difficult. Those who have not sent in 


their replies are requested to do so as soon as pos- 
sible, not only to facilitate the work of The Crawford 
Publishing Co., but also to make more complete and 
accurate the listings in the two guides. 
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Organization of Council Completed 


Mill Supply Council Adopts Plan of Operation, By-Laws and 
Canon of Ethics, Elects Its Officers and Starts the Ball Rolling 


At its first regular meeting, held in the Union club, 
Cleveland, September 21st, the newly created Mill Supply 
Council was formally organized, permanent officers were 
elected, the by-laws, plan of operation and canon of ethics 
were adopted, subject to the approval 
of the government; and action was 
taken to start immediately some con- 
structive work for the benefit of the 
industry Incidentally, 
the council approved the selection of 
Nashville as the scene of next vear’s 
triple convention, and the dates as 
May 15th, 16th, and 17th. Since this 
arrangement had en approved 
previously by the membership of the 
three associations, the date and place 
of the 1928 convention 
been definitely settled. 
Edward P. Welles, president of 
The National Supply and Machinery 
Distributors’ Association, was elect- 
ed permanent chairman of the coun- 
cil. He had temporary 
chairman since his appointment to 


as a whole. 


be 
nave 


now 


served 


as 


that office by the council at its pre- 

liminary meeting on board the : 
Norovic last June. T. C. Keeling, seating Rube 
president of the Southern Supply 


and Machinery 


Skinner, 


Dealers’ Association, 
president of the American 
Manufacturers’ Association, 
vice-chairman, 


Robert B. 
Ma- 
first 

M. 


and 
Supply 
were 
respectively, 


and 


chiners chosen 
and Alvin 


and second 
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Smith. secretary of the Southern Supply and Machinery 
Dealers’ Was permanent 
tary. 

The secretaries of the three associations—George A. 
Fernley of the National, Fred D. Mitchell of the Amer- 
ican and Mr. Smith of the Southern—were named 
assistant secretaries of the council, subject to the call 


Association, selected as 


secre- 


of the permanent secretary. 





WELLES 


Chairman 


KEELING 


Vice-Chairman 


In appointing the associa- 
as assistant secretaries it was not the 
intention of the council that the three associations should 
be burdened with council work. 


tion secretaries 
by taking care of certain 
phases of the work applying to their 
own associations, however, they will 
relieve the permanent secretary and 
association presidents of much detail. 
The assistant secretaries will simply 
serve as a clearing house through 
which the council may able to 
release matters of interest to the 
members of the various associations, 
and to gather data 
associations for the 
the direction of their respective 
presidents. If the permanent secre- 
tary of the council has a message to 
deliver to individual members of the 


be 


from their own 
council, under 


associations, he will send it to the 
Offices of the various associations, 
from where the association secre- 


taries will distribute it to individual 
members. The office of assistant 
secretary does not entitle the holder 
to attend meetings of the council, nor 
will the assistant secretaries be sub- 
ject to the direction of the council. 

The council had two fine rooms in the Union club in 
which to conduct its meeting. In one of these a luncheon 
was served at noon, and the council was in continuous 
session, it might be said. from 10 o'clock in the morning 





ALVIN M. SMITH 
Secre tari 
until 5:35 in the afternoon. According to Chairman 
Welles, members of the council displayed a fine spirit. 
and a feeling of harmony prevailed at the meeting. 

All five members of the council representing The Na- 
tional Supply and Machinery Distributors’ Association 
were present at the Cleveland meeting, as follows: Ed- 
ward P. Welles, Charles H. Besly & Co., Chicago; George 
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Puchta, The Queen City Supply Co., Cincinnati; Herbert 
W. Strong, The Strong, Carlisle & Hammond Co., Cleve- 
land; W. J. Radcliffe, The E. A. Kinsey Co., Cincinnati, 
and B. H. Ackles, The Rayl Company, Detroit. Repre- 
senting the Southern Association were T. C. Keeling, 
Nashville Machine & Supply Co., Nashville, Tenn.; Alvin 
M. Smith, Smith-Courtney Co., Richmond, Va., and W. W. 


Doe. Alabama Machinery & Supply Co., Montgomery, 
Ala. Robert B. Skinner, Skinner Chuck Co., New 
Britain, Conn.; Don S. Brisbin, The Columbus Mc- 


Kinnon Chain Co., Tonawanda, N. Y., and J. H. Williams, 
J. H. Williams & Co., Buffalo, were the council repre- 
sentatives of the American Association who were present. 
L. J. Larzelere, Farquhar Machinery Co., Jacksonville, 
Fla., and D. D. Peden, Peden Iron & Steel Co., Houston, 
Texas, the other council members from the Southern 
Association; and William C. Henning, A. Leschen & Sons 
Rope Co., St. Louis, and Frederick H. Payne, Greenfield 
Tap & Die Corp., Greenfield, Mass., American Association 
members of the council not present, sent letters regretting 
their inability to be at the meeting, making suggestions 
and offering their full co-operation in the work of the 
council, and these letters and the suggestions contained 
therein were taken up at the meeting. 
Temporary Chairman Welles called 
order and explained that the purpose ot 
to approve the 


the meeting to 
the session was 
by-laws, plan of operation and canon of 
ethics, as prepared by the presidents of the three associa- 
tions in accordance with the resolution passed at the 
preliminary meeting of the held 
Noite nic. 

Mr. Skinner nominated Mr. Welles to be permanent 
chairman of the council, the nomination was seconded by 
T. C. Keeling, 
to fill the 


permanent 


council aboard the 


and Mr. Welles was unanimously chosen 
office. Mr. Smith was then nominated as 
secretary by Mr. Radcliffe, the nomination 
was seconded by Mr. Strong, and he was also unanimously 
elected. The suggestion was then made and adopted that 
the three association secretaries should serve as assistant 
secretaries of the council. 

In order that the council might function properly the 
plan of operation and by-laws were next taken up. They 
were amended to provide for the offices of first and second 
vice-chairman, and Mr. Keeling and Mr. Skinner named 
to fill these offices. With various other amendments, the 
plan of operation and by-laws were then unanimously 
adopted by the The canon of ethics, 
with a number of changes in the way of additions, cor- 
rections and eliminations, was then adopted. The plan 
of operation, by-laws and canon of ethics had previously 
been submitted to members of the council for their sug- 
gestions and approval by the committee of three presi- 
dents appointed to draw them up. 
the text of 


council as a whole. 


It was agreed that 
the by-laws, plan of operation and canon of 
ethics would be released when approved by the govern- 
ment. 

The council then record as approving the 
choice of the dates and place of the 1928 triple conven- 
tion—May 15th, 16th and 17th at Nashville—by the 
location committee, and requesting the executive com- 
mittees of the associations to take the proper action to 
prepare for the convention. This date had been selected 
by the location committee of the associations during the 
convention voyage, subject to the approval of the mem- 
bers of various which approval 
already been secured. 


went on 


the associations, has 

It was decided that an active campaign for new mem- 
bers of the three associations be started at once, under 
direction of the council. It is expected that the 
council will soon issue a letter to be mailed to the pros- 


the 
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pective members of the various associations. The council 
will also back up generally the efforts of the associations 
to secure new members. 

NEXT MEETING IN CINCINNATI NOVEMBER 29TH 

Following this action, there was a general discussion 
of the ways and means by which the Mill Supply Council 
could immediately start some constructive work for the 
benefit of the industry as a whole, and Chairman Welles 
was instructed to appoint committees to take up various 
matters, these committees to report back to the council, 
if possible, at the next regular meeting, which will be 
held Tuesday morning, November 29th, at 10 o’clock in 
the Queen City club, Cincinnati. Announcement of plans 
of action along certain definite lines may be made follow- 
ing the Cincinnati meeting. Chairman Welles stated that 
the committees would be appointed immediately. 

The Mill Supply Council has started its work auspi- 
ciously. It has been organized with painstaking care. 
Members are showing an enthusiasm and spirit of co-op- 
eration that augurs for success. As has been stated pre- 
viously, members of the association must have patience. 
for action to be taken by the council must be taken onl 
after very thorough consideration. But a very definite 
step has taken in that the council has now been 
formally organized and is starting its work with careful 
thought to remedying the evils that exist in the mill 
supply field. 

i ae president of the Southern Association, 
Was reauested to investigate the facilities which would 
be available for the triple convention in Nashville and 
has reported that the city is fully capable of taking care 
of the triple convention, with headquarters in the Hotel 
Hermitage. This hotel is the street from the 
Andrew Jackson, and both of these hostelries are modern 
in every respect and have, jointly, 650 rooms. The new 
Sam Davis hotel, now under construction and within 
reasonable walking distance of the Hermitage and the 
Andrew Jackson, will have 200 rooms. The Hermitage 
has agreed to turn over all of its accommodations to the 
convention for the dates selected. 

President Keeling in a letter to MILL SUPPLIES, written 
about a week previous to the Mill Supply Council meet- 
ing, stated that immediately after this meeting the 
Southern Association would undertake a very energetic 
membership campaign. 

The National Association has added three names to its 
list of members since the last issue of MILL SUPPLIES. 
The Peerless Mill Supply Co., Inc., Buffalo, and The 
Dreher-Conklin Supply Company, Columbus, Ohio, are 
new members, while the Casanave Supply Co.. Phila- 
delphia, has reinstated its membership. This makes a 
total of 23 houses that have been added. 


been 


Keeling, 


aCVross 


—> 
Power Transmission Safety Code 

The revised ‘Safety Code for Mechanical Power Trans- 
mission Apparatus” has been presented to the American 
Engineering Standards Committee for approval as an 
American standard, by the National Bureau of Casualty 
and Surety Underwriters, the International Association 
of Industrial Accident Boards and Commissions, and the 
American Society of Mechanical Engineers. The original 
code was approved by the American Engineering Stand- 
ards Committee in July, 1923, as a tentative American 
standard, and three vears later, at the meeting of the 
Safety Code Correlating Committee, was recommended for 
advancement to the status of an American standard when 
revised and submitted to the American Engineering 
Standards Committee for approval. The sectional com- 


mittee has approved the revision of the code. 
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Smith-Courtney Specialization 
Sales Plan in Further Detail 


Second Installment of Article on “Blue Ribbon” Line Efforts Takes Up Sales- 
men’s Questionnaires and Quotas, Advertising: Record, Follow-up and Mailing 
Systems, and Views of Salesmen and Manufacturers—Brief History Traces De- 


velopment of Company from the Time of Its Inception, in 1872, to Present Day 


The “Blue Ribbon” plan was outlined to the salesmen 
when they assembled for their annual sales meeting in 
December, 1925. Each was handed a copy of the sales 
manual and assigned his line for January. 

As the plan originally worked, questionnaires were 
not involved. The salesman was simply instructed to 
study up on the line he was to push. This year, how- 
ever, the company decided to adopt the questionnaire 
system, and three questionnaires had 
been sent to salesmen at this writing. 
The questionnaire on a_ particular 
line is prepared during the month 
previous to that in which it is to be 
pushed. At the same time questions 
are prepared the answers are assem- 
bled. Copies of the questions, with- 
out the answers, are sent to salesmen 
after they have been notified as to 
the line to be pushed the following 
month. They are asked to read over 
the questions, jot down the answers 
as nearly as they can, then study 
their sales manual, write permanent 
answers and send them in to the of- 
fice. They are given a week in 
Which to do this. When the answers 
are received at the office, they are 
graded just as a teacher grades her 
pupils’ examination papers, and are 
returned to the salesmen with a 
copy of the correct answers to all questions, and a 
letter calling attention to mistakes made by the sales- 
men, if any. 

In preparing this questionnaire the company seeks to 
provide questions that are likely to be asked by cus- 
tomers. A. B. Smith is enthusiastic over the question- 
naire method, and it will become a permanent feature of 
the Smith-Courtney plan. In order to prepare satistac- 
tory answers to the questionnaire, the salesmen must 
refer to the manual. Salesmen are also asked to read 
the entire sales manual over thoroughly once a month. 

Mr. Smith stated that there was a noticeable improve- 
ment in answers to questionnaires after the first one. 

Copies of the questionnaires and answers are sent to 
the manufacturers to show the latter what the Smith- 
Courtney Co. is doing, and to receive their suggestions 
and criticisms, these not being sent prior to submitting 
them to salesmen, however. Copies are sent to both the 
sales and advertising managers of manufacturers, and 
they also receive copies of letters on their lines sent out 
to customers by the Smith-Courtney Co. 

Coupled with the plan for salesmen’s instruction and 
letters sent direct to customers is a magazine advertising 
campaign, which the company has adopted. Arrange- 
ments have been made with the publishers whereby 3,000 


Smith-Courtney Co.. 


reprinted, 


issue, and 


The “Blue Ribbon” Sales Plan 

Determining that the best way to make a 
reasonable profit: was to concentrate on a 
few outstanding lines and build a sales and 
advertising plan entirely around them, the 
Richmond, 
specializing on ten “Blue Ribbon” lines in 
January, 1926, with a resulting increase of 
sales in those lines and others, greater profits 
and better knowledge of the featured lines 
on the part of salesmen, 
the plan was originated and the foundations 
laid was teld in the first installment of this 
article, which appeared in 
issue of “Mill Supplies.” 
manual was also discussed, the entire “Out- 
line of the Plan” from the manua!, being 
The story is completed in this 
readers will find an 


verusal of the facts of exceeding value. 
I ] ] J : 


copies of each issue are sent to customers and prospec- 
tive customers of the Smith-Courtney Co. in Virginia 
and the western half of North Carolina. <A portion of 
the front cover of these copies is used for advertising by 
the Smith-Courtney Co., one of the “Blue Ribbon’”’ lines 
usually being featured. A the “Blue 
Ribbon” lines is 


folder on one of 


usually inserted in copies of the 
magazine mailed to customers and prospects. 
A noteworthy advertisement was 
that used in December last, as fol- 
lows: 


“A 55 Year Span; 1872-1927. A 
period of over half a century in 
which your patronage and considera- 
tion have never ceased to be a source 
of deep appreciation. 

“Our highest aim is to utilize the 
resources that you have helped to 
create—our experiences, records and 
knowledge of your needs—to merit 
even more than in the past your con- 
tinued patronage in our 56th year. 

“In this endeavor we are privileged 
to offer in support of our humble ef- 
forts the close co-operation of the 
factories that we represent, which, 
as you are aware, are leaders in the 
manufacture of supplies and equip- 
ment that you will need.” 

In this connection it is interesting 
to note that in much of its advertising the Smith- 
Courtney Co. uses the slogan, “Three Generations of 
Service.” 


Va.. began 


The story of how 


the September 


while the sales 


intensive 


In another advertisement the company makes the fol- 
lowing statement of interest: “Our investigation of 
machine tools started 55 years ago. You can depend 
upon us to know what is good.” One point emphasized 
by the company is that it is offering the products it has 
to sell as a result of years of experience and much in- 
vestigation. It puts itself behind these products as 
strongly as the manufacturer himself would do, and thus 
seeks to impress the customer with the value of its 
service and to inspire confidence in the house and bring 
out the idea of the security in dealing with a distributor 
with years of experience and a good reputation to back 
him. 

“Some people think of Smith-Courtney Co. as a place 
to secure bolts, nuts, drills, castings, pulleys, hangers and 
the general run of mill supplies,” states another adver- 
tisement. “That is why we take this means of emphasiz- 
ing our ability to give you complete plant service—a 
service not to be duplicated in Virginia. Smith-Courtney 
men are able to come into your plant and analyze your 
material handling problems—indicating to you how 
money can be saved by eliminating this, that or the 
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Our Platform 


The entire sales program and objective of 
The Mechanical Rubber Company has been, 
and is, based on these points: 


First—To provide a more complete 
sine of merchandise than is available 
from any other source, enhancing pur- 
chasing power. 


Second—To rigidly sustain quality 
and integrity of product, creating good- 
will and winning the repeat order. 


Third—To provide distributors the 
nation over with agenuine,constructive 
plan for the exclusive sale of Mechan- 
ical Rubber Goods and Packings. 


Fourth—To render every reasonabie 
aid and service in promoting Sales and 
sustaining the welfareof thedistributor. 


Fifth—To provide a cost basis that 
insures a satisfactory margin of profit. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO 


“We Back the Jobber” 











o Advertiser please mention Minn Supprt 
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other engineering operations. We have been extending 
this service to our friends for the past eight vears—and 
we welcome the opportunity of going into it even further 
in the future than we have in the past.” 
FAVORS CO-OPERATIVE ADVERTISING PLAN 

The Smith-Courtney Co. has in mind a co-operative 
advertising campaign with three other distributors in 
adjacent territories to carry full-page advertisements in 
two or three trade publications having considerable cir- 
culation in the locality. 
be national 


One of these magazines might 
in scope, according to Mr. Smith, but the 
others should have mainly circulation in the dealers’ ter- 
ritories. Each dealer would use a section of the page 
to advertise one line handled by him. This would be a 
line handled by all four of the distributors in the agree- 
ment. In the advertisement would appear a statement 
to the effect that all distributors carried all four of these 
lines. These lines would be 
sarily “Blue Ribbon” lines. 


preferably, but not neces- 
The value of buying through 
dealers would also be emphasized. 

The for the co-operative feature is 
Smith-Courtney Co. feels that a full-page ad 


reason 


that the 
would be 


a 
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Vain Rictlding of S th-Courtney Co 


too great a burden for 
that 


one of the distributors and 
a quarter-page would be 


any 
too inconspicuous. 
Another plan the company has in mind is to seek to 
interest “Blue Ribbon” lines 
value of the distributor in 
their national advertising and to list their distributors 


manufacturers of the ten 
in the idea of stressing the 
in such advertising. 


“We 


have not taken any definite steps in regard to 
urers mention their dealers 
in national advertising, although I have personally men- 
tioned this to a number of 
am acquainted,” stated A. 
as vet formulated 
this nature.” 

In January, 1926, the Smith-Courtney Co. secured the 
services of Seth T. formerly of the Lucey Co., 
Pittsburgh, manufacturer of oil well supplies, as adver- 
tising manager. 


seeking to have the manutact 
sales Managers with whom I 
Brooke Smith. ‘We have not 


any plans for future advertising of 


Ross, 


Mr. Ross has not only been exceedingly 
valuable to the company in the preparation of advertis- 
ing material, but in many other ways, particularly in 
connection with “Blue Ribbon” line efforts. 

QUOTAS ESTABLISHED 


FOR SALESMEN 


As an added incentive to making sales of the “Blue 
Ribbon” lines, quotas in each line were established for 
each salesman when the plan was inaugurated. These 
quotas were established “in the dark,” so to speak, be- 
cause of the lack of figures upon which to 
them. Consequently, only one salesman was able 
to attain the quota set for him on the “Blue 
1926. In fact, some of the salesmen’s records 
showed “red” for some time because of returns on sales 
made during 1925. 


available 
base 
Ribbon” 
lines in 


In this connection, it is interesting 
to note that the results of a month’s campaign are not 


apparent for from thirty to sixty days after the cam- 
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paign has ended, for many orders are received some time 
after the close of the month’s efforts. 

Following are the percentages of quotas attained by 
salesmen during the first year of operation of the “Blue 
Ribbon” plan: 66, 48, 50, 36, 107, 90, 34, 30, 35. The 
average percentage of quota attained was 64 percent. 
At the end of 1926, however, quotas for the year 1927 
were more accurately established because of the addi- 
tional information available. 


The matter of quotas, in 
fact, was 


the important questions discussed at 
the annual sales meeting last December. Each man was 
allowed to raise objections to the quota assigned him if 
he so desired, and the matter was thoroughly aired. 
Mr. Smith tells of an amusing incident in one of these 
discussions, When a salesman objected to a quota assigned 
him on one of the ten feature lines, claiming it to be 
too high. Before the discussion had ended the original 
quota had been abandoned and a higher one assigned. 
the salesman agreeing to the change. Everything is 
taken into consideration in the establishment of a quota. 
including a man’s territory, business conditions there- 
abouts and the peculiar requirements of his customers. 
The company tries to avoid discouraging the salesman 
by assigning him too large a quota. 
to encourage him. 


one of 


The aim, rather, is 


According to the plan of operation, the questionnaire. 
direct mail literature, magazine advertising and sales- 
men’s efforts all “‘tie in’ together. The salesman is sent 
a letter on the fifteenth day of the month preceding the 
campaign on a particular line, notifving him of the line 
selected. On the following day he is sent the question- 
naire, and his answers to the questionnaire are back 
On the first day of the month prospec- 
tive customers for the particular line being pushed are 
sent a letter on one of the advertising folders and this 


is sometimes followed with another letter on the fifteenth 
of the month. 


within a 


week, 


ELABORATE RECORD SYSTEM IN USE 

The company has an elaborate system of record keep- 
ing, considerable of which has been developed since the 
adoption of the “Blue Ribbon” plan. In the first place, 
stocks have been rounded out, with a minimum and maxi- 
mum level. The Smith-Courtney Co. has had in 
use for some vears a perpetual inventory system, which 


permits of a constant check of goods 


stock 


on hand at all times. 
Record is also kept of demand for goods not carried in 
stock. This record up every twelve months, 
and if there has been sufficient demand for certain items 
during that period, stock orders are placed. The max- 
imum and minimum level is maintained on all 
stock lines, but it originally applied to the “Blue Ribbon” 
lines only. The amount of goods in 
by flags on the stock bins. 


is checked 


stock 


stock is indicated 

The Kardex system is used to keep track of inquiries 
on the “Blue Ribbon” lines. When a worthwhile inquiry 
is received, the file copy of the answer is handed to a 
girl who makes out a card, showing the date of inquiry, 
date of quotation and any other valuable information. 
and “flags it” for follow-up with a ten, twenty or thirty 
day “caller.” 


These cards are arranged according to 
salesmen's 


territories. One flag shows the date for 
follow-up and another by its color indicates the article. 
If a sale is made, the quantity and date are recorded on 
the card. This sale is then followed up at a certain time 
to see if the proper care is being taken of the equipment. 
Suggestions are sometimes made, and the follow-up 
letter often leads to sales of accessories. For instance, 
if ball bearings are sold, a letter is written at the end 
of six months, reminding the purchaser to see if the 
bearing needs grease and suggesting that the company 








will be pleased to supply the user with the proper type 
of grease. These cards also often serve as valuable aids, 
in a historical way, in preparing later letters to custom- 
Copies of quotations to customers made direct by 
the office and of all follow-up letters are sent to 
the salesman in the territory in which the customer 
is located. 

Every charge sheet, whether goods are sold from stock 
or are to be sent direct by the manufacturer, passes 
over the desk of A. Brooke Smith, to make sure that 
prices are right and that there are no other mistakes. 
If the goods sold are one of the “Blue Ribbon” lines, 


ers. 








QUESTIONNAIRE ON JACKS* 
on—(a) Generally speaking, how many types of jacks 
are there? 
Ansier—Two. 
(b) Name 


Qiest 
a 4 


them. 
Anse 


r—The track or tripping jack and the automatic lower- 


ing jack. 
tion—(a) How many stules of troelk jacks are there? 
—TWo. 
(b) What are thei? 
re —Single -acting and double-aecting. 

tion—What is the difference between these jacks? 

*¢ r—A double -acting jack is one in which the load is 
lifted and double strokes of the 
le ver. 

A single-acting jack is one in which the load is 
lifted or lowered by applying pressure on a 
joint stroke of the lever only. 

tion—Track jacks are designed for what class of service? 

work for steam and electric 
lumber and saw mills, contractors 
and others ope rating their own railroads. 


lowe re d in 


Give 

f r—Track and mainte nance 
railroads, 

Onuestion—What are the three most important points re gard- 

: brand) track jacks? 

Answer—Man-power, safety and simplicity. 

Question—(a) How many types of (name brand) automatic 

there? 


ing (name 


lowe ring jacks are 
Ansirer—One. 
(b) Name 
Anse r—Single -acting. 
Qive tion—Why aren't there 
Answer—Because single-acting jacks are the easiest and most 
effective in ope ration. 
Question—What are important features of con- 
struction and de sign of this line of jacks? 
Answer—Sim plified mechanism (fewer parts); sturdy, arched, 
unbendable no machine nuts or 
bolts. All working parts except the standard 
are heat-treated, drop-forged solid steel ful- 
Standard or frame made of malle able 


the Me 


type s? 


more 
some of the 


base; screws, 


Crus. 
iron. 
Question—(a) Has this jack greater lifting capacity than 
other makes? If so, how much? 
Answer—Yes, about 40 percent. 
(b) What is the reason for this? 
Answer—Because the point of leverage load. 


is closer to the 








the charge sheet is marked with blue pencil. In this 
connection it may be stated that there is absolutely no 
deviation from set prices in selling the “Blue Ribbon” 
lines. If the manufacturer has an established resale 
price, that price is quoted; otherwise the company estab- 
lishes its prices and adheres strictly to them. In case 
a salesman sends in an order on one of the “Blue Ribbon” 
lines with the prices quoted in error, the company writes 
to the customer, informs him of the error and tries to 
prevail upon him to stand by his order at the proper 
price. In case he refuses to do so, however, the order 
is cancelled. 
CARDS FOR CUSTOMER RECORDS AND MAILING 

The company uses an interesting set of cards for keep- 
ing records of customers and prospects and for mailing 
purposes. These cards show the name and address of 
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the prospect, his business and organization, buyer’s name 
and other data and notes of the credit department. In 
the lower right-hand corner is a record showing business 
done since 1920, with the following classifications: For- 
merly large sales—none now; formerly small sales—none 
now; no sales; occasional sales—small; occasional sales 

large; regular sales—small; regular sales—large. 
There are columns for checking against the listing and 
for the date of such checking. On the other side of the 
card are listed goods used by the prospect and any other 
valuable information. Active accounts are indicated by 
blue tabs. These cards are kept in territorial groups 
and have projections which show their classifications by 
numbers and letters. When a letter is gotten out, all 
boxes containing the cards are sent to the form letter 
printer, and he is instructed to address the letter to all 
houses under a certain classification or two or three 
classifications. Notations are made on file copies of form 
letters as to the classes of industries to which they are 
sent. 

Salesmen make daily reports of their calls, reports on 
the “Blue Ribbon” lines being made on separate sheets. 
The same type of sheet is used for the salesman’s daily 
report on “Blue Ribbon” sales and for the company’s 
monthly and yearly records on sales of these lines. The 
company has also arranged a special book for recording 
daily sales and credits on “Blue Ribbon” lines. 

A blackboard has been erected in the office on whick 
are recorded monthly dollar and cents sales of “Blue 
Ribbon” lines by each salesman, and which also shows 
the relation of sales to the salesman’s quota. The sales- 
man is also sent a monthly report showing these same 
figures. He also receives a personal letter if his sales 
are weak, and is told what some of the leaders are doing 
and given suggestions as to how he might increase his 
sales. Formerly the salesmen were informed as to the 
standing of all other salesmen, but the company felt 
that this method might lead to embarrassment and dis- 
couragement in some cases, and abandoned it. There 
is also a column on the blackboard, called the “Miscel- 
laneous Column.” This is used to record “Blue Ribbon” 
sales made by the office on prospects not called upon by 
the salesmen, with the end in view of showing the sales- 
men what can be done from the office. 

Advertising Manager Ross has developed in the rough 
a chart for showing the classes of plants in which vari- 
ous lines may be sold. On this card are checked the items 
that may be used by various industries. A section is 
also devoted to items that may be sold at certain seasons. 

“We make special efforts on seasonal items at the 
proper time,” said A. Brooke Smith, “and the nature of 
these efforts is circular letters and the broadcasting of 
descriptive literature in envelopes and in shipments. Our 
salesmen are also notified, and we always suggest the 
lines they should push during that season.” 

The “Blue Ribbon” lines are listed in blue ink on 
letter-heads, envelopes, bills, statements, invoices, ship- 
ping tags and addressing labels, on cards acknowledging 
orders and on cards used by salesmen to announce 
approaching calls on customers. The salesman sends out 
these cards about ten days prior to his call, and Mr. 
Smith says the company has found them quite an aid, 
that any number of customers will save orders for the 
men. 

All office correspondence with prospective customers 
on the “Blue Ribbon” lines is written on the folder deal- 
ing with the line in question whenever possible. 

Among the samples carried by salesmen is a sample 
bearing made of aluminum, arranged in a special ease. 

(Continued on page 57) 
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THE PHILADELPHIA AND NORFOLK STEAMSHIP CO. 
AFTER ORDERING 250 MORE “AMERICANS” SAYS— 
“WE LIKE THEM BECAUSE THEY SAVE US MONEY” 
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PHILapetriia ¢ NORFOLK STEAMSIUP Co. 
hme No. UN. Dee Awane Ave wee 


PUILADELPMASs. 


Philadelphia, Pa. 
July 8, 1927 


American Pulley Company 
Philadelphia. 


Gentlemen: 


Our recent order for 250 additional "American" 
Pressed Steel Trucks is the best evidence of the 
service they have given us. We now have 105 of 

your red trucks in use -= some of them for more 

than @ year. 

They stand up under the exceedingly severe ser- 

vice of ship loading better than any hand trucks we 
have ever seen. The stevederes like them because they 
Sre 390 e&sy to Landle. We like them because they 
“stand the gaff" and save us money. 


Very truly yours, 


PHILADELPHIA &@ Smscek STBAMSHIP C) 
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PRESSED ICA 
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TRUCKS 


REG. U. S. PATENT OFFICE 


“Light as Wood and Twice as Good” 
















REPEAT ORDERS TELL A STORY 
THAT CANNOT BE DISPUTED 


HERE is no greater proof of 

“American” quality, dependability, 
and economy than repeat orders from 
customers who have put these ‘“‘Amer- 
ican” trucks to the test on their 
own jobs. 


Sample orders of one or two trucks 
have grown in some cases to 50, 100 

even to over 350 rugged, 
light, smooth-running 
‘“‘Americans.”’ A large east- 
ern transportation com- 
pany has announced its 
intention of eventually re- 
placing all of its trucks in 
several cities with “Amer- 
ican” Pressed Steel Hand 


Trucks. 


Trial Offer 


Buy a sample truck, look 
it over and then put it 
to work where you can 
watch it. If you are not 
satisfied that it is saving 
you money through bet- 
ter service—send it back 
and we will refund the 
purchase price. 


And from every direction — from users 
large and small—comes the same re- 
sponse, ““We like them because they 
save us money.” 


You, too, will like them for the same 
reason. For these all-red, pressed steel* 
trucks——built like a bridge truss to give 
maximum strength and durability with 
a minimum of weight—are 
not only moderate in first 
cost but practically elimi- 
nate “‘after-cost.”’ 


Why not take advantage of 
the “American” trial offer 
and convince yourself? A 
card will bring an illus- 
trated catalog and prices. 
Write for it today. 


THE AMERICAN PULLEY COMPANY 
PRESSED STEEL: 


PULLEYS 


HANGERS 


HAND TRUCKS 


MISCELLANEOUS STAMPINGS 


“Wooden hand grips 
for comfort 
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TRUCKS 


PATENTS PENDING 
REG. U. S. PATENT OFFICE 


4200 Wissahickon Ave., Philadelphia 
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“Built to Wear Without Repair” 
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(Continued from page 54) 
This may be taken apart to show the construction of 
the bearing. Miniature drills, representing half a dozen 
different sizes; miniature lift trucks and other samples 
are also carried. 

SOME SOUVENIRS GIVEN OUT 

The Smith-Courtney Co. also gives some souvenirs 
advertising the “Blue Ribbon” lines. One is a lead 
pencil painted blue. Another is a small memorandum 
book. The company is now having prepared desk calen- 
dars, which will be renewed each year. The state- 
ment on the inside cover of the little memorandum book 
is of interest. It is as follows: 

“During its three generations of service in the job- 
bing and distribution of supplies and machinery to the 
mills, factories, railroads and contractors of Virginia, 
North and South Carolina, by careful selection, with 
the best interests of the trade at heart, Smith-Courtney 
Co. has built up an unexampled collection of splendid 
lines that have stood the gaff of hard usage, and given 
the finest service and satisfaction to its customers. 

“Of these splendid lines, there are ten that stand out 
prominently. They cover a wide range, and each stands 
at the head in its particular field. 

“These ten lines have been adopted as Smith-Courtney 
Co.’s Ten Blue Ribbon Lines, and our sales department 
and salesmen are trained to give the highest grade of 
service in them. 

“To standardize on any of these lines is to reduce to 
the vanishing point your troubles in that department 
of your business.” 

A. Brooke Smith keeps a log book in which are re- 
corded all complaints. This book records whether the 
complaint was made by a customer or salesman, what 
it was about. in whose territory and how it was settled. 
Notations are also made as to the costliness of indi- 
vidual mistakes. The facts brought out in this book 
are discussed at the annual sales meeting. Mr. Smith 
also tries to get in a trip each vear to settle complaints 
that have not been settled satisfactorily otherwise. 

WHAT SALESMEN THINK OF THE PLAN 

P. H. Brooke, one of the company’s city salesmen, was 
asked by a representative of MILL SUPPLIES as to what 
he thought of the “Blue Ribbon”’ plan. 

“T think it has made everybody take more interest 
and work harder,” said Mr. Brooke. ‘It has resulted 
in our getting a much better knowledge of our lines. 
One of the best things about the “Blue Ribbon’ plan is 
that it gives us an opening, something to talk about. As 
a rule, we can get the customer’s interest by discussing 
the line we are pushing and if he doesn’t need anything 
in that line, we can talk our other lines. The sales 
manual is a great help. You can get almost anything 
you want out of it.” 

In a letter to the Smith-Courtney Co. office, Roy 
Walker, one of the salesmen, wrote in part as follows: 

“The letters Smith-Courtney Co. are getting out are 
wonderful in this trade.” he wrote. “Whether or not 
they bring in many mail orders, they certainly make the 
trade stop and take notice when the salesmen call to see 
them. They make a personal relation of friendliness 
between the purchasing company and Smith-Courtney.”’ 

FROM THE MANUFACTURER'S VIEWPOINT 


H. J. Fuller, manager, material-handling equipment 
sales, The Yale & Towne Manufacturing Company, one 
of the “Blue Ribbon” lines, was so impressed with the 
Smith-Courtney plan, that he sent a circular letter to 
his company’s distributors, with an outline of the plan. 

“We have picked out the salient points of a campaign 





that has been carried on by the Smith-Courtney Co., of 
Richmond, Va., during the last year, as their program, 
modified perhaps to meet local conditions, promises like 
results in other territories,’ wrote Mr. Fuller in his 
introduction. 

C. M. Murray, president of the Transmission Ball 
Bearing, Inc., another of the ten “Blue Ribbon” lines, 
yas at the Smith-Courtney Co. at the same time as the 
writer and was asked for his opinion from the view- 
point of the manufacturer. 

“I think it is an outstanding plan,” he said. “Net 
returns in the supply business should be improved by 
specializing on certain lines, in which the dealer gets 
protection and control and on which the quality of the 
goods warrants concentrated effort. It makes better 
salesmen and in many cases carries sales of other goods 
along with it. It is a plan worth adopting by every dis- 
tributor. 

“We use the folder which we have prepared for the 
Smith-Courtney Co. as standard, and supply it to our 
other distributors. We will furnish the letter for the 
first page on our own letter-head if they so desire, but 
we recommend that they use their own letter-heads.”’ 

The attitude of another “Blue Ribbon” manufacturer 
may be seen in the following letter from S. F. Courter, 
general sales manager of The Carborundum Company, 
to A. B. Smith: 

“We are in receipt of your letter of February 15th, 
attaching copy of your letter of January 14th, which 
was sent out to your trade by your advertising depart- 
ment, illustrating different grinding wheel operations, 
and we want to congratulate you most sincerely for a 
mighty fine piece of work. We have used this same idea 
ourselves with good results and feel sure that you will 
benefit to a marked degree through advertising of this 
character. You can most certainly rely upon our whole 
co-operation at any time, so please don’t hesitate to call 
upon us when we can be of any help to you.” 

“The attached letter looks so good to us that I am 
going to adopt it for a circular spread that we are get- 
ting up in Philadelphia for our Pennsylvania trade,” 
wrote Willard J. Griffith, district sales manager of the 
same company. 

The Smith-Courtney “Blue Ribbon” plan has been tried 
and the company declares it has proved successful. It 
has improved sales of the ‘“‘Blue Ribbon” lines and has 
helped sales of other lines. It has increased the com- 
pany’s profits. It has increased the knowledge of sales- 
men and awakened a greater interest in their work. It 
has resulted in the rounding out of stocks and improved 
record keeping and follow-up work. The plan did not 
contain all its present features when it was inaugurated, 
nor does it now contain all the features that will be part 
of it later on, but a great deal has been accomplished 
and the company feels that it has made a decided for- 
ward step. 

Following is an interesting history of the Smith- 
Courtney Co., supplied by the company at the request 
of MILL SUPPLIES: 

HISTORY OF SMITH-COURTNEY CO. 

The Smith-Courtney Co. was founded in 1872 by the late 
George A. Smith and W. A. Bragg, the firm name being 
Smith & Bragg, and nothing but railroad supplies being 
handled at that time. Mr. Smith had been treasurer of the 
York River Railroad and Mr. Bragg an official of its transpor- 
tation department. In 1873 Mr. Bragg retired and the busi- 
ness Was moved from near Governor and Main streets to a 
large three-story building, with two commodious warehouses 
in the rear, at 1418 East Main street, and was operated 
under the name of George A. Smith. This continued until 
about 1882, when Charles P. Rady was admitted as a partner 
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THE ONE BEARING METAL 
THAT EVERYBODY RESPECTS 


Nine times out of ten your bearing metal customer is pleased 
and satished when he learns that you are filling his order with 
Bunting Phosphor Bronze. We make it in 88 stock sizes of 
cored and solid bars for the convenience of the mill supply 
wholesaler. 
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and the business became known as Smith & Rady. This 
partnership continued for two years, Mr. Rady then retiring 
and the business again being known as George A. Smith. 
Mr. Smith carried the growing business along in this man- 
ner until 1888, when T. L. Courtney, Jr., was admitted as 
a partner, and the business Smith & 
Courtney. 

The firm was incorporated in 1891, with George A. Smith 
Courtney, Jr., vice-president; S. Milnor 
Price, and Gordon Wallace, treasurer. Mr. 
Courtney retired in 1896, but the company having been in- 
corporated, the firm name remained unchanged. In 1898 
the business removed to more commodious quarters at 
1416-24 East Cary street, and in 1901 S. Milnor Price, who 
had been elected vice-president to succeed Mr. 
tiied from the firm, and H. Ellis, Jr., 
president. 

Upon the death of George A. Smith in 1908, his eldest son, 
Alvin M. Smith, was elected president; H. Ellis, Jr., vice- 
president; James P. Fox, secretary, H. C. Boudar, 
treasurer. 

In 1910 the business had grown to such an extent that it 
necessary to find more commedious quarters, so 
it was moved to Ninth and Cary streets, into a five-story 


became known as 


as president, T. L. 
secretary, 


Was 


Courtney, re- 


was elected vice- 


and 


Was again 


warehouse with trackage. Two othe: warehouses were se- 
cured to handle the then very large stock of supplhes and 
machinery, the business having developed from a strictly rail- 


road supply house toa general mill supply and machinery busi- 
ness, though specialization in railroad supplies and equipment 
this department today constituting 
of the company’s busines 


ha never been dropped, 


a very large part 


Upon the death of H. C. Boudar, treasurer, Lewis H. 
Bosher was elected to succeed him; and James P. Fox was 
elected vice president to succeed H. Ellis, Jr., at the time 
of the latter’s death. 

MOVED INTO PRESENT HOME IN 1920 


In 1920 the company 
railway 


purchased the block on the Southern 
bounded by Seventh, Porter 
Bainbridge streets, on which there was already a commodi- 
ous three warehouse. Additional 
by the company, which today occupies 
block with its warehouses and yards. 


tracks, Eighth, and 


story warehouses were 
entire 
Facilities for handling 
materials are modern and up-to-date, with trackage running 
‘nter of the property, and traveling hoists and 
moving devices use: for the heavier materials. 

Upon the retirement of James P. Fox as an 
1923, B. H. Smith was elected vice-president and A. 
Smith, secretary. 

As an item of heart interest and romance, it is interesting 
to note that the founder, George A. Smith, an old Confederate 
soldier, lost an arm in the civil war. In addition to that one 
arm, he had one United States dollar, though more or 
vell fixed in goods and Confederate money. Thus founded 
in the hard times of reconstruction, the business was success- 
fully conducted through panics, booms and depressions until 
the present day. George A. Smith was the partner 
until the incorporation, when he became president of the 
company, With a controlling stock interest, which position 
he held until his death February 11th, 1908. 

A page in the minute book dedicated to the founder bears 


erected this 


through the ¢ 


officer in 
Brooke 


less 


senior 


the following inscription: ‘In Memoriam-—George Alvin 
Smith—Died February 11th, 1908. President of this com- 
pany sinee its ineorporation, April 25th, 1891. Pleasant 


in manner, diligent in business, possessed of a high sense of 
honor, a and faithful in all trusts, he 
always measured up to the highest standard.” 


efficient officer, 


WIS 


“THREE GENERATIONS OF SERVICE” 

His estate still holds the controlling interest in the busi- 
ness. His eldest son, Alvin M. Smith, is the present presi- 
dent. His youngest son, Benjamin H. Smith, holds the 
position of vice-president, and his grandson, A. Brooke Smith 
(son of Alvin M. Smith), holds the position of secretary, 
thus representing the third generation. Lewis H. Bosher, 
who married Benjamin H. Smith’s sister, is treasurer. 

The company early gained a leading place in the machin- 
ery and supply business, extending its lines from railroad 
supplies to include supplies and machinery for textile mills, 


mines, factories, machine and woodworking shops, power 
plants, quarries, steamfitters, contractors, municipal works 
and public service companies. This position it has constantly 
maintained through three generations. Its policy has always 
been to select the most reliable goods in each line to stock 
and sell, goods that stand the gaff and give real service and 
satisfaction to the user. 

We pride ourselves on having served the trade in the 
southern territory for three generations, and have adopted 
as a slogan “Three Generations of Service.” 

The Smith-Courtney Co. has two sales departments, 
one for mill supplies, the other for machinery and con- 
tractors’ equipment. A. Brooke Smith is sales manager 
of the mill supply department, while B. H. Smith, vice- 
president of the company, is in charge of machinery 
and contractors’ equipment sales, and is assisted by S. K. 
Woodfin, who was brought in to help remedy the local 
situation, and suggested the concentration on certain 
lines. Mill supply salesmen take orders for machinery 
and contractors’ equipment when they handle the 
sale. Otherwise, they send in notice of prospective sales 
and Mr. B. H. Smith or Mr. Woodfin take up the matter 
and try to close the deal. The company has eleven sales- 
men, and it is seeking to make each one an expert on one 
certain line. 
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NO LAW TO PROHIBIT THESE 
“Confection rs Weekly Gazette” Lists Action- Agalinsi 
Which There Is No Legal Bar 
“There Is No Law,” is the title of a group of axioms 


appearing in Confectioners Weekly Gazette, which will 
be of particular interest to distributors and manufactur- 
ers of mill supplies because of the stress being laid upon 
the evils of price cutting. 

“There is no law that requires men to con 
each other upon an unprofitable basis,” say the Gazette. 

“There is no law which prohibits you from getting as 
much or more for your goods as your competitor. 

“There is no law which prohibits vou from intorming 
vour competitor as to the prices and terms at which you 
are selling your goods. 

“There is no law which prohibits vou from 
confidence in the information which vour 
gives vou. 

“There is no law which prohibits a manutacturer from 
suggesting a resale price by jobber to retailer, on his 
products, and if such resale price provides the jobber 
with only a fair profit. 

“There is no law which prohibits the manufacturer 
from refusing to sell jobbers who do not respect such a 
resale price. 

“There is no law prohibiting a jobber from refusing to 
buy from a manutacturer who does not 
gested resale price on his products.” 

But the distributor and manufacturer must bear in 
mind the fact that these rights do not permit concerted 
action of any character, or action resulting from agree- 
ments or understandings, either written or implied. 
These latter are violations of the law. 


wwete with 


having 


competitor 


establish a sug- 
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Domestic Pump Shipments 

Shipments of domestic pumps and water systems for 
the first seven months of 1927, as reported to the depart- 
ment of commerce by 32 manufacturers, totaled 45,414 
water 303,542 pumps and 93,761 cylinders 
shipped separately, compared with 45,060 water systems, 
354,005 pumps and 137.487 cylinders shipped separately 
during the first seven months of 1926. Prior to January. 
1927, statistics on pumps were collected by the federal 
reserve bank of Chicago. 


systems, 
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Certam protection— 


As soon as the temperature reaches 
160 degrees your FyeR-Wall doors 
close tight —automatically. 

They're made of heavy corrugated 
galvanized steel sheets with thick 
sheet-asbestos between. They're guar- 
anteed for 25 years. There’s no upkeep 


cost and they save 15‘, to 25% of 


your yearly insurance premiums. 





New York - 


Richards-Wilcox Mf 


“A Hanger for any Door that Slides 


AURORA, ILLINOIS, U.S.A. 


There is a type of FyeR-Wall door 
ntted with R-W automatic hardware, 
to meet every condition. And they 
cost no more than tin-clad doors! 


FyeR-Wall doors and automatic 


hardware carry the label of the Under- 
writers Laboratories. They protect lite 
and property. Prevent spread of fires. 

Send for catalog of complete line. 
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Training of New Salesmen and 
Sales Meetings on Boyd’s Plan 





lh. the Second and Final Installment of His Article on the Training of Sales- 
men by the Questionnaire Method, Sales Manager of Standard Supply & 
Equipment Co. Discusses the Selection and Education of Prospective Represen- 
tatives and His Plan for Getting Most Out of Weekly Sessions of Selling Force 


VANCE C. BOYD 
Sales Manager, Standard Supply & Equipment Co., Philadelphia 


Let us unite in discouraging the practice of salesmen 
“tHoating.””. Our firm has never 
salesmen trom competitors, and | 
houses adopted the same policy, we 


countenanced taking 
believe that if all 
would all feel greater 
security in the knowledge that momentarily disgruntled 
salesmen would take time to cool off 
fully the benefits to be gained by 
man’s value increases as his period 


and consiaer 
sticking it 


care- 
out. <A 


and his ex- 
perience becomes greater, and he is 
of greater value to his original em- 


of service grows longer 


The Second Installment 


This is the second and final installment of 


on inside details. Isn’t it very important to 
who is willing to serve a customer or his 
way necessary ? 

A man who has personality and intelligence and is 
willing, will learn, with the proper assistance from those 
who have the necessary knowledge to coach him. He 
has adaptation who has willingness, and can be moulded 
into the type of solicitor vou have 
found most suited to your clientele. 

The fourth attribute | 
mand in a is lovyalty—not 


yet a Man 


firm in any 


main de- 


prospect 


ployer than he would be to a new. 4@ short course in the training of salesmen, onlv in the sense of fidelitv to his 
one, because of the initial invest- prepared by Vance C. Boyd, sales manager. fiym, and duty, but also to his cus 
ment and years of training which = Standard Supply & Equipment Co., Philadel- | tomer. A nnn who is loval can have 
the former has provided. phia. The first installment was published in’ no inferior regard for truth and 

Heretofore I have found that it phe September issue of “Mill Supplies.” In honesty. As the main link between 


takes at least three vears to turn out that installment Mr. Bovd outlined his ideas you and the customer the salesman 
- ood mill supply salesman, unless in a general way and discussed the subjects. Must deal uprightly with every 
the force is small and concentrated “The Idea’s the Thing” and “How to Insure Phase of selling. His service and 
effort can be devoted to the verdant a a ee | services must be sound and above 
rrospect. But the questionnaire sys- : “eproac ovalty is at ingrained 
; ment he tells how his company selects and reproach, Loyalty is that ingrained 


tem should cut this period in half. 


trains new salesmen and conducts sales meet- 


In choosing a salesman we must 


look for intelligence, personality, — 
willingness and loyalty. Although /°¢! 
I think that we are all born with the | “ls shert course, and 
idea that we are more or less sales- , “)serb ideas that may 


men, vet the real honest-to-goodness cessfully 
prospects are few and far between. 

Don’t hire a man just because you him 
commission basis or a small salary or drawing account. 
Give him a chance to find his particular niche in life. 
It may be that he has the ingrained qualifications of a 
good truck driver or hotel clerk. Be fair to the man 
and yourself, or he may advertise you poorly and be 
expensive to your good will in his cheapness. Think it 
over. 


can get on a 


When you are selecting a man think of how he will 
appeal to the people upon whom he is to call. Is he neat 
and business-like in appearance? Has he the capacity 
to grasp pertinent facts about your general line and spe- 
cialties? Has he the intelligence to cope with the every- 
day problems that arise? A prospect must grasp in the 
shortest time possible a considerable amount of knowl- 
edge, and the salesman’s mind must so marshal and as- 
semble facts as to permit an intelligent solicitation. 

Would the man vou contemplate employing be willing, 
after he has put on his spurs of salesmanship and viewed 
the world through the rose-colored glasses of great im- 
portance, to descend from his steed of interviews and en- 
gagements and mount that lowly donkey called deliv- 
eries? On many an occasion our boys have been called 
upon to make deliveries or to help in the stock room or 





and presents his views on these sub- 


Readers will find much of interest in 


in their own businesses 


quality which makes us true to our- 
selves—that inspiration to stick to if 
and win success. It is an honest de- 
termination to give the best that’s in 


many probably wi'l ) us jin our work 

be worked out  sue- Once having decided the fate of 
the prospect, we must start the 
wheels of progress. After putting 

him through the stock department for thirty days in 


order to accustom him to the physical location and names 
of the various commodities (our line is so large and 
varied that he could spend a vear there and not be thor- 
oughly familiar with it), we put him in the expediting 
department to familiarize him with the system of order- 
ing and filing, and with the end in view of impressing 
him with the necessity for giving customers honest 
promises of delivery in order to retain good will. We 
then put him on the inside sales phones, so he can learn 
the fundamentals about prices, and to teach him just how 
important it is to know his line and be able to handle 
inquiries and orders in a business-like manner. 
MAKES FIRST CALLS ALONE 

This period completed, his great moment has arrived. 
The sales manager calls him in and goes over the list of 
customers with him. He is entering into the great un- 
known—will meet strangers whom he hopes to convert 


into friends desiring to give him business—will deal with 
matters of great moment, at first beyond his ability to 
handle, because of his lack of experience. 
test. 

After he has experienced the quaking of spirit during 
the first few days, I make it a point to accompany him 


It is the acid 
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‘6 ” ; ELP the buyers translate their needs 
Hand-to-Mouth” Orders into terms of your stock. Show them 


. > what you are prepared to furnish. Embody t 
Will Be More Profitable your “hand picked” selection of goods in 
ea an up-to-the-minute catalogue on the 
If They Come to You Donnelley Unit Selection Plan. We can 


help you issue it easily, efficiently, and 
cconomically in time for Spring. 


In Terms of Your Own Goods 


R. R. DONNELLEY & SONS COMPANY, CHICAGO 
Builders of Mill Supply Catalogues Since 1904 
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and offer any help on approach or in introducing special- 
ties that may seem necessary. He gets his baptism 
alone, however, because from the very first, I want him 
to learn self-reliance and independence. 


“DOPE”? BOOK HAS VALUABLE DATA 


Now you may think this an unusual way to thrust an 
inexperienced man into the battle, but he has constantly 
with him a “dope” book which tells him the complete 
story of an account and permits him to intelligently sell 
a man what he wants to buy or should buy. Each of his 
customers is listed on a 9x11 sheet in a loose leaf binder 
and the page appears something like this: 

JOHN DOE & CO. 
40th and Bridge Ave. 
City 

Purchasing Agent—Wm. Buyer; Ass’ts—So and So. 

Superintendent—Harry Wheels. 

Storekeeper—l. W. Keepit. 

Competition— Blank Co., Cansell Co. 

Note—Buy on inquiry only. 


Gross Dope 
Calls Sales Sheet 
Jan., 1925—5th—12th—19th—26th....$700 Compressors 
Feb., 1925—3rd—10th—17th—24th 500 Hack Saw 
Blades 
March, 1925—5th—12th—19th—26th.... 975 Spray Paint- 


ing Outfits 
NOTE—Calls are listed as when made, and gross sales are 
recorded by the month in order to maintain careful compari- 
son between efforts and results. Under the “dope sheet” is 
listed every item the customer should buy, or which we 
endeavoring to introduce 


lowe d “up. 


are 
to him, and these are carefully fol- 
QUESTIONNAIRES SPUR HIM ON 

You can readily see that our man has a pretty fair 
working knowledge of the account, and with the applica- 
tion of the proper intelligence, should achieve results. 
He must be willing to work hard, render any and every 
service and be loyal, however. To add to his knowledge, 
he is now answering the weekly questionnaires and his 
education is becoming detailed and complete. The new 
items dealt with each week serve to spur him on and in- 
spire confidence. We always assign customers according 
to the personality and appeal of the salesman, where 
geographical location and economy do not compel us to 
do otherwise. 

Our responsibility as executives makes it necessary to 
choose our man wisely and intelligently, give him the 
proper education and guidance and teach him what to sell 
and where and how to sell it. 

Conducting a “Peppy” Sales Meeting 

“First call for the sales meeting!’ You can hear me 
issue this first call almost any Saturday morning about 
10 o'clock. Fifteen minutes later—‘‘Second call for the 
sales meeting!’” There is a hustle and bustle getting in 
last minute ’phone calls, checking up prices, making quo- 
tations. The sales offices are bee-hives of activity, and 
more is accomplished in the next fifteen minutes than 
seems possible unless you are an eye witness. Finally— 
“Third and last call—come on, We all troop 
into the front office. 

Well, it would do you good to see those men sitting 
around the circle—carefree and alert. 


rend 


fellows! 


MUST CHOOSE A GOOD SUBJECT 

Before anything consequential can be said, we must 
have a subject. I get my subjects everywhere. Our 
president once likened some mill supply men to “golden 
mediocrity disporting purple patches,” and my subject 
for one meeting became “Golden Mediocrity.” Among 
the other subjects we have discussed are the following: 
“A Man Wrapped Up in Himself Makes a Very Small 
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Package,” “Minute Men,” “Loose Ends,’ “How Great 
is Big,” “Analysis,” “Know Your Man,” “Quotas,” 
“Lines of Least Resistance,” “The Family Success,” 


“M. U. F.,” and “The Will to Sell.” 
Any of you who try to conduct approximately forty 








GENERAL QUESTIONNAIRE 

1—Harve you ever suggested subjects for discussion in 
a sales meeting ? 

2—Give five features which you think should be incor- 
porated in a sales meeting. 

3I—What day and hour of the week are most conduciv 
to the success of a sales meeting ? 

4—Should any members of the organization other than 
salesmen attend sales meetings? Why? 

5—What type of sales contests most appeal to you? 
Detail reasons. 

6—List ten specialties that you want discussed by manu- 
facturers’ representatives. 

7—Do want them to prepare a questionnaire to 
review their specialty? If so, should this be 
before or after the specific meeting? Why? 

S—In what way or ways do sales forces resemble a foot- 
ball 'team? A track team? A baseball team? 

9—W hat, in your own opinion, is your de gree or per- 
centage of efficiency as a salesman? 

10—List by day the number of calls made by you during 
the past week (or month). 


you 


done 








sales meetings a year for several years will agree that 
we go anywhere for inspiration. 

Let it be understood that a “peppy” sales meeting is 
by no means a laughing, rollicking, boisterous affair, but 
a serious endeavor to drive home concrete facts or psy- 
chological truths to men mentally prepared to receive 
them. Morale is raised, ambition aroused, work planned, 
agencies are discussed and information is received. 

In order to conduct this type of sales meeting, one 
must be natural, fluent, and have his subject so well in 








GENERAL QUESTIONNAIRE 

1—What are the five main talking points of the 
you carry? 

2—What is the difference between a flat head cap screw 
and a flat head stove bolt? 

3—What is meant by tensile strength? 

4—What is meant by the limits of elasticity? 

5—What is a genuine ruby globe? Explain the process 
of manufacture. 

6—How can more experienced salesmen help a new man? 


vises 


7—Have you any suggestions to make to better the 
“customer's sheet” portrayed in this article? 
8—What are the comparative merits of upset head 


rolled thread cap screws and milled from the bar cap 
serews ? 

9—List the various types of fire extinguishers carried 
in stock, and explain just where and why each should 
be used. 

10—List six qualifications you feel to be 
choosing a mill supply salesman, 


essential in 








hand that the presentation is practically extemporaneous, 
to all intents and purposes. Don’t be stilted in your 
expressions; talk to your men, not at them or over their 
heads. 

I've sat in sales meetings where only a cold matter- 
of-fact discussion of John’s weekly experiences took the 
greater part of the hour, or where Bill told what one 
competitor was doing in his territory, but that only in- 
terests the teller. If it is necessary, let it be told in a 
private conference between the man and his sales man- 
ager, and be properly disposed of. I’ve sat in other sales 








October, 1927 








THE manufacturer of the mammoth Deisel Engine pictured 

above realized the necessity of using valves and fittings 
that would maintain the high quality of his product. Vogt 
Drop Forged Steel Valves and Fittings were used because 


they have proved their worth in many similar 


installations. Write for Catalog F-6 
eeancn ornce HENRY VOGT MACHINE CO. 
pe Aan I NCORPORATED 
CLEVELAND LOUISVILLE, HY. 
yb 1 Ref E Drop Fi d Steel Val dF Ww Tube and 
Manuf: f: Oi i . ittings, z 
aida semen fiorizontal Return Tubular Boilers, ice Makingend Reirisersting Machinery. 
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meetings where nothing but commodities or prices were 
discussed. 

When a manutacturer’s representative is with us to 
discuss his particular commodity or line, we request him 
not to talk longer than thirty minutes, as we feel that 
a longer discussion would be confusing; and the high 
points of any commodity can be clarified by the question- 
naire which follows the preliminary discussion. The 
sales meetings usually last an hour and a half, and fol- 
lowing the talk by the manufacturer’s representative, if 
one is present, we take up the particular topic I have 
chosen for the day, and discuss general business condi- 
tions or some subject from a psychological standpoint. 

SALES MEETING A BACKGROUND BUILDER 

To my mind, a sales meeting is a background builder, 
an occasion to arouse the men to their fullest activity, 
to impress them with their responsibility as salesmen, 
to mentally equip them with that necessary driving de- 
termination to sell, to infuse confidence in their ability 
to sell the specialties handled and dispose of regular 
supply items in addition. 

I think I can well illustrate my point by thoughts from 
one of my recent subjects, “Golden Mediocrity.” First, 
we find that Webster says mediocrity is a quality or state 
of being mediocre: a middle, intermediate or mean state, 
degree or quality; moderate capacity, skill or ability. 
I've inserted “golden” to express the self-satisfaction 
which characterizes some salesmen when they have 
reached this stage. 

Aren't a great number of us in the state of golden 
mediocrity? Sales managers, haven’t you this type? 
Don’t you want to arouse them? No mill supply sales- 
man should be satisfied with his volume of sales. It’s 
ridiculous to ever be satisfied. I’m mediocre if the 
majority of my sales force are mediocre, and my con- 
stant efforts are to prevent this condition, and to have 





them all 100 per cent efficient. It may be impossible, 
but I can still strive toward such a goal. 

Should anyone admit mediocrity as being the fullest 
measure of his ability? Lack of progress indicates to 
me an utter disregard of effort, training and ambition, 
and we should move heaven and earth to prevent this con- 
dition. Resolve to build solidly and well, plan for more 
than the immediate present, because you are molding 
your life’s activity, your fundamentals. See that they 
are builded properly and with a “hard-to-achieve” goal in 
— RISE ABOVE “GOLDEN MEDIOCRITY” 

By forceful, driving determination insure success. 
Would that I could voice my hopes in such language that 
an appeal to think would carry a response far beyond 
expectation and result in all mill supply men rising above 
the status of golden mediocrity. That’s why I ask re- 
sponsible executives to be fair to applicants. If a man 
is not a real salesman, help him find his proper position. 
Don’t handicap him. 

Golden mediocrity! How pleasantly it rolls off the 
tongue, but what a rotten significance it has. 

I hope these thoughts have illustrated just one of the 
I could 
illustrate a lot of the various angles from which discus- 
sions could be made, covering the various subjects men- 
tioned in the first part of this article, but suppose we 
let vou develop them in your own way. Put it over. 


phases necessary to deal with in sales meetings. 


Let the questionnaires help vou. 

There is really no sense in trying to summarize, as I 
would have to ask you to read the article again, if you 
didn’t quite grasp what it is all about. Sometimes I get 
discouraged, but I just plug away and force the breaks. 
That “peppy” bunch of fellows who are pulling with 
me are the greatest tonic I have and constantly keep me 
active and ambitious. 





Annual Black & Decker Mfg. Co. Sales Conference 


The accompanying photograph shows members of the 
sales force of The Black & Decker Mfg. Co., Towson, 
Md., manufacturer of electric tools, while they were 
attending their annual conference. The conference was 
held at the summer camp belonging to S. Duncan Black, 
president of the company; Robert D. Black, advertising 


issued outfits of khaki. They were housed in tents, and 
the camp was operated in regular army fashion. Meet- 
ings were held in a large tent in which all the tools 
manufactured by The Black & Decker Mtg. Co. were 
set up in operation for schooling the men. 

This heavily wooded tract of land belonging to Messrs. 





Allen, industrial sales engineer, on 
Deer creek, about thirty miles north of Towson. 

The gathering was held from August 22nd to 26th, and 
the entire sales force in the United States and Canada 


manager, and W. C. 


was present. Many unique features were a part of the 
conference. When the men arrived at the camp their 
street clothes were taken away from them and they were 





Black and Allen is on the site of an old water power 
flour mill. The mill, itself, and an old log house on the 
property have been made over. The old dam has been 
rebuilt in the creek to make possible a fish pond, and it 
is planned to stock this with fish of several varieties. 
The site is ideal not only as a place for an outing. but 
for such gatherings as the sales conference. 
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Engine Room, Hotel Bossert 4 
One of B k gest and finest 
VUcCulley says; ~ 
LVLCUULLEY SAYS: 
“Forget sheet packing; 
orget sheet pa g; 
‘Service Sheet’ ” 
use service eet : 
4 
‘ “ 4 
y 4 
By James M. McCulley, Chief Engineer, Hotel Bossert’s Chief Engineer, James M. McCulley, 
Hotel Bossert, Brooklyn, New York ensbustiatie: Gomer for Tobias Btuarilie Service Sheet 
ONE are the days when we used my previous guess on ‘Blue Sheet.”’ oe mage . your no 
one hes : ; Write it on the coupon anc 
to have stock bins catalogued That was before we decided to trv good for one year’s sup- 
and indexed with instructions on how Johns- Manville ‘‘Service Sheet. ele - i nr La 0 
TO use eac h one of the many differ- Now there’s only one sheet packing nmuition, plus an occasional 
‘ : o 4 are ’ liugh for the general good 
ent kinds, styles or thickness of sheet used on every bonnet, pump deck, ef the engineering soul — 
packing which we carried in stock. manhole, cvlinder head, hot and cold | contained in the Power 
. Specialist, a magazine deal- 


In those days Bert Krell and Bill 
Rant kept me busy signing orders 
and giving instructions as to which 
one of the many packings they should 
use for some particular job. I was 
like Dr. Quack, and would advise 
“Red Sheet,’ if my last 
“White Sheet’’ 


guess on 


wasn’t as good as 


JOHNS-MANV ILLE CORPORAT ION, Madison Avenue, at 41st Street, New York City 


Branches in all large cities 







INSULATION 
BRAKE LININGS 
ROOFINGS 
PACKINGS 
CEMENTS 


For Canada: 





POWER Mei 





of interest 
to you, which will be sent 
without charge every month, 


water flange, ammonia, air, and oil ing with matters 


unit in the plant — and try and find 





a leak. No more mistakes, no more 
running out 


guesswork, no more g 
of stock. 

And so I say ‘‘Forget sheet pack- 
ing; use Service Sheet. It’s easier 


and cheaper.”’ 





Johns-Manville 
v4 Corporation 
7 292 Madison Ave. 


Pai New York City 
’ ae 
74 Send the Power Specialist 
i 


regularly without cost to me. 
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Tohns-Manville Co., Ltd., ‘Toronto 


Canadian 
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Demand Rises, Profit Prospects Good 


Valve and Fittings Index Shows Increase in Orders in August. 


While There Has Been Improvement in Outlook for Wider Marein 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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of the quantity of demand in all those industries that use 
valves and fittings. The index has been corrected for tirrele- 
rant seasonal fluetuations and preee variation 


August brought an improvement in demand, accord- 
ing to the Valve and Fittings Index. The record now 
shows a really definite improvement since the temporary 
spurt of ordering early in the year and it marks the 
turning of the tide to better levels. The rise was not as 
sharp as the spurts of ordering used to be in earlier 
days, yet it was rather generally shared by many indus- 
tries. It should continue and spread further, but is 
not likely to develop boom proportions. The current 
facts are therefore confirming our recent continued 
optimism. The hoped-for Fall rise did not wait for the 
arrival of Fall. It has already been under way for some 
weeks. 

In this case, as formerly, rising demand inevitably 
follows improvement in the economic foundations of 
trade. If business has developed irregularities, as in 
1926, and no financial stringency is encountered, then the 
slow but sure return of a fair margin of profit gradu- 
ally dispels fears and stimulates renewed activity. Con- 
fidence that begets activity will always be returning when 
prices are relatively low and when a wider profit margin 
is in prospect. 

Though not widely heralded as yet, it is nevertheless 
a fact that recent months have witnessed a decided im- 
provement in the prospect for a wider profit margin, and 
for a restoration of fair net profit a little later on. Costs 
have been declining relative to the selling price, while 
selling prices themselves are in most cases firmer, and 
in some cases higher. These favorable conditions are 
general and persistent enough so that on the average, for 
the United States, the profit margin curve has been ris- 
ing for several months right up to the most recent date. 
In interpreting this statement it must be emphasized 
that we are not referring to net profits, but rather to the 
fundamental trend toward a better “mark-up” of selling 
price relative to current cost levels. 

SOME CONSEQUENCES NOT SEEN IMMEDIATELY 

Some of the consequences of this improvement in fun- 
damental conditions will not be seen immediately, and the 
ultimate effect of it upon net profits may be deferred 
some months. As a first result of the improvement, 
ordering will be on a larger scale; already we have rec- 
ord of a definite beginning. This improved demand will 
later justify more generally firm and possibly rising 


*Copuright, 1927, Walworth Company 





prices. With both larger demand and better prices, 
production should be speeded up and employment in- 
creased. These anticipations are not air castles built 
upon the isolated fact of a single month’s up-turn of our 
demand index, but rather they are the construction we 
develop from measured causes of later changes in busi- 
ness activity. 

Briefly, there is a set of underlying conditions which 
give evidences of their changes ahead of the Valve and 
Fittings Index, and which seem to have forecasting value 
apart from that index. These conditions relate to profit 
margins and the prospect for their impairment or im- 
provement. The buyer’s confidence varies according to 
these changing prospects, and the changes in the buyer’s 
confidence will be reflected promptly and in turn by 
similar changes in order volumes. The prospect of in- 
creasing profit margins will increase orders; the pros- 
pect of decreasing profit margins will decrease orders. 
If we measure the condition and trend of profit margins 
generally, we have a device for predicting the trend of 
orders. 

Our method of measurement was presented in ‘‘Fore- 
seeing the Volume of Coming Orders,” by the writer, in 
Manufacturing Industries, Volume 11, No. 4. April, 1926. 
In essence, we have simply carried out on a continuous 
monthly basis a comparative analysis of the same few 
inter-related United States indexes which we discussed 
in our August article in MILL SUPPLIES. 

The two primary elements of cost are labor and raw 
materials. To get at the trend of average United States 
labor cost per unit, we may divide an index of average 
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United States “Total Payrolls Paid’? by an index of the 
average United States “Total Quantity of Production” 
secured as a result of those total payroll payments. This 
will give us the trend of labor costs per unit, which we 
may average together with the trend of raw materials 
prices in order to show the average change in the two 
major elements of cost. Then, if we compare the average 
trend of these elements of cost with the average trend 
of selling or consumers’ prices, we shall get an index of 
the changing trends of profit margins. 

There are a few statistical nuts to crack and a few 
theoretical criticisms to answer. But the fact remains 
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THE NEW GENERAL 
“NO. 100 WHEELBARROW” 


{ The First of a Series of Significant General-Akron Announcements } 


user will gladly pay. 


N 


6. 


Rounded narrow front tray, 
8-gauge steel riveted, lap- 
pned.welded and reinforced. 


Front tray braces 


axle with special Gen- 
ral lock to prevent nut 
from losing oft. 


:-spoke wheel that doesn’t 
wobble 

Hardwood handles hand- 
somely finished and prop- 
erly spaced. 


Sturdy, braced channel steel 
leg construction. 
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ERE’S a new typical General leader. It’s a three cubic foot capacity, general purpose, 
steel leg, steel tray wheelbarrow. Never before has a barrow in this price range 
contained so many new and high 
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The General No. 100 is quickly assembled. <4 bolts 
in the frame and two to the tray complete the job. 


Strength Permanently tight riveted channel steel legs; 


handles grooved to fit. 8-spoke stcel wheel with 

°§” axle with nut locked in place against losing 
off. 7%” bolts throughout. Entire barrow braced rigid in every 
direction against bending, weaving and side thrust. 


full length 6” hub. 


Appea -ance Handles and risers sandpapered and enam- 


elled in General-Akron orange. Tray, legs 
and wheel black. This original Akron orange-and-black combination 
attracts attention and makes sales easy. Finish and workmanship 
equal in every respect to that of the highest priced barrows. 


Working and Handling teenies 
Qualities 


easy handling and 

sure control. Tray 
mounted on risers to improve levelling qualities. Holds dirt with- 
out spilling as well as the finest contractors’ barrows. Rounded front 
tray perfect for dumping forward or sideways. Entire wheelbarrow 
narrow enough to go through gates and narrow passages, but having 
ample width between handles for comfortable, steady wheeling. 


You can't be without the General No. 100 Wheelbarrow.”’ Write today for prices and full particulars. 


GENERAL WHEELBARROW COMPANY 


formerly THE AKRON BARROW COMPANY 
3140 East 65th Street 


7 y 


Cleveland, Ohio, U. S. A. 


mention Mitt Suppers 


grade features. It will retail at a price any wheelbarrow 
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that the resulting gross profit margin prospects index 
acts consistently, checks against individual experience 
well, and is a reliable forecaster of changes in ordering. 
The accompanying chart shows the gross profit margin 
forecasting index compared with the Valve and Fittings 
Index. In the chart we have stripped the forecaster of 
its technical details and have simplified the presentation 
so that the implication may be readily grasped. 

There are two lines upon the chart. The upper curve 
is newly introduced here, although the lower curve will 
look familiar to many of the readers. This lower curve 
is simply the year’s moving average, or in other words, 
the “smooth trend” of the Valve and Fittings Index, 
whereas the upper curve reveals the up and down move- 
ment of gross profit margin prospects which have so 
direct a bearing upon the smooth trend movement of 
the Valve and Fittings Index. We have drawn each curve 
with two different kinds of lines in order to emphasize 
the definitely rising portions of each of the curves. So 
long as the general trend in either curve is definitely 
upward, its line is shown full and heavy; so long as 
either curve’s trend is generally downward to lower 
levels, its line is drawn spotted. 

PROFIT MARGIN RISES RAPIDLY 

When comparing one curve with the other, we are 
interested to note the location of the rises. At some 
time when both curves are nearing their lowest levels, 
and while a recession of demand is still in progress, 
sufficient attention will have been directed to correct ir- 
regularities and sufficient economies will have developed 
so that the profit margin situation begins to clear up. 
Once the rising trend of the gross profit margin index 
begins, it rises sharply within six or eight months to 
its highest levels. It accomplishes all of its rise in a 
short period of time, and profit margin advantages then 
gained are yielded up gradually and irregularly over a 
much longer period of time. However, this sharp and 
rapid rise in the profit margin index occurs while order- 
ing demand is still down in the dumps. And the profit 
margin situation will be in very good condition while 
improvement in ordering demand levels is rising much 
more gradually. Roughly, we might even say that profit 
margins get back on their feet in half the time that 
ordering levels are approaching the top, and all of the 
improvement in profit margins seems to occur during 
the first half of the rise in demand levels. 

These general statements have applied in actual fact 
upon three occasions since the close of the war, and 
apparently history is about to repeat itself in the case of 
our present recovery from the 1926 recession of business. 
Already we have a half dozen months of improvement in 
the prospects for profit margins, and, with the funda- 
mental conditions thus developing so favorably, a pleas- 
ing chain of events should follow as a natural conse- 
quence. Though net profits may drag for some months 
more, the improvement in the gross profit situation 
already developing, and the larger volumes that lie ahead, 
should assure better net earnings as time goes on. 

—— © =a @ 

LEGAL POINTS FOR DEALERS 
Liability for Merchandise and “Protection™ on Letter- 
head Considered in This Article 
ELTON J. BUCKLEY 

While the dealer is usually responsible for damage 
done by articles manufactured by someone else and sold 
by him in bulk, there are exceptions to this rule. 

A case has been recently decided fixing responsibility 
on the manufacturer of a chain sold by a dealer. The 
chain was intended for heavy work, lifting six tons, and 
was sold as possessing a breaking strain of 25,000 
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pounds, which would enable it to lift as much as six tons. 
It failed to stand up, dropped its load, and three men 
were killed. The representative of the victims, after 
long consideration, sued the manufacturer. The latter 
argued that the dealer was responsible for goods of this 
kind and not the manufacturer, but the court overruled 
the defense and held the manufacturer responsible. 

The court’s opinion was that while the general rule is 
that a manufacturer or seller is not liable to third per- 
sons, who have no contractual relations with him, for 
negligence in the construction, manufacture or sale of 
articles sold, there is an exception to the rule where the 
article sold is inherently or imminently dangerous, the 
term “imminently dangerous” not implying that the ar- 
ticle must be imminently dangerous at all times, such as 
poisons or explosives. If the nature and quality of the 
thing sold is reasonably certain to place life or limb in 
peril, and was negligently made, it becomes a thing of 
danger, in the opinion of the court. The court ruled that 
in this case the chain was sold under a representation 
or warranty that it was designed to accomplish a certain 
specified purpose and that the defendant was aware of 
the use to which the chain was to be put. 

Business contracts often carry in fine type on the 
letterhead a provision such as the following: ‘All orders 
(or contracts) subject to strikes, delays in transporta- 
tion, failure of supplies, or any other interference be- 
yond our control,” the purpose being to serve notice 
that the party in question will not carry through the 
contract if any of these things occur. Persons wishing 
to depend on such provisions should put them conspicu- 
ously in the contract. The weakness of putting them in 
small type on a letterhead is that they are not a part 
of the contract, may never have been seen by the other 
party, and the courts may rule, as they have often done. 
that, not being a part of the contract or order, the 
provisions are not binding. Most letterhead provisions 
I have seen would not be effective, in my opinion. 

Some firms using these provisions name all the condi- 
tions they can think of which might make it desirable to 
escape the contract, such as strikes, fires and accidents, 
and then try to cover every other conceivable thing by 
a phrase like “and other contingencies beyond our con- 
trol.” This will not afford the protection expected be- 
cause the courts will not give that phrase such a wide 
application. The letterhead provisions, instead of pro- 
tecting the party using them against everything that 
might make him wish to get out of the contract, will 
only protect him from the occurrences which he speci- 
fically mentions, or occurrences of the same nature. 

The courts are much opposed anyway to reading into 
a contract or order provisions printed in small type some- 
where on a letterhead, and they will refuse to do it 
whenever they can. 
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Babbitt Metal Consumption 

Total apparent consumption of babbitt metal for the 
first seven months of 1927 was 35,735,478 pounds, com- 
pared with 39.714,243 pounds during the same period 
in 1926 and 41,165,849 pounds during the first seven 
months of 1925, according to figures based on reports 
received by the department of commerce from 31 firms. 
The consumption is calculated from sales by manufac- 
turers and consumption by those firms which consume 
their own production, among the latter being several 
important railroad systems. Sales by manufacturers 
during the first seven months of this year were 28,048,- 
602 pounds, compared with 30,752,253 pounds in 1926 
and 33,223,774 in 1925. 





























It hand trucks 

wore wound stripes- 
some trucks would be covered with them. 
If your customers have some hand trucks 
crippled and shell-shocked in their battle 
with work—tell them about the tough, 
sturdy Anchor All-Steel Truck. 
Anchor Trucks are made of steel through- 
out. Have no wood to splinter or break. 
Only a few parts—practically nothing to 
get out of order. 


Let us send you a copy of Catalog 102. 


ANCHOR pbieigie FENCE COMPANY 
9 East 38th St., New York, N. Y. 
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STRONG as steel — LIGHT as wood. 
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hays: “Here's belt 
lacing that outwears the 
belt—Bristol’s. Easy to 
apply.”’ 


Bristol’s Steel Belt Lacing is ideal for 
emergency repairs. When a belt 
breaks, simply square up the ends and 
butt them together on a block of 
wood. Drive Bristol’s through, turn 
the be!t over and clinch. Applied with 
only a hammer, and anybody can 
do it. 
Bristol’s is made in sizes to join all 
kinds and thicknesses 
of belting. A stock 
item at most mill 
supply houses; if 
yours does not have 
Bristol’s, write us. The 
Bristol Co., Water- 
bury, Conn. Send for 
the latest belt lacing 
 ‘ammer "bulletin, 722-H. 


BRIST OLS 
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Says Individual Dealer Is at Fault 


Charles E. Curtis Believes Trouble Is Not with Supply Business. 
but Failure of Distributor to Observe Good Business Rules 


CHARLES E. CURTIS 


President, The Western Iron Stores Co., Milwaukee 


For a great many years I have heard the question 
iterated and reiterated, “What is wrong with the mill 
supply business?” I have read and listened to many 
veiled replies to the oft repeated question, but as yet I 
have not seen in print, nor heard by word of mouth, the 
answer which all in the mill supply business truthfully 
know is the correct one. Apparently, we all have feared 
to voice the truth. 

There is nothing wrong with the mill supply business, 
for as a business it has its rightful position in its rela- 
tion to industry, and is as necessary to industrial activ- 





CHARLES F. CURTIS 


ity as the steel mill making the raw material and the 
manutacturers fabricating the products. The same rules 
and principles govern the mill supply business as govern 
the successful conduct of other businesses, and in this 
statement we find the answer to the question, namely, 
that the trouble is wholly with the individual dealers 
vou and I. 

Kither ignorantly, if you please, or maliciously we 
refuse to observe the fundamental rules of successful 
business, and then, to conceal our act and in the hope 
of being relieved from this self affliction, ask, “What is 
wrong with ovr industry?” We are all more or less 
prone to see, and sometimes with satisfaction, too, the 
mistakes of others, but dislike very much to have anyone 
observe, to say nothing of mentioning, our own. So in 
the quiet of our own offices let us ask ourselves a few 
personal questions. 

GUILTY OF PROFITLESS SALES? 

At any time in our experience in the past or present 
have we ever knowingly taken an order without a profit, 
that is, at a price which covers overhead, plus a fair 
profit for invested capital? Have we? Yes? Why? But 
to do so is contrary to the principle of good business 
practice, for it retards our progress in rendering service 
and makes it necessary to overcharge some place else if 
we are to obviate a loss to our trustful stockholders and 





loyal employes, both of whom must otherwise necessarils 
pay for such erroneous acts. 

Could it be greed that impels us to set aside the prin- 
ciple we know to be operative so that we may with much 
false pride show a large volume of so-called sales, and 
gloat over the fact that we took business away from a 
competitor? I think we all realize but one answer to 
this question, and, with the knowledge of this answer 
and recognizing the act which we thought was clever 
as one of which we have been guilty, do we not endeavor 
to put the blame later on, when we get together at some 
convention or other, on the manufacturer, declaring he 
is the cause of all our worries and anxieties? It’s the 
old Adam and Eve story, blaming the other for our mis- 
takes. 

Why, oh why, do we try to increase volume at the 
With the industrial 
expansion of our great nation each one of us can keep 
apace in our own expansion purely on economic lines, 
still adhering to correct rules. 


expense of good business practice? 


And do we all suffer by these wrong practices? Yes, 
indeed! How about our customers? Do the ones who 
pay the overcharge price feel they are treated right, and 
are they? But we would say we overcharge no one. 
Well. we have to if we sell some below cost, or if not, our 
profits are so meager that we have to furnish imagina- 
tive service instead of the real, and then all our cus- 
tomers pay. And right here let us ask ourselves how 
much of this much talked of service is real and how 
much imaginative. 

Do we send out many invoices improperly extended 
and incorrectly listed or priced? Are our credits posted 
properly so that our monthly statements are right up 
to date? Are our quotations complete in information? 
Is our correspondence logical and intelligent? Is our 
order filling and checking approximating perfection, and 
is our packing careful and correct? All of these prac- 
tices come under the general head of service, and we 
know it requires intelligent, alert employes for accom- 
plishment, and as such they are entitled to rightful com- 
pensation. Would vou like to see your best workers 
better paid? I think so. But we say our profits do not 
warrant it. and then proceed to add more work for them 
by taking more unprofitable business. 

SHOULD CORRECT OWN FAULTS FIRST 

Now let us ask ourselves this question: If we spent 
more time and thought in pertecting our service in all 
its phases and more thought coneerning the underlying 
rules of sound economics instead of how much business 
we could obtain and get away from the other fellow at 
a loss to ourselves, wouldn’t we awaken to the fact that 
there never was anything wrong with our industry, that 
the error was with ourselves? Fancy, if you will, for 
a moment what a wonderful change would take place in 
the mill supply industry if every dealer would correct 
his own mistakes just for six months. The revelation 
would be so sweet to all that it would never cease to 
influence us. 

And the final question (to ourselves of course) : 
we hypocrites? 


“Are 
Do we go to conventions, and, carried 
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away with the occasion, do a lot of preaching which we 
know would be good for the other fellow to practice, but 
which we ourselves do not?” 

Why not have a little evidence of what we know is 
right in our actions? Why not see and treat the other 
dealers as associates when in the field as well as when 
in the convention? Why not endeavor to correct our 
own faults first, before telling our associate dealer and 
our sources of supply how to correct theirs? It would 
be much more productive of results. I should like to 
see one open meeting at each convention where each mem- 
ber would testify to some error corrected in his business 
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during the preceding year, and the beneficial results 
therefrom. It would be worth hecatombs of theoretical 
speeches and discussions and would regenerate the entire 
mill supply business, in my opinion. 

Indeed, the whole problem is an individual one, and can 
be solved better by practice than by precept. Let us all 
be sincere in the matter, and today, without fear, but 
with much expectancy of good, divest our own business 
of practices of greed and hypocrisy and join hands with 
our associates in investing our activities with practices 
fair to our customers, our sources of supply, our em- 
ployes, and ourselves. 





Goodwin Firm Retained by American 


Manufacturers’ Association Announces It Has Secured Services of 


Industrial Counselors Headed by Prominent Convention Figure 


Announcement has been made from the headquarters 
of the American Supply and Machinery Manufacturers’ 
Association that the services of Goodwin, Nicholas & 
Morton, New York industrial counselors, have been en- 
gaged. This will be of particular interest to distributors 
and manufacturers who attended the triple convention 
aboard the steamship Noronic last June because of the 
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WILLIAM L. GOODWIN 


fact that the president of this company is William L. 
Goodwin, who was such a prominent figure in the con- 
vention meetings. 

The announcement was made in Little Talks with Mill 
Supply Men, the bulletin issued at intervals by the asso- 
ciation, in an article entitled, “Lining Up the Facts We 
Have to Face.” The article in the main is as follows: 

The problems of our industry look big. They worry us 
and sometimes they frighten us. We are so near to them that 
they seem gigantic. When we stand at the base of Stone 
mountain and look up, the mountain appears to reach to the 
sky, but from a mile away it is a big stone on which men are 
cutting a memorial. To get proportion we have to get away. 

The man not actually in the heat of the fray has an oppor- 
tunity of sizing things up that the actual combatant cannot 
have. If this man knows the rules of the game and has 
played it himself then he should be in position, from time to 
time, to offer counsel of value to the business battlers. Your 
association executives have engaged the services of the indus- 
trial counselors, Goodwin, Nicholas & Morton, of 522 Fifth 
Avenue, New York, to give us aid. Mr. Goodwin has himself 


made good as a wholesaler. Those who heard him during the 
convention voyage in June know that he has business acu- 
men, and that he is not afraid of problems or personages. 
He has able partners, men accomplished in the fields of 
manufacturing and retailing. 

These men are going to concentrate on the things that 
bother us, and they are going to try to give us remedies. 
They are going to make suggestions as to how we can make 
the American Supply and Machinery Manufacturers’ Asso- 
ciation a more vital business force in the activities of every 
member. The analysis of the mill supply industry has been 
started. Our relationships with the rest of the business 
world are being studied, for we must find how we can best 
serve that business world, and how we can secure the profits 
that competent and prompt service merit. 

As we are all over the age of unthinking youthful ex- 
huberance, we realize that no miracles will be performed by 
any firm of business counselors. It is not a miracle we want 
or need; it is just the ability te face our problems with clear 
vision and with a definite prospect of solution. 

If you put yourself in the position of Messrs. Goodwin, 
Nicholas & Morton you will realize that now is the time when 
letters of suggestion from this membership will do the most 
good. Tell them what you consider the major griefs of 
manufacturing and selling mill supplies, what you think 
should be done, and mention, if you will, some practices you 
have been able to use with benefit to both yourself and to the 
industry as a whole. Goodwin, Nicholas & Morton do not 
wish to tell you; they wish to help you, and vow means every 
one of us. 

William L. Goodwin has had thirty-five years of experi- 
ence in industry and business. He was prominent in the 
organization of California fruit growers, and _ later 
formed a company for the distribution of electrical sup- 
plies on the west coast, established branch houses and 
built up a business of $10,000,000 a year. He sold this 
business to the General Electric Co. and was with that 
organization for some time, developing its system of dis- 
tributing electrical supplies. Mr. Goodwin was then for 
several years general manager of the Society for Electri- 
cal Development, which position he resigned 
months ago. 
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Have You the 

A Kansas City distributor is trying to locate a lead 
joint runner to be used on cast iron pipe. The type 
wanted is of the square, solid duck construction and has 
a steel band on the outside. MILL SUPPLIES will appreci- 


Answers? 


ate receiving from any reader information as to where 
this type of joint runner can be purchased, also the name 
of the manufacturer of the “Best” flexible coupling, con- 
cerning which an inquiry has been received. 
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THIS KIND OF WORK REQUIRES 
A REAL "HE” DRILL— 
MECHANICS SAY: 


Tor a tough job use a BIACK & DECKER” 





Bac €f DECKER 2” Heavy Duty 
+—4 Drill being used at the plant of the 
Truck Engineering Company, Cleveland, Ohio. 


This is one of several Black €* Decker 12” 
Heavy Duty Drills which they are using and, 
in this particular case, holes are being drilled |f  \ 


in a truck chassis for the mounting of a hoist 


and dump body. The steel in the truck chassis “Sy Dy. 1 G * 
is so tough that in order to get great pressure e isto Tip 
behind the drill they use an “old man” which 


is especially constructed for the job, as indicat- and Jrigger Switch” 

ed in the picture. It can readily be seen that a © efe 

et “a et is deimad with ote ae identifies the 
genuine 


— eee 
BLACK & DECKER 


When writing to Advertisers please mention MILL Supp.iirs. 
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BONNEY C.V. Chrome Vanadium 
STRUCTURAL WRENCHES 


A structural worker’s life often depends upon the 
strength of his Wrench. If the jaws spread, or the 
Wrench slips there is great danger of a bad accident. 
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Bonney *CV Chrome 
Vanadium Structural 
Wrenchesare of such tre- 
mendous strength that they 
will not spread or break, and 
the spud end cannot bend when 
lining up holes. 


In addition to their strength Bonney 
Structural Wrenches are nicely bal- 
anced and won’t slip out of the belt. 

This feature is of great importance, as 
when the head of the Wrench is too heavy 
it might easily fall and injure workmen below. 


C. V. is a Bonney 
trademark 

registered in the 

U. S. Patent Office 





Chrome Vanadium 
registered 
August 11th, 1925 
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These Wrenches are made with openings from 
23/32" to 1-11/16" for all popular sized bolts, and 


carry the usual Bonney replacement guarantee. (Panents Pondneg) 
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Chrome- Vanadiam 


Carried in stock by the leading Mill Supply Jobbers 


BONNEY FORGE &? TOOL WORKS 


ALLENTOWN, PA. 


When writing to Advertisers please mention Mitt Suppttes. 
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Short Center 


Belt Adjuster 


Eliminating the shortcomings 
of open belt drives, Medart 
Short Center Belt Adjusters 
possess the good features of 
other drives. Automatically 
compensate for varying loads 
and varying tensions. Solve 
high-speed reduction problems. 
Reduce bearing pressures and 
friction losses, increase arc of 
belt contact, save space. Widely 
used for driving line shafts, 
jack shafts, generators, air 
compressors, pumps, blowers 
and similar equipment. Quick 
shipments. 








Juined & Polished 
Steel Shafting 


Every inch of Medart Steel 
Shafting is actually turned from 
special steel, straightened, and 
then polished in automatic or 
semi-automatic machines special- 
ly designed by Medart engineers 
for this purpose. Result :— 
Shafting that is particularly 
straight from end to end of bar, 
accurate in diameter and collar- 
gauged sized. Ideally adapted to 
machining or key-seating with- 
out permanent distortion or im- 
pairment of strength, because 
turning cannot possibly affect 
the mass or structure of the bar. 
——_—_——_—_. 


Get Medart Catalog No. 43 and 
discount sheet—for Everything 
in Line Shafting Equipment 
and Bulletin on Timken- 
Equipped Line of Industrial 
‘Applications. 


The Medart Company 
(Formerly Medart Patent Pulley Co.) 
General Office and Works, 

St. Louis, U. S. A. 

Offices in Chicago, Philadelphia, Pittsburgh, 


Seattle and New York 


Office and Warehouse: Cincinnati, Ohio 


Flexible 
Couplings 


You can correct unavoidable 
shaft misalignments with Me- 
dart Insulated Flexible Coup- 
lings. Designed specifically for 
connecting shafts that are not 
in proper alignment — either 
angular or lateral and that are 
liable to get out of alignment 
through shocks and jars. Simply 
built—powerful—trouble-proof. 
Particularly advantageous in 
motor drives—they act as shock 
absorbers between driving and 
driven machines. Indorsed by 
thousands of users. Immediate 
shipments on instant notice. 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


Va 






When writing to Advertisers please mention Mitt Suppties. 
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A few of the many 
“C.-M” money and 
time savers. Our 
catalog shows the com- 


plete line. Write for it. 
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This Man 

Freed Three 
Men from his 
Particular 
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Electric Hoist 


Hand push crane 


HE payroll saving on this particular job 
pe was over $3000 the first year that the 
**C-M” electric Hoist was used. 


iT, Just as important, the one man and the hoist do 
am? } dy more work than the four men formerly did—and 
! a do it in less time. Less space is required for the job. 


If, in your business, heavy loads have to be lifted, 
moved from one place to another or stacked high 
to save space, a “C-M” idea plus “C-M” equip-’. 
ment can make savings for you: 
similar to those described above. 
A “C-M” material handling engi- 
neer will gladly show you how— 
without obligation. Write 
THE CHISHOLM-MOORE MEG. Co. 
| See Pn Ay 5028 Lakeside Ave. - Cleveland, Ohio 
anhouror61can Branches: New York - Chicago - Pittsburgh 
oe Representatives in all territories forimmediateservice 


‘or a 


Matchless Trolles 


Lou 
Headroom Hoist 


When writing to Advertisers please mention Mitt Supp tes. 
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Copper Mining Industry Doing Well 


Western Activity Not So Feverish as During the War, But Operations 


Are Heavy, with Bright Future, Providing Big Market for Supplies 


RUEL McDANIEL 


In a comparatively small area in Montana and northern 
Idaho one-third of all the world’s copper is being dug 
from the earth. About one out of every four silver dol- 
lars, or quarters or dimes, in circulation in the United 
States was minted from silver ore dug from underneath 
this same district. Here is undoubtedly the greatest all- 
round mining activity on the face of the earth. 

This means a great deal to the firm which manufac- 
tures or sells mill supplies and general machinery, because 
they mine in a big way out in Montana and Idaho. The 
days of one-man mines passed thirty years ago. Today 
ore is dug from the earth by the aid of all the modern 
equipment that can possibly be made practical for under- 
ground work, and instead of prospectors and operators 
working individually, the mines are big business personi- 
fied. Big business knows the value of modern machinery 
and methods. 

The mining industry in this district really is com- 
posed of two distinct branches, especially as viewed from 





View From 


Hotel Window in Butte 


the standpoint of the manufacturer 


machinery and equipment. 


and distributor of 
One has to do with digging 
and hoisting the ore from the bowels of the earth: the 
other with extracting the metals from the ore—smelting. 
All ore is smelted in the district, and most of the metals 
are turned into finished products right on the ground. 
This applies especially to copper. 

BUTTE SUPPLY HEADQUARTERS FOR MONTANA ACTIVITIES 

Butte is supply headquarters for much of the mining 
activities in Montana. In fact it lavs claim to being the 
greatest mining camp on earth—or under it. It is only 
twenty-six miles from Anaconda, the smelting center for 
the district. Much mining is also done in the vicinity of 
Anaconda. As a matter of fact, practically all of the 
western half of Montana and northern Idaho are either 
actually or potentially metal productive. 

In Idaho activity centers in Kellogg and Wallace, and 
much of the supplies are bought in Spokane, less than 
100 miles to the west. The Bunker Hill-Sullivan proper- 
ties operate an enormous smelter in Kellogg, in addition 
to other smelters and general copper and silver mining 
activities there. 

Because of the comparative quiet of the district since 
the war, some manufacturers and distributors of mining 
supplies and equipment have been misled into believing 
that this industry out in the Northwest 


is shrinking. 


Quite the opposite is true. Obviously activity is not as 
feverish as during the war, when the demand for copper 
was far beyond the possible supply and the price was up 
accordingly. Copper during that period sold as high 
as forty cents a pound. Today it is less than thirteen 
cents. Naturally the industry suffered a setback right 
after the end of the war eliminated the artificial demand. 
During the years since the industry has gone through a 
period of re-adjustment. Today it 
and is getting down to business. 


has its legs again, 


Because of the still low price for metals, operators are 
not expanding to any great extent today. They are pri- 
marily aiming at keeping their present properties run- 
ning normally, with an eve on the future in contemplation 
of a rise in prices so that they will be ready to jump into 
greater production when the demand suggests it. 

The industry is just getting to the point where it 
knows its way. The ore supply out in that country will 
last indefinitely, operators declare. They claim that in 
the northern Idaho district only about three percent of 
the available ore has been touched, and they have been 
digging away at the earth there for vears. Many of the 
old mines in the Butte district are still “‘voung,” so far 
as the supply of ore is concerned; and there are thousands 
of square miles in Montana which are known io be ore- 
laden and which have not been scratched further than by 
the prospector’s shovel and pick. 

AUTOMOBILE HELPED DEVELOPMENT OF INDUSTRY 

The coming of the automobile was largely responsible 
for the development of the copper-mining industry, the 
demand resulting therefrom raising the price to a level 
where the metal could be mined and worked profitably. 
Each new invention of a mechanical or electrical nature 
adds to the demand for copper and places the mining 
industry in a better position. It is a good field with 
which to tie up. 

The mining industry in this rich district really started 
in 1861, when James and Granville Stuart found ‘‘colors”’ 
in the gravel bottom of the little stream called Gold 
creek, near where Butte now stands. This field precipi- 
tated a gold rush that resulted in many rich finds of gold 
in the district. The Butte district proper started in 1864 
as a placer camp, in the vicinity of which prospectors 
panned gold from the sands of Silver Bow creek. In 
three vears these placer operations netted $1,500,000 
worth of gold. 

In 1865 a rich vein of silver was discovered near 
Butte, and during the following vear the first mechanical 
aid to mining of this kind came into being, when a small 
mill was set up to grind the ore. In 1867 Joseph Rams- 
dell erected a miniature smelter to handle the ground 
silver ore. Silver production reached its height in the 
district in 1887, when 290 stamps were working. Pro- 
duction has declined in the Butte and Anaconda districts 
since that period, until today it is simply a by-product 
of copper and zine mining, as is also gold. Over in the 
Kellogg and Wallace sections, however, silver still is an 
important product in its own right. 

The beginning of the mining industry as it is today in 
the Northwest came in 1880, when Marcus Daly deepened 





a5 
Ge 


October, 1927 

















WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
RESSURES 





R HIGH P 
Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





THE WATSON-STILLMAN CO. 


108 Washington St., New York 





Cleveland: Auditorium Garage Bldg. 8 





: 4 
Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 3) 
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SEFUL in both office and shop, Lup- 
ton Wardrobe and Storage Cabinets 










a : have a wide market because they fill a 
a all general need. In an ofhce, the cabinet, 
Poe 6M with § adjustable shelves, provides a con- 
Height, ¢ venient and orderly storage place for sta- 
$43, F.O.B tionery, labels, books and other supplies. 
is , a In both shop and office the cabinet serves, 


with one shelf and coat hanger rod, as 
locker accommodation for several people. 





Write for complete catalogue ‘ ; : 
of Lupton Steel Equipment. The doors which protect contents from 
dirt and pilfering are equipped with three- 
point locking devices. The cabinets are 
strongly built of sheet steel, handsomely 


Cabinet finished in velvet green enamel baked on. 
$48, F.O.B 
suuacelthi DAVID LUPTON’S SONS COMPANY 
; pose ig 2239-0 East Allegheny Ave., Philadelphia 


Makers of Quality Steel Products Since 1871 


When writing to Advertisers please mention Mitt Suppiies 
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a silver mine in Anaconda from 60 feet to 100 feet and 
found rich deposits of copper instead of more silver. 
About this time, also, the late William Clark, former 
senator from Montana, began working copper deposits 
and tounded the Clark fortune, which is said to have 
totaled $660,000,000 when he died about two years ago. 
Obviously there is money in copper. 
MONTANA MINES 2,000 TO 3,000 FEET DEEP 

Ore deposits in these districts begin at or near the 
surface of the earth and seemingly go down indefinitely. 
Today the average depth of the mines in Montana is 
from 2,000 to 3,000 feet. Most of these have “levels” 
at intervals of 100 to 150 feet from the surface to the 
bottom, and from each of these levels ore is torn. The 
metal content of some of the copper ore runs as high as 
20 and even 30 percent, but the average is about four 
and one-half percent. 

Electricity is beginning to play an important role in 
this section. Right now three important mines which 
have reached somewhat below the 3,000-foot level, are 
being sunk to 5,000 feet. Machinery run by electricity 
will take care of the ore from these lower levels. Oper- 
ators are finding that where electricity can be used at 
all, it is more economical than steam power in hauling 
the ore from the mines. All the mines are operated 
through lateral levels running out from perpendicular 
shafts. 

The time-honored mine mule has no place in the North- 
western mines. Machinery has taken him from the earth 
forever. The average large mine is equipped with ore 
cars operated electrically. Some have overhead trolleys, 
but the more modern have cars equipped with electric 
storage batteries. These electrified carriers run to the 
shaft and automatically dump the ore into the elevator 
cars. These cars, in turn, are hoisted by either electric 
or steam power to the surface, and dumped automatically 
into the ore bins for loading into flat cars for transport 
to the smelter. 

Steam and electrical power have largely supplanted 
man power in these mines. Ore is dug by the aid of air 
drills, automatically operated, and blasting powder or 
dynamite. Only the breaking of the ore into smaller 
lumps is done by hand, and, of course, the ore cars are 
loaded by hand by shovelers. Huge water pumps are 
important adjuncts to all the mines, as are large elec- 
trically propelled fans. 

The smelters as a general thing are heated by coal 
and coke, but a few of the more modern furnaces are 
electrically heated. The manufacturer and distributor 
of electrical supplies will find a growing market in this 
district. In Great Falls, Mont., are found some of the 
most modern smelters, and here much of the copper is 
drawn into wire and other finished products. There is 
a silver and gold plant near Livingston. 

EQUIPMENT SOLD BY MILL SUPPLY HOUSES 

According to a survey of the mill supply houses in the 
district, the biggest selling items to the mines are ex- 
plosives and fuse, and even though it is not a regular 
mill supply line, all the houses carry it. Next in line of 
steady demand are valves, pipe and fittings, in the order 
named. Obviously there is a big demand for small hand 
tools—picks, shovels, hammers and small blocks. The 
mines and smelters use a great deal of leather, canvas 
and rubber belting up to 12 inches in width. They 
also use a great deal of conveyor belting up to 24 inches 
wide. The mines are big users of heavy wire for hoist- 
ing. All kinds of electrical supplies, from tiny globes 
to giant motors, are being sold to the mines and smelters, 
and they will sell in increasingly larger quantities in the 
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future. Water pumps are used in all mines, and rubber 


hose is used in countless hundreds of feet. 

Most of the mines are owned by large corporations, 
the Anaconda Copper Mining Company being by far the 
largest operator. All these companies maintain stocks 
of supplies at all times, and the larger firms have 
enormous stocks on hand. A man who once supervised 
the supply inventory of Anaconda storerooms and ware- 
houses during the war period told me that he checked 
more than $3,000,000 worth of machinery and supplies 
on hand. Such an organization at the present time keeps 
on hand about $500,000 worth of materials, I am told. 

All supply houses agree that mine and smelter oper- 
ators demand quality merchandise first of all. Safety 
is a dominant factor in all operations, and only quality 
supplies can assure safety. Any market that places 
quality over price is worth cultivating. 

A survey shows that approximately 95 percent of the 
machinery and supplies used in the mines and smelters 
in this district are manufactured east of the Mississippi 
river. Very little is being done in the district itself to 
supply itself with equipment, and because of a damaging 
freight rate, Pacific Coast manufacturers are having 
difficulty in wedging into the market. This is especially 
true of Montana. In Idaho the percentage of western- 
made equipment is a little higher, because Spokane buys 
heavily from Pacific Coast manufacturers in certain 
lines, and Spokane furnishes a lot of the equipment and 
supplies for the Idaho section. 

It is especially noticeable that the larger mining and 
smelting corporations operate their own supply stores. 
They are outwardly independent houses, and run simply 
as subsidiary to mining or smelting operations. Never- 
theless, they compete strongly with each other, and the 
independent house seemingly is making headway as well. 

a 
House Advertises Its City 

The Fort Wayne Pipe & Supply Co., Fort Wayne, Ind., 
distributor of machinery, factory and contractors’ sup- 
plies, has a novel method of advertising its city. On 
the back of its letter-head it shows a map in colors, with 
lines leading to Fort Wayne from important cities in all 
the section shown in the map. “Fort Wayne—The In- 
dustrial Citvy—-Now Supreme in Many Outstanding Ad- 
vantages—Population Center of the United States— 
Industrial Center of United States,” the heading informs 
the reader. Various industrial and business advantages 
of the city are listed interestingly. 


——__ => 


Claims House to Be Oldest 

“We are very much interested in reading the article 
in vour September issue, just received, in reference to 
the Smith-Courtney Company,” wrote G. B. Jennings, 
manager of the Tampa, Fla., branch of The Cameron 
& Barkley Co., in a letter to MILL SUPPLIES, “and note 
that they are said to be the oldest mill supply house 
south of Philadelphia. Although we like our friend Alvin 
Smith very much, we cannot accord him that distinction, 
as this company was established on July 6th, 1865, at 
Charleston, and, as far as we have been able to ascer- 
tain, is the oldest in the South in the strictly mill sup- 
plies-machinery line. We believe our good friends in 
Richmond began business a few years later.”” The state- 
ment referred to appeared on Page 49 of the Septem- 
ber issue of MILL SUPPLIES, and was as follows: ‘‘Act- 


ing on this theory the Smith-Courtney Co., Richmond, 
Va., said to be the oldest mill supply house south of 
Philadelphia, has developed a plan that is proving a 
marked success.” 
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Hammers 


stand 
“Ace High” 


Carpenters, machinists, home users—all 
of them will tell you that when it comes 
to a choice of hammers, Cheneys have 
always been their strong suit. 


Cheney Hammers have been among the 
favorite tools in men’s tool-kits for over 
93 years. Handles, heads, “shang,” ability 
to stand plenty of hard work—all these 
Cheney 


advantages have helped to make 
Cheney 
popular winners in almost any hammer 
comparison. 


carefully made 


Hammers the 
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H-K- Wood's 


Mo-lyb-den-um 
The American Super Steel 


Shovels 


THe WOOD SHOVEL AND TOOL CO pious onion. usa 





URABILITY !—Have you taken it into ac- 

count in buying shovels? If you have not, 
make a test of H. K. Wood's Mo-lyb-den-um 
Steel Shovels on any job that seems to be using 
too many shovels. 


One of our distributors—they are located in all 
parts of the country—will make it easy for you to 
observe by actual contrast on your operation how 
the Moly out-wears any other shovel and how it 
will out-last half a dozen ordinary shovels and 
still remain a good shovel. 


Just as the Moly has greater durability, so it has 
greater adaptability 
partic ular job. 


because it 1s properly made for a 


Light weight—lighter than any other shovel for equal 
capacity and a given strenyth—has a considerable effect 


on shoveling expense, because shovelers get more work 
done with less effort. 
low the Moly saves money on big and little jobs by 


reduci ing the 


cost of shovels and lowering shoveling ex- 
pense will be 


proved to you, if you will ask us to tell 
you about specific instances in your particular activity. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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W.H. Salisbury Was Early Inventor 


Late Head of W. H. Salisbury & Co., Inc., Also Identified with 


Textile Industry—Company Pioneer in Distribution of Rubber Goods 


MARGERY BEEM 


The history of the firm of W. H. Salisbury & Co., Inc., 
308 West Madison street, Chicago, is linked with the 
histories of three great lines of business, all of which 
had their beginnings in the early nineteenth century. 
There is the textile industry, which shaped the early 
part of W. H. Salisbury’s career. There is the rubber 
industry, which is a story in itself, and through which 
W. H. Salisbury & Co., Inc., became a large western dis- 
tributor rubber commodities and the pioneer of all 
Chicago rubber distributors. Then there is the mill sup- 
ply business, for which the company has stocked leather 
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Ip the Barly EBRighttes. W. H. Salisbury is the Man at the 
Right, Wearing a Frock Coat and Silk Tile 
and rubber beltines and other commodities for the last 

72 years. 
BROUGHT OUT NEW TRANSMISSION IDEA 


William H. Salisbury, founder of the business, was 
born in Vermont shortly after the close of the War of 


1812. One can easily imagine what totally different con- 
ditions confronted him from those which surround us 
today. New England was just beginning to establish the 


textile factories which form so important a part of her 
industries now. Young Salisbury was as eager about 
machinery as any boy who watches his father repair 
his 1927 roadster, so we find him, at the age of twelve, 
satisfying this natural boy’s keen curiosity and inventive 
bent by constructing a four-wheeled carriage. It was a 
new thing in that it combined the springs of the then 
familiar two-wheel chaise with the four wheels cf the 
heavy springless wagon of that time. Those of us who 
can remember back beyond automobile days are familiar 
with the four-wheeled, spring-supported buggy, but a 
hundred years ago it was a great curiosity and its con- 
struction spoke well for the ability of its young inventor. 

At fourteen the young boy was dreaming architect’s 
dreams and making plans for the village church, which 
were accepted by the committee in charge. From this 





time on he employed himself at inventing and building 
many kinds of machinery, especially that used for woolen 
manufacturing. When he was sixteen his father sent 
him to a neighboring state to construct and run a woolen 
mill. It was in making the plans for this mill, says an 
article in the Boston Journal of Commerce of 1890, that 
“he conceived the idea of transmitting power by substi- 
tuting main driving belts for upright shaftings and 
beveled gears, and this small factory in Connecticut was 
probably the first mill operated on this plan.” 

OPERATED WOOLEN MILLS IN EAST 

For a time, in company with his father, he operated 
several woolen mills in the New England states, but 
during a business lull he went to Georgia and formed 
a partnership in a mercantile house. The outbreak of 
the Civil war forced him to sell out and take his family 
north. The notes for which he had sold his business 
were confiscated before his departure, and he was forced 
to see the fortune of twelve years’ labor and accumula- 
tion swept away. 

Coming north, he offered his services to W. H. Seward, 
an acquaintance of early days who had become Lincoln’s 
secretary of state. The same mail which brought him 
Seward’s reply of acceptance, brought also an offer from 
a group of friends to finance the building of a woolen 
mill to make clothes for the Union soldiers. This seemed 
his best way to serve the cause, so he built and operated 
the Wanskuck Mills and laid the foundations for the 
first manufacture of worsted goods in the United States. 

Side by side with New England’s textile manufac- 
turies, a new infant industry was beginning to make its 
influence felt. Way back in 1519 Spanish explorers in 
South America had noticed Indians playing games with 
a big black bouncing ball, which they said they had 
made from the juice of trees. This was Europe’s first 
glimpse of rubber. In 1736 a French scientific expedi- 
tion found that the natives of Brazil and Ecuador were 
dipping their moccasins in a strange black gum to water- 
proof them. New England’s whaling which 
sailed the seven seas in the late 1700’s, brought back 
balls of rubber and waterproofed garments from South 
America, together with Kashmir shawls from India and 
carved ivories from China. New England, especially 
Massachusetts, became “rubber minded.”’ Several rubber 
companies were formed which owned patented processes 
for dissolving and spreading rubber over cotton mate- 
rials. But all of these failed because no process for 
hardening or vuleanizing rubber could be discovered. <A 
rain coat was a stiff crackling mass in winter and as 
soft and sticky as jelly in summer. 

Finally, in 1839, after years of patient research, 
Charles Goodyear got his first inkling of the vulcanizing 
process when he dropped a ball of rubber on a hot stove, 
and found to his delight that it had turned hard. Five 
vears later he and James Bennett Forsythe established in 
Boston, the Boston Belting Company for the manufac- 
ture and sale of vulcanized rubber machine belting. 
Heretofore machine belting had been of leather, and 
as no process was then known for waterproofing leather, 
the introduction of rubber belting was of vital impor- 
tance to the mill supply industry. In addition to belting. 
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| give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 














VOGEL Patented Frost-Proof Closets 






























“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 


Carriage Bolts Specials tite — 
Plow Bolt : 

Step Bolts. Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tine MeMe 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.— 3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 











When writing to Advertisers please mention Mitt Supptirs. 
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the Boston Belting Company made and sold a complete 
line of rubber hose, valves, packing, and rubber rollers. 

A decade after this company was formed John D. 
Idson established a mill supply house in the young and 
growing city of Chicago. The year was 1855, when 
Chicago was just beginning to launch herself on her 
great commercial career. Factories were beginning to 
spring up on all sides. Railroads from the east, south 
and west, were laying their lines into the city, and there 
was every need for a number of good industrial supply 
houses. Idson prospered, was bought out by Hallock & 
Wheeler, and in 1869 George W. Holmes, son-in-law of 
W. H. Salisbury, became a partner in the business. 

The year of the Chicago fire, 1871, saw the house of 
Hallock, Holmes & Company burned to the ground. 
Three years later W. H. Salisbury sold out his woolen 
mill business in the east and came west to join the firm. 
After the withdrawal of one partner and the death of 
two others he became sole owner and so continued until 
his death in 1902. 

In those early days the firm was located at 107 to 109 
Madison street, near the present location of the Boston 
store. They did largely a retail business, specializing 
in waterproof footwear, clothing, and rubber sundries. 
In those days department stores and drug stores did not 
rubber goods as they do now. after Mr. 
Salisbury came into the firm, he secured from his old 
friend, James Forsythe, the agency for the Boston Belt- 
ing Company. Thus he was able to secure large distribu- 
tion of rubber products and place the firm in a leading 
position as a distributor of mechanical 

W. H. Salisbury died in 1902. In 
incorporated under its name 


stock Soon 


rubber goods. 
1904 the firm was 


present and Warren M. 
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Salisbury, the oldest son, was elected president. On 


his death in 1910, C. R. Blanchard was elected president, 
and served until 1918, when M. B. Salisbury, another 
son of W. H. Salisbury, succeeded to the presidency, a 
position which he still holds. 

During the early days the company were distributors 
only, but in 1906 they opened their own leather belting 
factory, which was followed recently by a factory for the 
production of rubber goods. 

The present president is responsible for two impor- 
tant inventions. One is a rubber tile which gives the 
beauty and permanence of a tiled floor with resiliency 
in addition. The other is a rubber sleeve or line hose 
for protecting linemen from accidental contact with 
charged wires. It has a self-locking lip which prevents 
it from becoming detached at any point, but allows it 
to be easily attached. A full line of rubber gloves, coats 
and boots for linemen is also handled by this firm. 

A comparison of catalogues issued by W. H. Salis- 
bury & Co. from the 1880’s down shows many interesting 
changes. The first consisted of a few leaves in 
the of the belting catalogue. It listed 
leather belting, belt hooks and lace leathers, awls, pliers, 
belt punches, couplings, cotton beltings and steam pack- 
ings, perhaps a dozen articles in all. Today’s catalogue 
lists thousands of articles, a number of which are manu- 
factured by the firm itself. 


book 


back 3oston 


But though the catalogues have changed, the principle 
of the business is still the same. “This belting will be 
guaranteed by us to the consumer,” reads the catalogue 
of the 1880’s. “The good fame of a concern must rest 
upon the integrity of its goods and the integrity of its 
methods,” says the catalogue of 1927. 





Frequent Turnover Advisable 


But the Practice of “Quick Turns 


Frequent stock turnover, if properly conducted, pro- 
duces a decrease in overhead expense and an increase in 
net profits, but the practice of “quick turns and low mar- 
gins” is current in and is a dangerous one 
to follow. 

These are the principal conclusions to be drawn from 
an interesting and valuable brochure, ‘“‘Turnover and Its 
Relation to Net Profits,” written by Robert L. Hobart, 
of the research bureau of The National Supply and Ma- 
chinery Distributors’ Association and the Wharton School 
of Commerce and Finance of the University of Pennsyl- 
vania, which has been sent to members by the National 
Association. 

While Mr. Hobart’s paper refers largely to wholesale 
businesses, most of the points brought out by him can 
be applied He summarizes 


business 


to the mill supply business. 
his treatise very well in the following conclusion to his 
article: 

In summarizing the subject of stock turn we have defined 
this term as meaning the actual movement of merchandise 
and the frequency of this movement is called the rate of 
tock turn turnover. This rate can be computed eithen 
by dividing the total goods sold at cost by the average inven- 
tory at by dividing the total volume at the resale 
price by the average inventory at the resale price. Because 
of the mark-up practice in the wholesale trade it is desirable 
to determine the rate of turn on a cost basis. 


or 


cost or 


The rate of stock turn varies considerably according to 
various lines of business and within a given line, due to 
differences in location, buying habits of customers and effi- 
ciency of the management and personnel. The figures in 


and Low Margins” Is Dangerous 


Table No. 2 indicate that there is a definite relation between 
rate of turn and total expenses as well as certain individual 
expense items. There is a tendency for total expense to 
decrease with an increase of stock turn. Interest charges 
respond most quickly while sales remuneration is least respon- 
sive. The figures shown in Table No. 3 indicate that while 
there is a certain decrease in gross margin with an increase 
in rate of stock turn this decrease is not proportionate; fur- 
ther, that with the increase in rate of turn there is a corre- 
sponding increase in net profits. 

It has been shown that the fallacy of “quick turns and 
low margins” is current in business and that it is a dangerous 
vractice to follow. In general, each item sold should carry 
a mark-up greater than the average cost of doing business 
unless the merchandiser has proof of a lower selling expense 
or because competition makes it unavoidable. The reason 
for this is that the practice of allowing profitable lines to 
carry unprofitable lines is pernicious if allowed to go too 
far. That there are limitations to the rate of stock turn 
that are desirable is admitted. 

Wholesalers must justify their existence by giving 
and place utility to their goods and, as a result, they 
buy for future demand and keep an adequate stock on hand 
to meet current orders. When a merchandiser feels that 
his turnover is too slow, several courses of action are open 
to him in an effort to increase the rate. He can reduce the 
number of lines by eliminating those items which have a 
very small sale as compared to the total volume. He can 
install and control a stock inventory system which makes 
possible a more rapid adjustment to stock requirements and 
eliminates the possibility of holding sluggish merchandise 
through ignorance of the conditions. He can order a general 
housecleaning of his entire organization for the purpose of 
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staring the facts in the face and correcting the defects 


accordingly. 
As we have stated before, turnover is a willing and valu- 


able aid in the fight for satisfactory net profits; it will 


reduce total expenses and assist in raising the efficiency of 


like all 


as under-utilized. 


the personnel, but valuable tools, it can be 


utilized as ell 


over- 


“Increased net profit is the goal of all business,” writes 
George A. Fernley, secretary-treasurer of The National 
Supply and Machinery Distributors’ Association, in the 
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foreword to the pamphlet. ‘More rapid stock turn can 
be successfully employed in attaining that goal, but it 
is essential to know just what turnover is, how it is 
figured, what relation it has to the various items of 
expense; and, after these are understood, how a more 
rapid stock turn can be advantageously brought about. 
The purpose of this brochure is to bring out these points 
clearly and concisely, and, at the same time, to expose 
the danger of treating the ‘quick turn and low margin’ 
policy as a panacea.” 





Transmission Directors Meet 


Discuss Problems with Machine 


The board ot 
Association 


directors of The Power Transmission 
met in the Hotel Statler, Cleveland, on 
September 21st, during the week of the National Machine 
Tool Builders’ Association exposition in the Ohio city. 
Members of the association, other than directors, were 
free to attend the meeting. 

Directors of the National Machine Tool Builders’ Asso- 
ciation met with the transmission association directors at 
luncheon, for the purpose of developing contact for co- 
operation and discussion of mutual problems. 

“Those members whose advertising and sales executives 
did come to Cleveland were well repaid for their visit to 
the show, by learning first hand, at time, 
many important machine tool builders, present day 
tendencies, requirements and _ possibilities regarding 
drives and other uses of mechanical power transmission 
appurtenances and accessories,” states the P. T. A. News 
Le (Ter, 

It has been definitely announced that the annual meet- 
ing of The Power Transmission Association will be held 
in the Hotel Commodore, New York, on December 7th. 
The meeting will be during power show week and the 
week in which the American Society of Mechanical Engi- 
neers will hold its annual meeting. This, the executive 
committee believes, is another move toward perfection of 
better co-operation of members with important users and 


one from so 


specifiers of transmission equipment and accessories. 

Surveys are being personally conducted in metal work- 
ing and producing plants, which group was decided upon 
as the first one upon which to concentrate at the June 
conference of advertising managers of association mem- 
bers. 

“The result of surveys made so far shows plainly the 
lack of logical consideration by users, of either economic 
or engineering factors involved in the selection of drives,” 
the P. T. A. News Letter states. “From plants already 
visited, it would appear that the prospective buyer of 
transmission equipment should be urged to consider 
thoughtfully the economic and engineering factors before 
deciding on any type of drive. Where this consideration 
obtained by proper sales promotion effort on 
the part of members, the results have far more than 
warranted the effort and good percentage of 
utilization of the efficiences and economies of group drive 
and all 
ment.” 

Commenting on the call of the Leather Belting Club 
of Chicago and the Division of Simplified Practice of the 
Department of Commerce for simplification of belting 
and transmission equipment, the News Letter states that 
such a programme should be backed by all the transmis- 
sion organizations, but centered in The Power Transmis- 
sion Association, which can coordinate the efforts of all 
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he different industries interested. 
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power transmission equip- 


In response to a request, suggestions on how to make 


Tool Men at Cleveland Gathering 


use of the preliminary survey data received by all mem- 
bers last July will soon be sent out, also an analysis of 
the mail survey made by the association of industrial 
plants of the country. 

Executive Secretary W. S. Hays has received a letter 
from Perry A. Fellows, city engineer of Detroit, who is 
a member of the Society of Industrial Engineers com- 
mittee on a handbook for maintenance engineers. Mr. 
Fellows stated that he understood The Power Transmis- 
sion Association is contemplating a handbook, and since 
power transmission is one of the subjects which the 
Society of Industrial Engineers proposes to cover in its 
handbook, he believes it would be desirable for the two 
organizations to combine efforts in this direction, or 
divide the work in some way that might later make 
possible a combination without duplication of effort. 

New members of The Power Transmission Association 
are as follows: Foote Bros. Gear & Machine Co., Beard- 
more Belting Co., Couse & Bolten, Inc.; The Manhattan 
Rubber Mfg. Co., Mount Vernon Woodberry Mills, Inc.; 
D. P. Brown & Co., Armour Leather Co., Ulmer Leather 
Co., Philadelphia Gear Works, Palmer-bee Co., Buckner 
Process Co., Inc.; Fried-Lang Leather Co., G. W. Sadle1 
Belting Co., and Julius Rasmussen Co., Inc 


+ ~~ © 


Bulletins on Packing Methods 
Results of a survey to determine the best methods 
of packing for domestic shipping to minimize losses and 
assure sate delivery are contained in a series of bulletins 
(Domestic Commerce Nos. 10 to 16, inclusive) 
issued by the transportation division of the Bureau of 
Foreign and Domestic Commerce of the U. S. Depart- 
ment of Commerce. The new booklets cover fiber con- 
tainers, cleated plywood boxes, wire-bound boxes, coop- 
and steel barrels, wooden boxes, nailed wooden 
crates and baling, and may be purchased separately, or 
the entire can be had for fifty-five cents. 
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Uniform Understanding Sought 

Letters have been received by various trade associa- 
tions from the domestic commerce division of the De- 
partment of Commerce urging their co-operation in an 
effort to arrive at a uniform application of the term, 
“fo. b. shipping point; freight allowed,” thus eliminat- 
ing misunderstanding and consequent waste. Confusion 
is said to exist at present because some believe the cash 
discount to be deductible before the freight allowance is 
deducted, while others believe the discount deductible 
only after the freight allowance has been deducted. In 
the words of H. C. Dunn, of the domestic commerce 
division, ““A common understanding is more conducive of 
economy, confidence and fair competition.” The depart- 
ment neutral to whom interested 
parties may write their views and suggestions. 


proposes to act as a 
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Timken Tapered Roller Bearings 
Steel Side Plates 

Chilled Tread Wheels 

Steel Equalizing Pin 

Steel Hanger Plate 
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Steel Hook, Drop Forged, Heat 
Treated, Proof Tested 

Steel Drop Forged Cross Head 
Safety Load Chain Guard 

Steel Load Wheel 

Oil Tubes 

Main Driving Spindle and Pinion 
Bronze Bushed Load Sheave 
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Ball Bearing Driving Spindle 
Steel Suspension Plates 
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Non Fouling Hand Chain Guide 
Gear Cover, Extra Heavy 
Special Analysis Steel Chain 
Steel Hook, Drop Forged, Heat 
Treated Proof Tested 
Detachable Steel Coupling, Drop 
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Buyers Have Much to Gain or Lose 


Therefore They Should Mark “Welcome” on the Mat for Visiting 


Salesmen Instead of Trying to Place Obstacles in Their Paths 


The manufacturer or distributor of mill supplies 
expects prospective customers to extend a courteous 
reception and respectful hearing to the salesmen he sends 
to call on them, therefore he should put “Welcome” on 
the mat in front of his own buyer’s office door. 

It is true that salesmen meet with a better reception 
than they formerly did. Many of us can remember when 
it was considered rather smart and clever to humiliate 
the traveling salesman when he called. He was regarded 
as a mark for any kind of humiliation that might be put 
upon him. If he left his bag alone for a little time he 
was likely to find, on trying to pick it up, that it had 
been nailed to the floor by a smart Aleck office boy. I 
have known a husky traveling man to pick up his bag, 
not knowing it was nailed down, and lift it right off from 
its bottom, leaving the bottom and the contents there on 
the floor. I have known a salesman with a sample case 
full of sponges, to find, on returning to it, that he could 
scarcely lift the outfit because someone had soaked the 
sponges full of water. 

NOT SO MUCH “HORSE PLAY’? NOW 

There is no more of that horse play, but not every 
buyer gives evidence of the belief he should have that the 
traveling salesman may have something for him that he 
ought not to miss. Salesmen are still baited in some 
quarters, still treated roughly just because it is reason- 
ably certain they cannot or will not fight back. It is not 
exactly a sporting proposition to attack the salesman just 
because it is safe to say things to him one would never 
dare to say to someone entering the office on other busi- 
ness, just as a fellow will say things from the bleachers 
to the ball players that he would never dare say to their 
faces. 

It would seem reasonable to expect that any company 
traveling men on the road and asking a respectful audi- 
ence for them on the part of buyers, would see that it 
could not consistently treat in other than a courteous way 
the salesman calling on its own buyer. 

The buyer who prides himself on being hard boiled 
and who thinks he is clever when he gets rid of a sales- 
man without giving him a chance to tell his story ought 
to be sent right out on the selling line and given a chance 
to see the proposition from the salesman’s point of view. 
I am inclined to believe that the best buyers are men who 
have had some experience as traveling salesmen, for they 
know the salesman who is worth his salt has something 
to say that is worth hearing. 

If I were the chief executive of a big company I would 
arrange to hide behind the buyer’s door occasionally or 
put a dictograph in his office and get the low-down on his 
method with buyers. Maybe it would be snooping, but it 
might be profitable snooping. I might find out why it 
was that certain other houses were getting in on the 
ground floor on propositions I could have used advan- 
tageously myself. 

It is the buver’s job to find out what salesmen have to 
sell that will use in the business. He should be 
fully as anxious to buy a good thing as the salesman is 
to sell it. Of the two, the buyer is going to make the 
more money on the purchase, if it is a good one. 

We think of initiative as being a prime quality for the 
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salesman. We forget that initiative is just as important 
for the buyer. Magazine editors scour the country for 
features. They search every morning’s mail assiduously 
in the hope that it will reveal to them something of 
unusual value. Theatrical and motion picture producers 
are all the time on the alert for the discovery of new 
talent and new ideas. Initiative in securing new products 
that will sell or aid in production should be as valuable. 
Grantland Rice, the noted sports writer, says initiative is 
the one best quality to bring success. The average ball 
plaver gets a base on balls and stops at first base. Ty 
Cobb gets a base on balls and maybe steals a couple more. 
The buver should be a kind of scout, out to discover new 
products, new propositions, new buying sources. And 
how can he better discover them than by getting all the 
information possible from traveling salesmen? 

The traveling salesman, it must be borne in mind, is in 
a position to do more for a house than merely to sell it 
mill supplies or some other goods. He spreads the repu- 
tation of that house not only among other salesmen, but 
also among possible customers of the house. He meets 
men who are in search of what his customers have to sell 
and he naturally refers them to those who treat him 
well, who have his friendship. 

The buyer may benefit personally from the favor of the 
salesman. The salesman learns of changes taking place 
in other houses, of buyers’ positions to be filled, of other 
new places open. If he likes a buyer he may be able to 
yzive him the tip that will mean a much better position. 
Just from a selfish point of view the buyer does well to 
feather his own nest by treating salesmen well. Further 
than that, the buyer promotes his own interest with his 
company when he buys well. His tenure of office is 
dependent upon his making money for the house. He 
cannot buy to make the most money possible unless he is 
caretul to get a reputation for treating salesmen right. 

The buyer’s reputation is never a secret. Many sales- 
men who have never called upon him know what to expect 
the first time they do. The word has been passed along 
the line. I know, because I have been on the buying, as 
well as on the selling end, and I have seen a competitor 
present a line I had wanted, and didn’t understand why I 
couldn’t get it until’ I learned that I had not treated cer- 
tain salesmen with the courtesy to which they felt they 
were entitled—and probably they were right about it. As 
a buyer it took me a long time to learn that the sales- 
man’s interests and my own were too closely allied to be 
separated by a fence of reserve. When I found out that 
salesmen were good fellows and when I got it through my 
head that they were simply business men coming to me 
with a business proposition, ! had a change of heart, and 
from that time on every salesman got his chance to tell 
me what he had to offer. 

It cost me good business, this failure to be grounded 
right on the matter of treating salesmen well. There is 
all the difference between success and failure in being 
grounded right. A big, 200-pound football guard was 
being tried out by the college coach and did not succeed 
in holding his man. In the first game played his oppo- 
nent got through him every time. The coach watched 
him carefully and finally said, ““You don’t place your feet 
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right.” He showed the big guard how to place his feet, 
and it is said that few opposing plavers got through him 
for four years. 

I sometimes think the buyer regards himself as a man 
who has grown past the salesmanship stage, whether he 
has passed through it or not. He thinks he is higher up 
in knowledge and experience and has nothing to learn 
from the travelers. To such a buyer may be referred the 
reply of the president of Trinity college when a student, 
just graduating, told him that he had completed his 
education. “Indeed,” replied the president, “I am just 
beginning mine.” 

The buyer, if he is wise, never permits himself to take 
the position that he has it all learned and that no mere 
salesman can tell him anything. Few men exist in busi- 
ness who cannot learn something from each man with 
whom they come into contact, and in my judgment it is a 
very unusual salesman who does not know something the 
average buyer does not know about the line of business in 
which he is engaged. 


‘ 
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The attitude of many buyers is that the salesman must 
‘show them.” In the first place, the salesman has to 


clear several hurdles to get into the buyer’s presence. 


r 


That is doubtless a necessary precaution in some 


instances, but it must inevitably result in keeping out 
some poor salesmen with good propositions. The sales- 
man may be young or inexperienced or just dumb, but 
he may have secured a chance to try out with a house that 
has something very valuable to offer. In the next place 
the buyer often apparently or actually resents the arrival 
of the salesman, though why a man whose business is 
buying should resent being offered opportunities to do 
business is not quite clear. 


Good buyers, common-sense buyers, highly successful 
buyers, will probably resent the criticisms I make of the 
profession, but let them bear in mind that they are not 
included in the criticisms and that, whether few or many, 
there are more than there should be of the buyers who 
ave standing in their own and in their employers’ light 
by treating salesmen as they do. 





Expositions Command 


Latest in Machine Tools Displayed 


Three expositions of great interest to distributors and 
manufacturers of machine tools were held last month. 
One was the first annual National Machine Tool Builders’ 
Exposition, conducted by the National Machine Tool 
Builders’ Association in the west annex of the public 
auditorium in Cleveland from September 19th to 24th. 
Another was the National Steel and Machine Tool Expo- 
sition, held under the auspices of the American Society 
for Steel Treating in Convention Hall, Detroit, from 
September 19th to 23rd. The third was the seventh 
annual New Haven Machine Tool Exposition, held at the 
Mason laboratory of Yale university from September 
6th to 9th, under the auspices of the New Haven section 
of the American Society of Mechanical Engineers, the 
Sheffield Scientific School of Yale university and the New 
Haven Chamber of Commerce. 

CLEVELAND EXPOSITION 

The show at Cleveland was the first independent expo- 
sition of machine tool builders, displays being confined to 
metal working equipment, but containing a wide variety. 
The show was also in close proximity to the twenty-fifth 
anniversary of the National Machine Tool Builders’ 
Association’s first annual meeting, which was held in 
Cleveland October 14th and 15th, 1902. 

There were 180 exhibits at the Cleveland exposivion, 
many of these showing new tools and a large number 
displaying new developments. An especially interesting 
feature of the show was the number of machine tool 
builders actually operating their machines in production. 

There are said to have been 563 pieces of machinery, 
valued at approximately $1,000,000, on display, and 5,000 
electric horsepower were used to run the various ma- 
chines. One machine on disvlay weighed fifty tons. 

Meetings of the Machine Tool Congress, Associated 
Machine Tool Dealers, Society of Automotive Engineers, 
Foundry Equipment Manufacturers’ Association, Asso- 
ciation of Manufacturers of Wood Working Machinery 
and the Screw Machine Products Association were held 
in Cleveland while the exposition was on. The Mill 
Supply Council held its first regular meeting in Cleveland 
on September 21st, and the board of directors of The 
Power Transmission Association met there on the same 
day. Thus all those attending the various meetings also 
had the opportunity to attend the exposition. 








Interest 


at Three September Exhibitions 


The show was an unqualified success from every point 
of view and was marked by large attendance and great 
interest on the part of visitors. 

DETROIT EXPOSITION 

The ninth annual National Steel and Machine Tool 
Exposition was also a great success. A floor space of 
93,000 square feet was occupied by exhibits, surpassing 
the space occupied at the exposition on the Municipal 
Pier, Chicago, last vear by 13,000 square feet, 

There were 300 exhibitors, including manufacturers of 
steel and steel products, alloys, heat treating furnaces, 
equipment and supplies; small tools, testing apparatus, 
heat control devices and miscellaneous materials. The 
latest types of metal working machines and forging 
hammers and presses were displaved by machine tool 
builders and dealers, and a space of 10,000 square feet 
was devoted to welding apparatus and welded products. 
This was the first time that the International Welding 
and Cutting Exposition, held under the auspices of the 
American Welding Society, was conducted as a part of 
the steel show. 

It was estimated that the 300 exhibitors would require 
3,000 horsepower to generate electricity for motors, 
furnaces and other apparatus in operation. Current 
was supplied in five forms, and enough gas was used 
daily to supply the normal daily consumption of a city 
of 200,000 population. The value of the displays is said 
to have been well over $1,000,000, and it is estimated 
that it cost $700,000 to transport and install them. 

Held in Detroit at the same time as the exposition 
were the annual convention of the American Society for 
Steel Treating, the annual meeting of the American 
Welding Society, fall meeting of the Institute of Metals 
division of the American Institute of Mining and Metal- 
lurgical Engineers, and production meeting of the So- 
ciety of Automotive Engineers. Other associations 
holding meetings in Detroit during exposition week 
were the Drop Forge Supply Association, machine shop 
practice session of the American Society of Mechanical 

Engineers, Central States Gas Association and the Con- 
crete Steel Institute. The Society of Automotive Engi- 
neers held the first two days’ sessions in Cleveland 
because of the National Machine Tool Builders’ Associa- 
tion exposition in that city and the remaining two days 
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The “Marvel” Portable Blower 


forces DRY air into every nook and 
corner. Dust and dirt cannot accumu- 
late if you use ‘The Marvel.’ It will 
keep your customers’ machinery free 
from dust. Manufacturers immediately 
recognize the value of this equipment. 
It is easy to sell for we will ship a 

**Marvel”’ Portable Blower on 10 days’ 
Free Trial. Simply demonstrate it. Th 
machine sells itself. You have no stocl 
to carry. 

Write at Once for Discount 
This is a SELLING proposition, NOT 
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up to the plant supt. 
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No one who has ever had experience with them 
doubts their reliability and sure-fire operation. 
Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 
of the equipment. 


Engineers all over the world know the Penberthy 
Injector—they are used in every country. They are 
absolutely automatic and they 
always operate — particularly 
when you need them the most. 
We will be glad to send you 
particulars. Write now. 


PENBERTHY 


INJECTOR COMPANY 
s ed 1886 
1262 Holden Ave., Detroit, Mich. 


Canadian Plant, Windsor, Ont. 
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in Detroit, where members attended the National Steel 
and Machine Tool Exposition. 
NEW HAVEN EXPOSITION 
The New Haven machine tool exposition was held at 
the Mason laboratory, Yale university, from September 
6th to 9th. In number of operating machine tools the 
exhibit was fully up to that of a year ago. It is esti- 
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mated that the total attendance was slightly over 10,000. 
This was about half the attendance of last year, but this 
is accounted for by the changed policy by which only 
those whose business connections indicated an interest in 
machine tools were admitted. Better attendance and 
more discussion than any in the past characterized the 
technical sessions. 





In connection with the formal opening of the new home 
ot The Ross-Willoughby Co., Columbus, Ohio, on Sep- 
tember 6th, 7th, &th, the greater portion of an eight-page 
section of The Ohio State Journal, Columbus, was devoted 
to that company and its activities. The section contained 
facts about the company, its new location, the opening 
exhibition and products handled, as well as advertise- 
ments by the company itself and the manufacturers it 
represents. Exterior and interior views of the new loca- 
tion and pictures of W. C. Hunter, general manager, and 
R. W. Martin, sales manager, were included. 

One of the most interesting features of the formal 
opening was the exhibition of products handled by the 
company, twenty-seven manufacturers being represented 
with displays. Many representatives of manufacturers, 
customers and prospective customers and others visited 
the building during the opening. 

An article by General Manager Hunter on the advan- 
tages of dealer distribution, which appeared in the special 
Ross-Willoughby section of The Ohio State Journal, is 
so interesting that it is reproduced herewith in full: 

PART OF SUCCESSFUL DISTRIBUTION SYSTEM 

The economic advantage of jobber distribution in the mill, 
mine, factory and contractors’ supply business is an estab- 
lished fact. He is here today because he is needed and his 


services demanded. He has been called into being just as 
have the railroad, steamship and other transportation sys- 
tems. He is as much a part of the successful distribution 


system of today as any other agency and his services should 
contribute quite as much to the efficient and economical 
movement of the output of the industries he serves. The 
concentration of materials upon which the mills, mines and 
other industrial establishments may draw as_ necessity 
requires, does effect a saving in overhead expense for these 
industries. 

Without the jobber, the trade would be required to carry 
large inventories, thereby increasing their investment and 


adding to the cost of production. Their communication, 
express and freight expense would likewise be greatly 
increased on emergency requisitions. An enlarged force of 


buyers and storekeepers would have to be maintained with- 
out a jobber serving in the territory. Think of the loss in 
both time and production on breakdowns and emergencies, 
if the materials wanted must come from distant points. 
The jobber brings to you at minimum cost thousands of 
items in daily demand. He is continuously scanning the mar- 
kets in the mechanical field for new and useful specialties, 
labor saving devices, ete., which will be beneficial to the 
industries in his territory. He endeavors to maintain an 
efficient organization, keep a balanced inventory, select an 
experienced personnel and develop service to the nth degree. 
He must study the markets, make provision for his require- 
ments at the right time, meet fluctuations in price, anticipate 
the trend of industry, study the economics of the country 
and endeavor in so far as humanly possible to please every- 











Advantages of Dealer Distribution 


W. C. Hunter, The Ross-Willoughby Co., Outlines Them in Newspaper 


Article on the Occasion of Formal Opening of Firm’s New Home 


body under all conditions and circumstances, at all hours 
of the day or night. His business can be summed up in the 
word service. 
BUYERS HAVE DOUBLE GUARANTEE 

He arrives at the selling price of the products distributed 
by adding overhead expense to the cost of goods and a fair 
profit for invested capital. Decidedly he is not a profiteer, and 
inasmuch as his overhead is regulated in large measure by 
the volume of business, the more support and co-operation 
he receives, the cheaper he will be enabled to serve his clientele. 
His trade also buys on a double guarantee of satisfaction, 
that of jhe jobber as well as the manufacturers. 
‘There is an old business fundamental to the effect that 
“that which is sound will survive and that which is not will 
fall of its own weight.” If the jobber fails in any partic- 
ular to afford that service which is continually demanded, 
then he can expect ultimately to pass into the discard. 

The new home of The Ross-Willoughby Co. was the 
subject of an article in the September issue of MILL 
SUPPLIES. cca emilee i 


DROPPING NON-PROFIT LINES 


Commerce Department Official Cites Advantages of 
Eliminating Unprefitable Items 

Arguments favoring the elimination of unprofitable 
lines in the distributing business are advanced by R. M. 
Hudson, chief of the division of simplified practice of 
the department of commerce, in a letter to George A. 
Fernley, secretary-treasurer of The National Supply and 
Machinery Distributors’ Association. Copies of this 
letter have been sent to members by the association. 

“Some distributors may hesitate to attempt elimina- 
tion of their unprofitable lines, customers and territory 
for fear of losing good-will, but the banks solved the 
‘unprofitable account’ problem by educating their de- 
positors to understand and appreciate that service costs, 
and must be paid for,” Mr. Hudson stated in part. “De- 
positors have either built up their balances to a point 
that pays the bank to carry their accounts, or have ‘gone 
elsewhere,’ with no perceptible injury to the bank. 

“Too often in merchandising, the profitable lines, cus- 
tomers, and areas carry the unprofitable ones. The ques- 
tion is whether to expand and risk loss in doing so, or 
to simplify and conserve profits and then, through con- 
centration, rebuild gross business to its former or even 
greater volume. When analysis of total customer pur- 
chases shows 80 percent of the business comes from 
20 percent of the varieties carried. it will pay to cut 
out that 80 percent of variety which yields a bare 20 
percent of the gross. The good will of customers whose 
purchases subject the distributor to a loss is seldom 
worth its cost. Additional business gained at the ex- 
pense of hard-won profits on the regular trade in the 
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Are You 


Improving 





Your Game? 


MAN’S BUSINESS is the real game of his life 
and profits are the reward for playing it well. 


More than two hundred Mill Supply Houses 
have discovered the profits in selling MONARCH 
BALL METAL, the “Steel Process Babbitt,” and now 
these same houses are taking on our new 


Quaker Metal 
the ‘“‘Ladle Bronze’’ 


which has the wearing qualities of the best bronze 
metal, but can be melted in a ladle and poured like 
babbitt. No waste metal—no machine work. Bear- 
ings made from Quaker Metal stand the extreme heavy 
load and intermittent pound of internal combustion 
engines and other heavy machinery. 

OUR DISTRIBUTORS are given exclusive agencies. 

For this reason the number of agencies is limited. 


Write us and we will tell you if your territory is 
open. 
MONARCH METAL COMPANY 


119 S. Lincoln St. Cc 


Associate Member National Supply and Machinery Distributes 


hicago, Ill. 
s’ Associat 
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Uniformity 


“Stanley runs more uniform 
in test than any other belt.” 
This statement made as result 
of a very extensive and impar- 
tial association survey. 


You can rely upon “good 
luck” with Stanley. 


There is profit and prestige in 
Stanley for your house. Write— 


Stanley Belting Corporation 


13 N. Jefferson St. 
CHICAGO 





% 

<> 2hse 

Pa 320 Broadway Cr ng 

“S NEW YORK tee ee 

<< eee 

«> 124 Adelaide St., W. 2 hn t = 

oe TORONTO, ONT. sos. 

S +] a fae 
| 2 ; . SE i, te 

<3] 12 A Southwark St., S. E. I. toa: a 

al LONDON, ENG. ent 

Pes Hag, Som: 

kn Hi 

tLe Le erEe Ere EcePeTT es 

: > ee , 

% os te SS Res SESS SRL STS 








PRPREPOLERERC ALERT (27 07) 


errit 











VINCENT 

Vincent Huntington Emery Wheel Dressers and Cut- 
ters (milled only) have been the standard of com- 
parison for many years. 


Every Size and Type 


Vincent “AA” Hardened High Speed 
Tool Bits are made to handle the 
tough jobs—cost will surprise you. 





If you do not have our 


VINCENT catalog—write us 
THE VINCENT STEEL PROCESS CO. 


Heat Treaters and Tool Manufacturers 
4 hicago Office 2519 Bellevue Avenue New York Office 


25 s. Jefferson st. DETROIT, MICH. 41 Murray St. 
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COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in belting — and that is 
Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 111 Summer St. 
Chicago New York Boston, Mass. 
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distributor’s 
satisfaction. 


normal territory cannot yield him much 


“Therefore we believe that any distributor who re- 
adjusts his stocks in terms of profitable lines, customers 
and territories, will do a steadier business and save 
more of his profits for himself. Coincidentally, he will 
help those of his manufacturers whose production sched- 
ules and costs are suffering from intermittent buying 
of small quantities of highly diversified and ‘un-standard- 


ized’ nature.” 
—_o— i © — 


POWER SHOW IN DECEMBER 
Number of Machine Shop Equipment Displays at 1927 
Exhibit to Be Greater Than Ever 
There will be a marked increase over preceding years 
in the number of exhibits of machine shop equipment, 
including metal and wood-working machines, transmis- 
sion equipment, tools and machine tools, at the Sixth 
National Exposition of Power and Mechanical Engineer- 
ing, which will occupy four full floors of the Grand Central 
Palace, New York, from December 5th to 10th, inclusive, 
it has announced. One hundred and twenty-five 
or more exhibits of machine shop equipment will be pre- 
sented. Many new outstanding exhibits of transmission 
equipment and numerous displays of materials handling 

equipment will attract interest. 

The total number of exhibitors at the exposition this 
year will be well ahead of last year. At this writing it 
had been announced that 500 exhibitors were already 
scheduled to show, and their exhibits will include, besides 
the machine shop equipment previously mentioned, 
approximately 400 displays of power generation, distribu- 
tion and utilization; between 200 and 250 of ,heating and 
ventilating equipment and refrigeration, and between 100 
and 150 of instruments for control of time, pressure, 
temperature, volume, etc. 


been 


The American Society of Mechanical Engineers, Amer- 
ican Society of Refrigerating Engineers and The Power 
Transmission Association will hold their annual meetings 
in New York at the same time as the exposition, while 
other organizations will also meet at the same time. 
Many unusual educational exhibits are planned, and an 
increased attendance of engineers, manufacturers, dis- 
tributors, technical men, construction men, plant 
building operators and others is expected. 


and 


—2f<« 
Welding Conference in October 

Many users of welding and cutting equipment in the 
Minneapolis territory are expected to attend a conference 
of the welding industry to be held at the University of 
Minnesota October 20th, 21st and 22nd. Professor S. C. 
Shipley, acting head of the mechanical engineering de- 
partment of the College of Engineering of the university, 
will be in charge of the programme, which will be the 
first of its kind held in the Minnesota district. Repre- 
sentative engineers will present papers from the users’ 
point of view, and following each paper a round table 
will be held. The object of the conference 
is to standardize industrial practices and develop many 
new applications and techniques from the varied experi- 
ences of welding experts. 


discussion 


<2 ¢ 
Wood Essay Contest Winner 
Henry C. Buckwalter has been awarded the fifty-dollar 
prize donated each year by Theodore M. Wood, president, 
The T. B. Wood’s Sons Company, Chambersburg, Pa., to 
the student of Franklin & Marshall College writing the 
best essay on a selected subject in economics. The sub- 
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ject of this year’s essay was “Elimination of Waste in 
Industry.” Mr. Buckwalter was a senior at Franklin & 
Marshall at the time the essay was written, but was 
graduated in June, and is now in the employ of the 
Federal Reserve Bank of New York. The prize was 
founded several years ago by Mr. Wood and has been 
awarded each year since save one. The contest is open 
to those students of Franklin & Marshall who have had 
a certain amount of economics, according to A. V. 
Hiester, of the college. The subject is selected each year 
by the department of economics and three of the instruc- 
tors in the department serve as judges. 
ee 

MANAGEMENT WEEK ANNOUNCED 

Will Be Held October 24th to 29th—Commerce Bulletin 
Cites Value of Simplification 

The United States Department of Commerce announces 
in its monthly bulletin that the theme for management 
week, October 24th to 29th, is “Management’s Part in 


Maintaining Prosperity.” The subject is designed to 


interest executives in all branches of industry, from 
corporation presidents to shop foremen. The bulletin 
states that last year’s management week met with 


nation-wide support. 

The simplification movement is being given serious 
consideration in European countries, and this further 
challenges American manufacturers’ interest in the idea. 
“Simplified practice is recognized on all sides as a con- 
structive plan for more economical manufacture and 
increased rate of turnover due to the elimination of slow 
moving stock,” says the bulletin. 

In reporting on production and efficiency, the depart- 
ment states that an important factor back of our pres- 
ent prosperity is the increased efficiency of production. 


nn 


Walworth Company Profits 
A net profit of $236,306 for the first six months of 
1927, after interest charges and Federal taxes, as com- 
pared with a net loss of $102,790 for the corresponding 
period of 1926, is reported for the Walworth Company, 
Boston. Net profit for the quarter ended June 30th was 
$108,306, against $59,039 in the second quarter of 1926. 
According to President Howard Coonley, the profit for 
the first half of this year was made in the face of de- 
pression in some of the large industries from which 
a heavy tonnage in pipe fittings and valve sales may be 
expected normally, and despite a decrease in actual sales 
of 11.7 percent from those of the first six months of last 
vear. The first six months of the vear normally con- 

stitute the poorest period in the industry. 


ee 
Offices Now in Cleveland 
Announcement has been made by The Mechanical 


Rubber Co. of the discontinuance of its New York office 
and the establishment of its general office in Cleveland. 
B. F. Ruether, manager of sales, in making the announce- 
ment to distributors, stated that the company believed 
it could serve the interests of its distributors to better 
advantage with general offices in Cleveland because of 
its closer contact with the production departments 
located there and the factory in Chicago. “In prepara- 
tion for this change, an organization has been built up 
at Cleveland to efficiently take care of your needs and 
we are confident that no delays will result,” stated Mr. 
Ruether. “It is our belief that this change will meet 
with your approval and will bring about results that will 
be pleasing to you.” 
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From American Jrade Literature 
CARL W. MILLER 5 


SAVING POWER WITH FRICTION CLUTCHES 
industrial plant is to deliver the 
maximum percentage of generated power to the ma- 
chinery of production. While friction, due to inefficient 
systems of transmission, causes power, there 
generally are in most plants a number of machines idling 
away considerable power that could easily be conserved 
through the installation of clutches which would cut 
them out of the general transmitting system when not 
in use. In some cases entire groups or even departments 
are idle and in this case, as with individual machines, a 
friction clutch will eliminate this waste. 

ON THE CARE OF CHAIN 


The problem in any 


loss of 


The life of a chain can be greatly increased by frequent 
annealing and lubricating, and when the wearing is not 
uniform throughout the length, the chain should be cut 
and pieced where partially worn, so that when finally 
discarded, every link shall have done its full share of 
work, without overstepping the limit of perfect safety. 
Hoisting and sling chains should be annealed once a year 
at least, and carefully examined before being taken into 
use again. A chain which has severe and heavy work to 
do should be oiled with a brush once every week, and to 
effect this it should be slacked in order to get the oil 
between the links. 

USE OF RAWHIDE GEARS 


AND PINIONS 


The efficiency of a rawhide pinion depends primarily 
upon the fibrous strength of hide from which it is made. 
Too much care cannot be exercised in the selection of 
the rawhide blank for pinion purposes. These blanks are 
made from properly seasoned hides, thoroughly dried 
and hardened. To obtain a noiseless gear drive it is 
necessary to have only one of a pair of gears made of 
rawhide, and because of the relatively higher cost over 
metal, it is usually the smaller of the two. For the other 
a cast iron cut gear is recommended in most instances, 
since it will transmit any load that a rawhide pinion of 
like pitch will deliver, and because of its economical cost. 
Repeated actual tests of rawhide gears have shown them 
to be equivalent in strength to a similar cast iron gear. 

THE RADIO BEACON 

“Radio beacons offer a most promising development in 
facilitating air navigation of the future,” says Bakelite 
Information. “Three types are now being used to sup- 
plement other means of guidance. The directive type 
sends out special frequencies enabling pilots to follow a 
course in total darkness or fog, and is especially adapt- 
able for transoceanic flying. Marker beacons placed along 
a land route serve as mile posts; the telephone type in- 
forms the aviator of weather conditions during the flight. 
Lieutenants Maitland and Hegenberger, the army flyers 
who were the first to reach Honolulu in a non-stop flight, 
used the directive type of radio beacon. They stated the 
belief that ‘in the near future the radio beacon will 
revolutionize not only air navigation, but navi- 
gation.’ ” 


sea 
ADVANTAGES OF ELECTRIC HOISTS 

Electric hoists are in a class midway between chain 
blocks and heavy duty traveling cranes. They give from 
five to ten times the power of hand hoists and their cost 
is only a fractional part of electric traveling cranes. For 
constant lifting, they are economical, even when substi- 
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tuted for the cheapest labor. An electric hoist will oper- 
ate under normal conditions on from 15 to 40 cents worth 
of power per day. In the average shop an electric hoist 
is as necessary and important as the heavy crane, for by 
constantly serving the latter, it increases the efficiency 
of the crane at least 50 per cent. Where there is much 
assembling to be done in minimum time, the high speed 
and compactness of the electric hoist are also advantage- 
ous. A further application of the electric hoist is in its 
use on traveling cranes where all movements are con- 
trolled from the floor. 


STEEL VALVES FOR HIGH TEMPERATURES 

Steel valves and fittings should be used in all lines in 
which the temperature is 500 degrees or higher. They 
are also much safer to use in lines which may normally 
operate at low pressure and temperature if these lines 
are subjected to pressure shocks or sudden temperature 
changes. Steel at 70 degrees F. has from two to three 
times the tensile strength of cast iron and also is very 
elastic. This elasticity is well maintained at the operat- 
ing temperature encountered in practice while cast iron 
has practically no elasticity at either low or high tem- 
perature. This lack of elasticity has caused cast iron 
fittings to crack when cold rain suddenly strikes a hot 


fitting. WHERE OIL COMES FROM 


In “The Story of Petroleum,” published by the Stand- 
ard Company (Indiana), petroleum is defined as “an 
inflammable, oily liquid mixture of numerous hydrocar- 
bons, chiefly of the paraffin series, that exudes from the 
earth and is extensively used for heat and light. The 
existence of this oily liquid is due, if the theory of the 
greater number of geologists is correct, to the natural 
decomposition of the fatty remains of myriad marine 
organisms, both animal and vegetable. Influenced by 
gravitation, capillary attraction, pressure or other causes, 
this oily liquid moved or was forced through porous rock 
and stone until it reached- some impervious formation. 
Encountering such a barrier, the oil collected in the 
porous formation above, completely saturating it, if the oil 
existed in sufficient quantity. In many instances, this oil 
is imprisoned under great pressure either from the rock 
formation above it, or by the gas which is so often found 
with or near it. It is this tremendous pressure which 
often sends the oil to the surface with such great force 
when an outlet for its escape is provided by the driller.” 

A COLLECTOR OF FINE DUST 

“Experts figure,” says G. C. Polk, of the American 
Blower Company, “that the average American breathes 
five times his weight in soot and dirt every twelve months 
and that the national damage caused by smoke in the air 
exceeds $500,000,000 annually. Statistics show that the 
yearly precipitation of soot per square mile strikes an 
average of 595 to 1,950 tons in Pittsburgh; 600 tons in 
St. Louis; 500 tons in Cincinnati; 700 tons in Cleveland; 
1,530 tons in Baltimore, and varying proportions in other 
cities. These almost incredible figures indicate a defi- 
nite menace in this continual pollution of the air in all 
industrial centers. But it remained for a non-industrial 
country to furnish the idea for a device to overcome this 
nuisance completely. Away in Hither, India, soot was 
belching from the chimney of a Nabob’s palace. The 
boiler was using powdered fuel. The dust settled on the 
palace and the surrounding gardens, much to their detri- 
ment. The engineer was informed that this must cease. 
He presented his problem to the representative of David- 
son & Co., Ltd., of Belfast, Ireland, who thereupon de- 
signed a collector for the fine dust, using the centrifugal 
separation principle—and no more soot disfigured the 
premises.” 
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You or Your Employees are called upon to re- 
pair or replace worn or broken bolts and nuts 
on automobiles or other machinery, 


Your Business is concerned with the 
regular service of water, steam, gas, or 


air pipe lines, 
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Beauty the New Business Tool 

Attention has been widely drawn to E. E. Calkins’ 
article in The Atlantic Monthly, in which he states: “It 
is by no means beyond the realms of possibility that such 
organizations as the United States Steel Company, or the 
Pennsylvania Railroad Company, will have art directors 
whose work will be to style the products of these con- 
cerns in the aesthetic spirit of the age. Already the 
General [lectric Company maintains a committee on 
beauty, with a representative from each department. 
That a corporation engaged in manufacturing products 
of technical and engineering qualities should maintain 
a research laboratory to follow and develop the scientific 
possibilities of the things it makes has been an obvious 
course and excites no surprise, but it is significant that 
the same ambition that demanded a scientific laboratory 
should also demand a board of beauty.” 


“Cleverness” vs. Character in Selling 

Ten years ago, straightforwardness in selling was 
often sacrificed to “clever” stunt-selling or “stategy,” 
according to James H. Warren, in Advertising and Sell- 
ing. Blunt honesty and dependability were sometimes 
thought far-fetched and useless from a sales standpoint. 
“Today,” states Mr. Warren, “big business as well as 
small business is insisting in its advertising and in its 
selling that the one royal road to maximum profits can 
come only through confidence from the buying public.” 
Honest cleverness displaced “clever,” live-wire selling in 
the period beginning in 1920 and 1921. This era, ac- 
cording to Mr. Warren, brought ‘fa market that de- 
manded the seasoned judgment of mature salesmen 
men who had won the confidence of their customers.” 
No longer, apparently, is there a market for voung talk 


ers who rely solely on “cleverness.” 


The Purchasing Agent's Favorite Hate 
“Reciprocits the curse of modern business efficiency,” 
Charles H. Armstrong, Purchasing Agents’ Asso- 
ciation of Chicago, in Printers’ Ink. It does not follow 
because someone uses your product that he markets the 
best material in the lines vou purchase. The fact that 
he buys from you is no reason why you should buy his 
product, unless that product also happens to fill all your 
requirements as to quality, service, price, etc. “In most 
cases reciprocity, if carried to its logical conclusion, leads 
to an absurdity,” writes Mr. Armstrong. ‘“‘Take for ex- 
ample a firm that makes a product which is sold by job- 
bers throughout the country. In turn this firm buys 
small tools from jobbers. To patronize all these jobbers 
would mean that this firm would have to buy one tool 
vear from each of these jobbers, and have more tools on 
hand than were needed.”’ A purchasing agent, of course, 
would rather patronize his firm’s customers, but reciproc- 
itv must not become coercion, Mr. Armstrong warns. 


writes 


The “Exit” Interview 

“Exit” interviews are a successful check to job chang- 
ing, according to a report recently issued by the Policy- 
holders Service Bureau of the Metropolitan Life Insur- 
ance Company. They are also fundamental to the keep- 
ing of reliable records of labor turnover. The results 
of such interviews from sixty companies which use them 
indicate that “exit” interviews can decrease materially the 
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money lost to industry annually through excessive labor 
turnover. “Curiously enough,” states the report, “some 
corporations spend thousands of dollars each year in 
good will advertising, while they give little attention to 
the good will of departing employes. Many employes 
may be potential customers or friends of present cus- 
tomers, and in any case their good will is reflected in a 
better type of applicant at the employment office.’”’ The 
interviewer should learn the facts about the cia and 
reasons for his seeking other employment. He should 
also visualize, before conducting the interview, the in- 
dividual’s problems, his job, his progress with the com- 
pany and his opportunities. 
Who Shall Okay Collection Letters? 

Should the credit manager, and he only, pass on col- 
lection letters? Or should the sales manager okay them? 
These are interesting questions raised by Sales Manage- 
ment, and are replied to by a Cincinnati credit manager 
and a St. Louis sales manager. The latter favors collec- 
tion letter okay by the sales manager. “I’ve seen one 
batch of letters go out from the credit department de- 
stroy thousands of dollars’ worth of good will and tear 
down the work of a dozen salesmen,” he writes. ‘‘Any 
company is likely to go through the experience of having 
to slow up on payments. Often it would be cheaper 
to go out and borrow some money at the bank than to 
harass our customers on a pay-up drive.” The Cincin- 
nati credit manager agrees that the sales manager should 
have a voice in formulating the credit policy, but in- 
sists that he should not be given the okay privilege. 
‘There is altogether too much talk about the credit man 
infuriating good customers,” he says. “Why doesn’t 
the credit manager make a bigger howl about the cus- 
tomers the salesmen alienate forever by exaggeration, 
over-statement ? Collecting from a customer who 
bought because he was over-sold in the first place is no 


easy task.” 
Replace Obsolete Machinery 

“New Buying Viewpoint in Industry Takes Account 
of Obsolescence,” is the title of an instructive article by 
G. D. Crain, Jr., in Class and Industrial Marketing. It 
is based on an advertisement carried recently by the 
Cleveland, offering to pur- 
machine or process which pays for itself by 


Lincoln Electric Company. 
chase any 
its savings in two vears. The article quotes the adver- 
tisement as saving: ‘“‘Improvements are being made so 
fast in the machine tool industry that it is difficult to 
keep abreast of the latest developments, and for that rea- 
son we court the suggestions of manufacturers of such 
equipment.” Few manufacturers have advanced to such 
a point of replacement, Mr. Crain states. “If all indus- 
trial concerns adopted such a progressive policy, the job 
of the marketer would be greatly simplified. As it is, 
there is a tremendous task ahead in educating not only 
production men, who are usually ready and willing to 
admit the advantages of replacing equipment which has 
been rendered obsolete by the advent of new and im- 
proved designs, but also those who have to do with ac- 
counting and financing,” he says. He further suggests 
creation of special funds to cover losses through obso- 
lescence and to make it easier to purchase new equip- 
ment. Ordinary depreciation losses would not be con- 
cerned in such provision of funds. however. Mr. Crain 
also states that advertising and aggressive salesmanship 
will combat obsolescence in machinery. “One of the 
greatest economic services which advertising could ren 
der .. . would be to sell the acceptance of the idea that 
obsolete machines should be replaced by those which can 
do more and better and cheaper work.” 
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HIS advertisement is a message from us 

to those concerns that have never tried 
Victor Hacksaw Blades. We claim that the 
Victor Blades will reduce your expenses and 
give you cutting efficiency that has not been 
experienced in other blades. 


Let us send you our free samples of the 
Victor Special Flexible Blade to try in your 
own shop on the soft and tough metals that 


have been causing breakage. 


Let us send you free samples of this 
Wonder Blade 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 








SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 






Made in 


Sweden 


The Grinding Wheel Dresser meets all 
the requirements of a tool for the general dressing 
and truing up of emery, carborundum and _ other 
grinding wheels. The roll consists of hardened steel 
plates with ““U" shaped teeth which keep their sharp- 
ness until they are completely worn out. The spindle 


is provided with a lubricating cap. 
We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 





























“Cleveland Type" smith Type" “Industrial Type" 
Oil Film Hill Friction Spur Gear Speed 
Bearings Clutches Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 
“Smith Type’”’ Hill Friction Clutches 
“Cleveland Type’”’ Oil Film Bearings 
“Industrial Type” Spur Gear Speed 
Transformers 
““Steelarm”’ Automatic Belt Tighteners 
Flexible Couplings 


Your customers wants mean more to us than “so 
much material. \ careful study is made by Engi 
eering Experts skilled in Power Transmission prob- 
lems You receive the accumulated experience of 
“half a century” serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 


























THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Vain Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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Geo. W. Diener Mig. Co., 400 Monti- 
avenue, Chicago, is out with a 
pneumatic acid syphon for use in shops, 


cello 





factories, dairies and other establish- 
=. 
\ 
u 
\d 
f 
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ments using acids. All metal parts are 
made of brass, and the syphon tube is 
of lead. The plug and pump hose are 
of the quality rubber suited for the pur- 
According to the company, a few 
strokes of the pump will start the flow 
of acid, and the flow continues softly 
and smoothly in a continuous stream 


pose. 


without spilling or splashing. A small 
safety valve is provided which auto- 
matically releases the air at a given 
pressure, 

Kastern Tube and Tool Co., Ine., 594- 


602 Johnson avenue, Brooklyn, manu- 
facturer of the Ettco keyless ball bear- 
chuck and Ettco high speed 
tapping attachment, 
has added a new 
drill chuck to its 
line. The new chuck 
is keyless and_ self- 
tightening and has a 
continuous grip, and, 


ing drill 


because of its con- 
truction, there is 
less slippage, which 


reduces the wear on 
the drill shank and 
jaws, according to 
the company. The chuck is designed fon 
drills and can 
to advantage on flexible 
units, the company states. The 
on top of the chuck, is 
prevent the 
from turning when 
closing the and it 
certain abuses to which 
re subject. This type of 
collar, is furnished 
taper to fit all the 
of electric and air drills 





use on electric and air 
also be used 
shaft 
holding collar, 


| 
held by the operator to 
electric or air drill 
opening or chuck, 
also eliminates 
ills ¢ 


chuck, with ho 


electric di l 
Iding 
savatha +} cand . 
Ith any thread oO} 
tandard make 


now on the market. 


(G. M. Dar 
waukee avenue, 
turing 


Requlator Co., 422 Mil- 
Chicago, is manufac- 
an improved automatic pressure 


regulator suitable for the accurate re- 
duction of high steam pressures either 


at the boiler or on the line. The com- 
pany states that this regulator over- 
comes completely the difficulties encoun- 
tered by the balanced valve type of 
regulator when used where steam ve- 
locities may become high and which 
from the impact of currents of 
high velocity steam striking the bottom 
of the balancing piston and throwing 
the valve out of balance. 


McCollum Hoist & Mfg. Co., Downers 
Ill., is manufacturing the Uni- 
versal-Electric wherein the 
is raised on a ball bearing load shaft 
and is so constructed that the mechan- 
ism can be operated in either direction 
from the motor end only, thus eliminat- 
ing the necessity for holding brakes. 
The high-speed shaft carrying the high- 
speed gear is coupled direct to the mo- 
tor and operates at motor speed. The 
hoist is portable, requires only 11 inches 
head room, is provided with automatic 


arise 


Grove, 


hoist, load 





limit stop to shut off current when the 
hook has reached the upper limit of 
travel, and hooks may be used on either 
or both ends of the chain. The hoist is 
made in three capacities—500, 1,000 
and 2,000 pounds, respectively. All use 
the same frame and motor. The capac- 
ity and lifting speed may be changed 
by changing the rotating load gear and 
load spider. The hoist is made in both 
I-beam and hook suspension types. 


J. H. Williams & Co., 400 Vulean 
street, Buffalo, is manufacturing the 


new Obstruction “Superrench,” which 
will reach and turn awkwardly placed 
nuts and bolts to be found on many 


machines and almost every automobile, 
and which many wrenches will not 
reach or turn. Its narrow, pointed jaws 


and thin heads, with 75-degree angle 
of openings, are especially designed for 
just such jobs. Beeause the jaws of 


both heads project from the same side 
of the handle, these wrenches not only 
offer a comfortable grip for the opera- 
tor’s hand, but the jaw that receives the 
strain near its point is reinforced by 
the handle. The Obstruction “Super- 
rench” is furnished in a wide variety 
of sizes for all popular U. S. and S. A. 
EK. standard nuts and eap screws. Like 
all “Superrenches,” the Obstruction 
pattern is forged from chrome-molyb- 
denum steel, said to be the strongest, 
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toughest material for the purpose ever 
produced. Every “Superrench” is guar- 
anteed against breakage. Literature will 
be furnished by the makers on request. 

D. O. Jumes Mfg. Co., 1120 West 
Monroe street, Chicago, is manufactur- 
ing a new heavy duty worm gear speed 
reducer. The housings are so designed 
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diane asks in Ore m x 
as to provide a large heat radiating and 
oil cooling space, which keeps the oil at 
a low, even temperature, the company 
states. Phosphor bronze gears, S. A. E. 
3140 chrome nickel steel worms, Timken 
and Norma Hoffman roller bearings and 
interchangeable bushings are used. 
When the worm is at the top of the 
unit, sight feed oil cups furnish oil to 
the roller bearings on the worm shafts, 
and the oil level cock, fitted into the 
side of the housing, prevents over-oil- 
ing. A stuffing gland on the worm shaft, 
said to be easily repacked, prevents oil 
leakage. Gear shafts are made oversize 
to withstand starting and _ overload 
strains, and a lock nut and lock pin, 
easily adjusted, hold the thrust bearing 
in proper position on the worm shaft. 

The Webster Com- 
pany, 1856 North Kostner avenue, Chi- 
cago, is manufacturing three types of 
wdjustable bag holders, adapted to all 


Manufacturing 





TES 


Wise 





kinds and sizes of bags—the Mosher, 
improved Mosher and Universal. All 
may be adjusted to any height or widtl 
of sack. The Mosher and 
Mosher are equipped with ma 

jaws, wrought iron pipe sta 
and steel springs. The jaws of t 


Improve 
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4] What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? = 
@ Wire them—’phone them—they ll go 
house racks and on the cars in a jiffy. 
You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deai more 


ut making good pulleys than many other ncerns 
1 OUR POLICY in 


off our ware- 


building Wood Spitt Pulleys is: Cheap 





ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
vaiue of uy most vaiued asset—our Good Will. 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


(Formeriy Medart Patent Pulley Cx = 
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No Competition 
—on LUTHER Quality Grinders 


Luther is a “buy”? word among mechanics 
and quality tool buyers 


The No. 51 Best Maide 
Grinder, illustrated here in 
two positions, has remark 
able sales value. Ball Bear 
ing design; quiet and easy 
tilting frame; and 
ideal 


tool grinding work. 


running; 


features for general 





The 


“Luther” 


name in grinders guar- 

; ¥ 
antees your getting the best that money } 
can buy. @ 

For over 30 years Luther has been € AN + 
, ate ae 
making good grinders. Jobbers and X J i 
dealers have full assurance that Luther ren 

grinders are right. cum 


Ask about our sales plan and for new catalog 


LUTHER GRINDER MFG. CO. 


283 So. Water St. Milwaukee, Wis. 
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usu “LENOX” SERVICE 


HIGH SPEED 
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HACK SAWS 
“The Toots tn the Plaid Bor” 
AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 
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SCOTT VALVE MFG. CO. 


*MAXIMUM SERVICE PER DOLLAR" 
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_ EDGEMONT 





LOW FIRST COST AND UPKEEP 


The reason for this is simple sturdy construction and large 
friction surfaces. 


of users to ““Edgemonts’’. 


It's easy to sell 
clutch is needed. 


Send for catalogue “‘H”’ 


- he Edgemont Machine Co. 


EXPANDING TYPE B CLUTCH 


Their efficiency has won a large following 


“Edgemont” Type B Clutches where a 


DAYTON 
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mer are round and provided with teeth 
that hold the bag open in an oval posi- 
tion. The jaws of the Improved Mosher 
are square and have a small outward 
projection at each corner to hold the 
bag open in rectangular position. The 
Universal is also provided with malle- 
able iron jaws, and is said to be prac- 
tically unbreakable, as it is constructed 
mainly of soft steel. Along the front 
of the frame is placed a bar for hold- 
ing a shovel o 


basket when it is de- 
ired to sort or grade at the time the 
bag is being filled. The Improved 
Mosher is illustrated herewith. 

The Skinner Chuek Company, New 
Britain, Conn., has developed the Skin 
ner “Sturdy-Sectional” stock racks for 
convenient storage and quick handling 
of stocks and parts. This stock unit is 
aid to be easy of assembly, and addi- 
tional drawer capacity may be added 
from time to time. The braces are made 
of cast iron, and, because of a locking 
device which is one of the features of 
this rack, they may be readily assem- 
bled by means of stove bolts. The frame 
is sturdy and so constructed that only 
a minimum amount of space is re- 


quired, giving a maximum amount. of 


drawer capacity. The drawers are made 


of steel, there is little variation in 
Weight and they are welded. The drawer 
capacity is 20x12x8 inches, but drawers 
vith compartments can be supplied if 
desired. The drawers can be supplied 
ith dro» or stationary handles, and 
hoxes ean be furnished liquid-tight. 


New Use for Chain 


Another use has been found for 
chain. Many industries have found 
electro-magnetic equipment to be the 
most economical method for handling 


many forms of steel. 


One or two mag- 


nets suspended from a steel I-beam are 


used, attached at the center to an elec- 
tric hoist, run.ing on a monorail. To 
prevent serious injuries in ease th 
electric current is accidentally shut off 
a heavy emergeney chain is being suc- 
cessfully used on each magnet, accord 
ing to The Columbus McKinnon Chain 
Co., Tonawanda, N. Y. This fastens 
securely to the I-beam above the mag 
net, and is clamped around the mate- 
rial. 
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Tuttle & Bailey Mtg. Co., 441 Lex 
ington avenue, New York, is distribut 
ing its eightieth annual catalogue for 


contractors on its registe 


s, grilles and 
radiator cabinets. This is a very hand 
ome catalogue of 82 pages and cover, 
measuring 11 by 8*s inches. It contains 
price and specification tables and other 
information and is well illustrated. 
The Os wego Tool Company, Oswego, 
N. Y., is out with its new general cata- 
logue, No. 28, on Oswego tools for 
boilermakers, machinists and pipe work 
ers. This catalogue supersedes all pre 
vious issues and contains some added 


lines of manufacture and changes and 
corrections in certain list prices. It 
measures 94g by 6% inches, contains 
44 pages and cover, has price and speci- 
fication tables and is well illustrated. 

The Linde Products Company, a 
unit of the Union Carbide and Carbon 
Corporation, Carbide & Carbon build- 
ing, New York City, has issued a well 
illustrated booklet on “Long Pipe Lines 
with Oxwelded Joints.” The booklet 
discusses the growing use of the oxy- 
acetylene process in welding pipe joint 
in the oil and gas industries, cites ad- 
vantages of the process and contains 
some tips as to the proper methods of 
applying’ it. 

Sprout, Waldron & Co., Muncy, Pa., 
have issued a very compact and handy 
illustrated catalogue, No. 127, on thei 





power transmission applhances, with 
price lists and tables. The catalogue 
measures 6 by 3'2 inches and contains 
144 pages and cover. This company has 
also issued Section GG of Catalogue 
No. 126 on its Monarch material han- 
dling equipment, including grain eleva- 
ters, conveying systems, sheet metal 
fabrication and power transmission ap- 
pliances. This is a loose-leaf arrange- 
ment, consisting of 126 pages and cover, 


is illustrated and contains tables. 
Obi 
Edward : Moore 


Edward Y. Moore, inventor and for 
mer president of The Chisholm-Moore 
Mfg. Co., Cleveland, manufacturer of 
hoists and trolleys, died August 24th in 
his home in Cleveland Heights, at the 
advanced age of 80 years. Mr. Moore 











EDWARD Y. MOORE 
was born in Astoria, N. Y., in 1847, in 
the ninth generation of Moores in this 
country, six generations having lived in 
is parents’ home. His father had been 
“ manufacturer before him. In 1901 
Mr. Moore, together with the late Judge 
Elbert H. Gary of the United States 
Steel Corporation and Charles M. 
Schwab of the Bethlehem Steel Co., and 
others, organized the Chicago Pneu 
matic Tool Company, in a merger of 
five plants, and became its vice-presi- 
dent. He went to Cleveland in 1905 
and organized the Chisholm-Moore 
company. Mr. Moore developed a score 
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or more of railway appliances, hoisting 
apparatus and pneumatic lifts and 
tools. Deceased is survived by his son, 
Samuel H. Moore, present president of 
The Chisholm-Moore Mfg. Co., and two 
daughters, Mrs. Howard F. Williams 
und Mrs. Margaret M. Tozzer. 
John T. Kelly 

John T. Kelly died in Scarsdale, 
N. Y., September 5th at the age of 74 
years. Mr. Kelly was born in Pitts- 
burgh and was one of the founders of 
the Kelly & Jones Co., Greensburg, Pa., 
and head of that organization until its 
sale to the Walworth Company in 1925. 

H. H. Packwood 

The body of H. H. Packwood was 
found in his car with his hands still 
holding the steering wheel on the after- 
noon of Wednesday, September 14th. 
He was enroute from Seymour to 
Wichita Falls, Texas, and every indi- 
cation pointed to instantaneous death 
from heart failure. The car had run off 
into a small ditch by the side of the 
road and stopped, but had not over- 
turned. The ignition switch had _ not 
been shut off. Mr. Packwood had been 
with The Murray Company, Iallas, 
Texas, for a number of years as a sales- 
man in the mill supply department. 
Previous to his connection with The 
Murray Company he was with the 
United States Rubber Company. 

Arthur Harris 

Arthur Harris, one of the founders 
of Arthur Harris & Co., Chicago, manu- 
facturers of floats, pipe coils and other 


} 
ber 22nd in his home, 3265 Washington 
boulevard, Chicago, ] 
of about five weeks duration. Mr. 
Harris was born in Maidstone, Kent, 
England, March 20th, 1848, and came 
to Chicago, direct from England, with 
his family in 1853. They made the 
trip in a sail boat and the voyagt con- 
sumed six weeks’ time. When the 
family settled in Chicago, the popula- 
tion was 50,000 and their first residence, 
near Harrison and Halsted streets, 
was then close to the city limits, 
although now in the heart of the near 
west side business district. Mr. Harris 
was employed by Crerar, Adams & Co., 
and later by Adams & Westlake, manu- 
facturers of sheet metal products, for 


many years, being in charge of certain 


work in the manufacturing end of the 
business. His brother, the late Georg 


P. Harris, was associated with a com- 
pany making copper products. In 1884 
George P. and Arthur Harris organized 
a business to manufacture copper prod- 
ucts under the name, George P. Harris 
& Bro. George P. Harris dit 
In 1900 Arthur Harris’ son, Arthur 
J. Harris, became associated in the 
business, while another son, George C 


= « 
Harris, joined the company in 1907. 
The name, Arthur Harris & Co., was 
adopted in the fore part of the century. 
Deceased is survived by his wid 


Nellie W. 
who are now conducting t 


Harris, and his two sons, 


} 
} 


1e business. 
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This typeof Osborn Mas- 
ter Wheel (ill. below) is 
made in diameters ranging 
from 8" to 15”—all with 
standard 2" opening. Ad- 
justment to fit any size 
arbor is provided by the 
use of Osborn Adapters. 
Careful inspection insures 
that every wheelisproperly 
balanced and perfectly 
circular, 
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Almost every one of your customers can use Osborn Master 
Wheels to real advantage. Their range of usefulness is too 
wide to cover here, but the partial list below will suggest 
some profitable opportunities for you. 


CLEA NING—~—gears, castings, flinted shanks or twist drills, 
cans in canning factories, auto springs, pipe threads, metal 
parts after welding, tire carcasses before retreading, struc- 
tural iron and steel, spark plugs. 


REMOVING—rust from metal, insulation from electric 
wires, paint from auto bodies, scale from forgings, enamel 
from metal. 


BUFFING—tires in manufacture, tubes for splicing and 
patching, tires before retreading or vulcanizing. 


POLISHING—castings, bronze tablets, metal parts before 


plating or painting, etc. 
FINISHING—ornamental bronze. 


You can cover the requirements of this field 
with a small stock of Osborn Master Wheels 


and some extra inexpensive Osborn Adapters. 


Osborn Master Wheels are unit built with 
a standard 2” opening. Sizes range from 4” 
to 15’’. Adjustment to fit any size arbor is 
quickly and easily made with inexpensive 
Osborn Adapters. This means a compara- 
tively small, fast moving stock—and Master 
Wheels carry a good margin for you. 


WWE OS80RN MANUFACTURING LOMPANY 
5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices : 


New York Detroit Chicago 
San Francisco Los Angeles 
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THE Mitr Suppty SaLtesMAN Was Founde 


d by Ernest H. Smith in 1922, and Dedicated to the Practical 
Distribution of Mill Supplies. Ernest H. Smith, Associate Editor. 


Application of Correct Sales Principles in the 








Paint a Real Picture for the Buyer 


Salesmen Should Cultivate the Art of So Telling a Story as to 


Cause Customers to Visualize it Clearly 


Julian Ralph was an eminent journal- 
ist and successful story teller, but he 
paid tribute to the story telling ability 
of C. S. Reinhardt by saying, “When 
another person tells a story, you hear 
it. When Reinhardt tells a story you 
see it.” Having missed acquaintance 
with Reinhardt, you and I may not 
know much about his wonderful ability 
as a raconteur, but we know what 
Julian Ralph meant when he said that 
a hearer could see the picture painted 
in Reinhardt’s words. 

I have 
made it 


known salesmen who have 
possible for me to visualize 
what they told me, not in their stories, 
but in their selling talks. A salesman 
showed me a tiny monkey wrench. It 
could not have been more than an inch 
long, but it was complete in every detail 
and worked perfectly. It was made in 
Way as the large ones turned 

factory. 

“The chap who makes these does it 
just for fun outside of his 
hours,” said the 


the same 
out by the 


working 
salesman. “It’s his 
idea of enjoying his spare time to work 
at making these little toy monkey 
wrenches.” 

PLAYED ON SHOP BOSS’ INTEREST 

The salesman went on to describe the 
interest of that workman in his outside 
work, and in his job as shop boss in the 
plant where tools handled by the sales- 
man were made. He made it obvious 
that the man was devoted to his work 
and cared more about turning out a 
perfect tool than almost anything else. 
He pictured the man for me, as he had 
seen him, at work overtime, playing at 
making those miniature wrenches. I 
could see him myself, in my mind’s eye, 
getting the same satisfaction out of a 
smoothly working little wrench that you 
or I might get out of cutting our golf 
score down five strokes. 

You may say that the fad or the out 
of hours occupation of a tool shop boss 
could not influence leading buyers in 
choosing tools, but I think you would be 
wrong in so thinking. The picture that 
salesman painted was most effective in 


FRANK FARRINGTON 


convincing his hearers of the fact that 
here was a tool maker with whom fine 
tools were almost a religion. His heart 
and conscience were in his work. Could 
such a man turn out any but perfect 
work? 

It would have been a simple matter, 
and it would have been the method of 





Unfold a Picture for Him 


most salesmen, merely to describe the 
output of that tool shop as high grade. 
There might have been mention of the 
shop boss as a good man who was right 
on the job every minute. I think that 
method would have fallen short of the 
more imaginative way of the salesman 
who gave me the picture of the en- 
thusiastic tool maker playing at making 
miniature monkey wrenches in his off 
hours. 

Some salesmen are adepts at describ- 
ing and even picturing the great plants 
behind them. They tell the buyer the 
number of floor space, the 
number of buildings, the amount of 
glass in the daylight shops, the kind of 
menu in the plant cafeteria, the distance 
the product would reach if placed end 
to end, but they cannot, or do not, pre- 
sent to the buyer a picture of the prod- 
uct in use in his operations. 

The buyer wants to know what the 
product will do for him and how it will 
do it. The salesman who can visualize 
its use—presenting to the buyer a pic- 
ture his mental vision will grasp of the 
product being used by him—is going to 


acres of 


get interest and make sales. What in- 
terests a man in buying is not a picture 
of a certain type of set screws pouring 
out of a machine that turns them out 
by the bushel, but a picture of his own 
product being held securely together, 
despite unusual strains, by the use of 
those set screws. 

There is the same difference in in- 
terest between dry catalogue talk and 
picturizing sales descriptions that exists 
between a dull treatise and a bit of 
realistic fiction. 

HUMAN ELEMENT HAS APPEAL 


The injection of the human element 
into the story makes it appeal with 
double strength. Even “hard boiled” 
buyers will, in spite of themselves, de- 
velop an interest in a selling talk that 
tells what individuals are doing. Men- 
tion of the mechanical qualities of a 
product may have its technical interest, 
but description of how a certain indi- 
vidual is making use of that product to 
his own gain and advantage will get a 
more enthusiastic response. As an ex- 
ample, a salesman who was unable to 
interest the buyer in his enumeration of 
the good qualities of a brand of belting 
switched to a description of a plant he 
had visited. 

“IT suppose that shop is the oldest 
shop around Detroit doing just their 
kind of work,” he said. “It isn’t exact- 
ly an up-to-date place. It’s old, and 
the fellow who runs it is a grizzled old 
cuss who will hardly listen to any talk 
about anything new. He’s using the 
same kind of machinery he used when 
he started the He just keeps 
pegging along, turning out about the 
same output year after year, and I 
guess he’s satisfied with what he’s 
doing. But what I wanted to say was 
that in this man’s old shop he is using 
a belt he bought from our house when 
we first began manufacturing the type 
of belting we make now. And that belt 
has been in use all the time since then. 
Nothing has ever been done to it, and 
it’s a good belt today, running under 
conditions that would have put lots of 


shop. 
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belts out of business long ago. I tried 
to sell the old man a new belt recently, 
but he just said, ‘What for? That 


belt’s good for as long as I'll want it.’’ 

That kind f talk interested the 
buyer. He wanted to know who the 
man was and he found he had heard 


of him, and the conversation took on 


something of a more friendly atmos- 

phere. It did not result in an order 

right then, but it did show the sales- 

man the vay to that buy ’s interest, 

and sales resulted or subsequent visit. 
] 


Some of the write of mill supply 





idve i\ tage of 
hel t ze their prod- 
ucts. a belt lacer make 


if their advertise- 
d the amount of 
pressure the jaws of the exert 


by stating that the 45,900 pounds pres- 


it easy fon 


ments to 





device 


sure is equivalent to the 
bull elephants. A mz 


pounds 


weight of six 
n to whom 45,900 
very little, if such there 

mill supplies, 
, 


can comprehend the fact that six large 


means 


be among’ the buvers of 


elephants 


would produce enough pres- 
sure by their weight to do almost any- 
+} . } . " ] 
hing pressure can do, 
\ manufacture -elects the name 
“Bulldog” and advertises it as a suit- 


able name for a product that is de- 


signed to hold on with a death-like grip. 
manufacture} 


ame “Bullfrog” 


chooses the 
his product 
shape. A 
wishes to demon- 
files shows 
of them will with a certain 
number of strokes many 

4 surface filed, 
remove so many 
picturizes the results 


lis files, and the pictures get 


pecause 





a bull frog in 
who 


ll one of 
ranufacturer 


rate the efficiency of his 





lat one 
remove so 


metal from the 


ere is an actual illustra- 


SALESMAN’S PICTURIZATION IMPORTANT 


Advertising illustrations, trade 
marks, mode ( e to five the pros 
pective purchaser the picture of the 

‘oduct. They are used because every- 
one kno they make a strong appeal. 





ualize the proposi- 








tion ” which they are expected to 
vend money. Second only to those, if 
econd picturization by the 
esman in his conversation. 
“he alesman who cat carry ample 
Vit m ha comparative ly easy 
position. He dos not have to rely 
0 much upor word ability to make 
the b unde nd what something 
e t t e may neve have een, 
e mat vit ut imples. But 
few upply esmen can carry 
amples of all their products. It re- 
rn Y ther for them to learn how to 
t yout the gor o the buyer can 
vet a ment rit ire of them 
Some Ouse upply the salesmen 
wit photograph tnd some with 
} y hs of produc n actual use. 





These photographs will often get atten- 





. a 
tio ere t vould not, particularly 
en tl photograph ho human 
( Y Othe C completely illus- 


“The Mill Supply Salesman” Secthom 


trated catalogues. Nevertheless much 
dependence must always be placed upon 
the salesman’s ability to picture his 
goods in his talk. 

This is not easy for all 
are not “picture-minded.” They do 
not think in pictures. They do not 
visualize their products in use, in their 
own minds. They think more in terms 
of statistics and prices. Such = un- 
imaginative minds are handicapped. 

It may be helpful to the salesman to 
try at home on his family his ability 
to paint word pictures, to describe his 


men. Some 
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products other than in terms of me- 
chanical qualifications reduced to 
figures, or in dollars and cents. He 
may thus find out what his ability or 
his lack of ability is. 

For the man who has no ability for 
picturization it is probably most ef- 
fective to resort to the best of other 
methods, including as much variety as 
actual pictures on paper. 
Kor the man who has that ability and 
has not developed it, there is of course 
just one thing he should do-—set about 
developing it. 


possible of 


Leaders for All Calls 


Well Planned Talk on Selected Line as Introduction 


Vay Pave Way to 


Is your method of appreach one that 
is likely to get somewhere with 
the buyer, Mr. Mill Supply Salesman? 
Are prepared, when you enter a 
buyer’s office, to get 


vou 


you 
away to a goou 
start, or are you there simply to take 
an crder if the 
you K 

No reference is 


way of 


buyer has one to hand 
made here to your 


entering an office—whether you 


esitate and twirl your hat, or rush 
forward with gusto ready to take the 
place by storm, or whether you enter 


ia 





Anal {re 


Kael Bue r 


to impress the buye1 
your 


in such a way as 


with manner. The 
you have 
something definite, interesting, impres- 
that is likely to lead to a 
substantial sale, or whether you rels 


favorably 
question in mind is whether 


sive to say 


simply on your order book and your 
catalogue. 
A fe months ago an 


d item appeared 
in MILL SUPPLIES 


concerning a mManu- 


facturer who addressed a meeting of 
salesmen of one of the mill supply 
iouses handling his line. He astounde¢ 


| 


salesmen by 
said 


contradicting 
that the mill 
hundreds of 
asserted that he sells but 
His explanation 
prospective custcmer is 


one of these 
the latter when he 
supply salesman 
items, and 
comparatively few. 


Was that every 


not in the market 
the mill supply 
then went on to state that the sales- 


an should 


for every item car- 


ried by house, and he 


make a list of the item 


a certain customer or prospective cus- 


tomer should use and keep track of 


Substantial “ale 


sales made on those items so that he 
would where to make special 
efforts to sell the buyer on each call. 

One of the noticeable benefits de- 
rived from the “Blue Ribbon” line spe- 
cialization plan cf the Smith-Courtney 
Co., Richmond, Va., is that the sales- 
man something definite to talk 
about when he ealls on a customer, and 
that, although the buyer may not be 
in the market for the line that is being 
pushed at the time the salesman visits 
him, the talk on this line gives him an 
opening wedge, and often leads to sales 
of other items. 


know 


] 
nas 


SALESMEN’S “HOBBIES” ENCOURAGED 

The Smith-Courtney Co. is not only 
giving its salesmen a thorough educa 
tion on its ten “Blue Ribbon” lines; it is 
seeking to make each salesman an au- 
thority on some one particular line 
W. C. Hunter, general manager of The 
Ross-Willoughby Co., Columbus, Ohio, 
states that his company encourages it 
salesmen to develop sales “hobbies,” and 
lends them every assistance in accumu- 
lating knowledge on particular lines. 
Kk. L. Goucher, purchasing agent of 
he Frick and Lindsay Company, Pitts- 
burgh, says his company also encour- 
ages a man in thoroughly 
familiar with the which he is 
most interested. 


becoming 
lines in 


Therefore, the question arises, why 
is it not possible for every 
to develop his 


salesman 
knowledge on enough 
to include items used by all 
types of industries on 
that he will have a 
vell-planned, convincing, order-produc- 


“leaders” 
the various 
vhich he ealls, so 
ing talk when he enters every buyer’s 


office? 


So much stress has been laid on the 
difference between “order takers’ and 
“salesmen” that many a good selling 
representative—and many a bad one, 
too—probably groans every time he 
hears the subject brought up. Yet 
there is such significance to the dis- 


the two that it can 
be over-emphasized. During 
and for a time afterward, all 
needed to enable him to repre- 


tinction between 
carcely 
the war 


a man 

















sent his house in city sales or on the 
road was the ability to write down an 
order properly. But that day is past, 
business men inform us, and the day 
is at hand, and has been at hand for 
some time, when a salesman in order 
to be successful must really sell. 

The mill supply salesman who drags 
himself and his catalogue and order 
book into a supply house, tilts his hat 
on the back of his head and 
“What do you need today?” or rattles 
off a list of items such as do some gro 
cery clerks when talking to the woman 
of the house, is in every sense of the 


asks, 


word an order taker, unless he and his 
house are so well established with the 
buyer that no more effort is necessary. 
Contrast him with the salesman who 
has something very definite to talk 
about when he calls on the buyer. The 
very fact that he has something inter- 
esting to say makes his chances the 
better to stay a little while longer and 
gain a bit of the buyer’s confidence, 
and in acquiring that confidence he has 
established a foundation upon 
which to worth-while 
business 


good 
build a_ strong, 
relationship. 

Every really good buyer has respect 


for the salesman who “knows his stuff.” 
When such a salesman ealls on him and 
gives him a substantial talk on some 
item he uses in his business, he is going 
to “drink it all in,” and, the quality of 


} 


right and 
his house good, he anil 
his goods are going to receive the buy 
er’s earnest consideration. 


the salesmen’s goods being 


the service of 


SALESMAN CAN EDUCATE SELF 
Many mill 
need for 


supply houses feel the 

more effective efforts, 
that reason are using’ various 
means to educate their salesmen. Prac 
tically all supply houses realize the 
necessity for greater profits, and be- 
of that realization have adopted 
or are adopting specialization ma@hods. 
salesman can do much to edu- 
cate himself. He cannot expect to be 
thoroughly familiar with item 
his house carries, if the house stocks a 


} 
1 


sales 
and fon 


cause 


every 
arge and varied line, but he can gain 
a good knowledge of those lines which 
carry substantial margins of profit and 
which will serve as satisfactory “lead 
ers” in his sales talks. He will generally 
find his sales manager and the other 
officials of the house and the manufac- 
turers’ sales willing to 
lend him assistance, and there is plenty 
of literature available on most lines 
earried by his house. 

But in order to use his “leaders” 
effectively, the salesman must be 
with the characteristics of his 
with 
select as a 


representatives 


familiar 
customers’ businesses and their 
needs. It is useless to i 
a low-profit item that is used 
small quantity and plays an in 
significant role in the activities of the 
plant. His should 
show him the principal items his cus 
tomer uses in his plant, when he last 
bought them, and when he 
will be in the market again. Hi 
knowledge of his customer’s activitie 


“leader” 


only in 


customer’ records 


probably 
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should tell him if a new product just 
brought out is something in which the 
customer would be or should be inter- 
ested. 

After all, salesmanship is like any 
other business or profession in that the 
man who is to be of value to his house 
and forge ahead himself is the one who 
ix constantly looking ahead, studying, 
analyzing. The salesman who would 
be a should analyze his every 
eall. The mill supply salesman cannot 
walk into every office and hand out the 
<ame line in the same way and get 
with it on any impressive scale. 
We are definitely living in an age of 
specialization, and the salesman must 
be prepared to demonstrate his fitness 
for his job. 


succes- 


away 


Vueh Talk Is Unnecessary 
Some Selesmen Bring Un Matters Which 
Would Be Better Left Alone 
One fault with most of us—and this 
applies to some salesmen. too—is that 
we talk too much, and bring up too 
many subjects that are not at all neces- 
<ary and would be better left 

untouched. 

As an example, take the case of two 
automobile companies whose places of 
business were situated across the street 
from one another. One of the partners 
in one of these companies much 
than the other. On one 
occasion he happened to be in front of 


which 


was 
less known 


the place of business of the other com- 
pany a friend and stopped to look 
it a new car standing at the curb. One 
of the firm, seeing the two men 
mspecting his company’s car, went out 
and talked them. During the 
course of the conversation he mentioned 
the fact that his company had _ been 
doing more business than the company 
street. The partner in the 
companv kept his identity a se- 
laugh up his sleeve, and 
vhen he got back to his own place of 
told the story and 
others to enjoy it. And an amusing 
eature of the incident fact 
that the companv with the “unknown” 
was probably far ahead of the 
other in business done. 
There was absolutely no necessity for 
the remark that was made. The cars 


clad by the two companies were in di 


with 


othe) 


with 


ecross the 
other 
ecret, had a 


business, allowed 


was the 


veortner 


ferent price classifications. But even 


if ihev had been real competitors and 
had the true, 
would have necessity for 


been there 


real 


tatement 
been no 
the remark. As a rule, it is a good 
thine for the salesman to leave his 


comvetitors alone when trying to make 


a sale or when discussing business un- 
less if unavoidable. 
Keen After the Hard Ones 
Just beeause the salesman doesn’t 


like a buyer or is afraid of him is no 
reason why he should not call upon him 
regularly. Very often a pleasing per- 
sonality will, by consistent effort, melt 
the frost out of a cold customer and 
make him really friendly. 
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STL SAAT = 


SIMPLY DOMINATING 
THE FIELD 


BECAUSE ~ 


It has superior construction. Ball 
bearings throughout. 








Light alu- 
Swivel and ad- => 
SKILSAW has 


a specially designed, powerful, 


minum body. 
justable base. 


fan-cooled !2 H.P. motor. 


STRLILIAYY 


BECAUSE ~ 


It has superior design. 








There 
is nothing clumsy or awkward 
about SKILSAW. 
compact, 


It is a neat, 
well-balanced hand- 
tool with a comfortable grip. As 
easy to handle as a jack plane. 


SLT ILSAV 
BECAUSE ~ 
By actual test in demonstration 
with other electric saws, it sells 
itself on merit of performance. 
It is a time proven, a. 
tool doing what other saws can- 
not do. 


SLL SAW 


BECAUSE ~ 


It is sturdy, reliable and efficient 
SKILSAW is preferred by the 
largest contractors in the country 
(names on request) and by car- 
penters every where. 








\ 









THE 


LEC TRIC 
HAND 
SAW 


WE INVITE vour 
DISTRIBUTION 
WRITE FOR FACTS 


SLATES 2 Wosre. 


3818 RAVENSWOOD AV. 
CHICAGO, ILL. 
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Cut Out the 
Chatter 


Every user of metal-cutting 


saws knows what that means. 
Chatter is not only annoying, 
but damaging to the saw. When 
a machine is equipped with a 
SIMONDS INSERTED 
TOOTH METAL SAW users 





not only cut out the chatter 
when cutting tough metal, but 
they get more production. The 
high speed steel teeth withstand 
wear and can be easily sharp- 
ened when necessary. A sturdy 
plate of high-grade steel gives 
the saw longer life and resists 


wear. 


SIMONDS 


SAW AND STEEL 
COMPANY 


ESTABLISHED FITCHBURG, MASS 
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Golf Provides the Moral 


Old John Rosey Again Draws an Object Lesson in 
Salesmanship from the Field of Sport 


Salesmen for the Milner Supply Co. 
had gathered for the regular bi-weekly 
sales meeting, and all were in a jovial 
mood. The unseasonable heat wave of 
the week before had given way to 
pleasant, sunshiny, early fall weather. 
The meeting promised to be interest- 
ing, it would be over at about 1:30, 
and the men then had a good Saturday 
afternoon ahead of them. 

Particularly jovial was young Jim 
Morgan, and well he might be. Hadn’t 





Master the “Irons,” Too 


the big orders been just rolling in for 
him during the last week, and, further 
than that, hadn’t he succeeded in se- 
curing a big order for electric tools 
from McFarran’s, a company he had 
never before been able to sell? 

Young Jim just radiated happiness. 
He couldn’t sit still because of his ex- 
huberant spirits. He walked from one 
to another of the salesmen, making one 
crack or another, usually accompanied 
with a slap on the back or a disar- 
rangement of the other’s nattily ar- 
ranged pocket handkerchief. 

Finally he brought up at the desk of 
old John Rosey, supervisor of sales- 
men, who was to preside at the day’s 
meeting and was waiting for the manu- 
facturer’s representative who was to be 
the principal figure of the session. 

“What’s doing this afternoon, John?” 
Jim asked. 

“A little golf,” replied the older man 
pleasantly. 

“Golf!” snorted Jim derisively, 
though he himself was a confirmed ad- 
dict of the game. “Why, man, I 
thought all you were interested in was 
prize-fighting. Here, a few weeks ago, 
you gave me an object lesson from a 
big fight to prove the error of my ways 
in wanting to cut prices. You were 
right, too, in your argument, and we’ve 
finally landed McFarran—on the right 
basis, too. But here you are talking 
about golf now. Whose playing with 
you?” 

“Harry Cameron of the purchasing 
department,” said John, smiling. 

“Harry Cameron? You don’t mean 
to tell me you’re going to play that fel- 


low? Why, here a couple of weeks ago 
I watched him drive off No. 1 tee twice, 
and both times he sent that ball 250 
yards down the fairway, straight as 
an arrow. Furthermore, they tell me 
that 250 yard drives are a regular dish 
with him. And you mean to tell me 
you’re going to match your game 
against his?” 

Old John ignored the interrogation. 

“Harry was playing Ed Billings that 
day, wasn’t he?” 

“Yes, I believe he was.” 

“Well, they were playing a match. 
lid you notice how far Ed drove?” 

“Perhaps 200 yards.” 

“Wasn’t his drive straight?” 

“Couldn’t have been straighter.” 

“Well, I want to tell you, Jim,” said 
Old John, “that Ed Billings had ten 
strokes on Harry Cameron at the end 
of the match and gave him a sound 
drubbing on holes.” 

“How come?” asked Jim in surprise. 

“Well, it’s true that Harry generally 
sends his drives for 250 yards or so, 
but there’s often a mean slice or a 
treacherous hook to them. Further- 
more, he’s weak with his irons. His 
approaches to the pin are often poor, 
and he’s lost many a hole through miss- 
ing short putts. On the other hand, 
Ed Billings seldom drives over 200 
yards, but his drives are invariably on 
the fairway; he’s a master on his _p- 
proaches, and seldom does he take more 
than the allotted two putts on a green. 
I don’t believe there’s an amateur out 
at Hillcrest who can trim him con- 
sistently.” 

“Moral?” said Jim, still smiling. 

Old John looked around the room. 
The eyes of every salesman were 
focused on him, and, peculiarly enough, 
there wasn’t a smile on a single face. 
Even Jim Morgan’s grin had disap- 
appeared. These men knew that Old 
John generally had something worth 
while to say when he spoke. 

“Well, Jim, there is a moral to it,” 
he replied slowly. “As I’ve told you 
before, salesmanship is like any sport. 
A man’s got to play the game from 
beginning to end. He can’t be content 
to master one phase of it, and hope to 
get by. Take Harry Cameron as an 
example. As I’ve said, he’s a terrific 
driver, but there his game ends. He 
worries all the time because he can’t 
use his mid-iron, his mashie, his niblick 
or his putter, and he never takes the 
time to study his iron shots and to 
practice them. 

“Harry’s game might be compared 
with the salesman who has the ability 
to get the buyer’s ear and whose effec- 
tiveness ends there. The latter makes 
a favorable impression when he enters 
the office and paves the way for a good 
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hearing, but he can’t follow up his 
lead. In most cases it’s because he 
hasn’t taken his job seriously, because 
he hasn’t studied the fine points. 
Iverything that is worth while re- 
quires application and determination.” 

John arose from his desk and looked 
at his watch. 

“T could go on talking indefinitely 
because I love golf and I love salesman- 
ship,” he said. “but it’s twelve-thirty 
now, and Mr. Hadden’s about due.” 


Diplomacy a Good Asset 
While the salesman should stand up 


for his rights and combat gracefully 
every argument advanced against the 


item he is trying to sell, he should take 
care not to become too fixed in his 
opinions. There are some people who, 
once they make up their minds that 
such and such a thing is right, become 
so set that they think everyone ‘should 


think as they do without question. Any 
salesman with a tendency to become 
so “set” should overcome it. It is not 


necessary that he agree with the buyer 
in whatever he says, but he can handle 
his end diplomatically. 


Don't Overdo Hobby Talk — 


Discretion Should Be Used in Bringing Up 
Buyer's Favorite Pastime 


It is undoubtedly a fact that it is a 
good thing for the salesman to learn 
the hobbies of the various buyers with 
whom he comes in contact, and to brush 


up on them so that, if advisable, he 
may make use of this knowledge to 
secure the attention of the man he 


wishes to sell, but, like everything else, 
talk on a man’s hobby may be grossly 
overdone. 

In the first place, the salesman must 
use discretion in bringing up hobbies. 
He must do it naturally. If he makes 
it plainly evident that he’s using this 
means to get on the right side of the 
buyer, his effort may be negligible, or 
may even cause an unfavorable reaction 
toward him. Neither should he use this 
hobby talk as a leader every time he 
calls on the buyer, unless the latter is 
so sold on his hobby that he’s eager to 
talk about it at any time. 

The salesman should also use discre- 
tion in another way. Suppose the buyer 
is an ardent baseball fan and that his 
team after apparently being headed for 
the pennant drops into a slump that 
practically wrecks its chances. He may 
be the type of fan who broods enough 
abcut it without having the matter 
brought up in conversation. 

The successful use of hobby talk must 
be based on thorough analysis of the 
buyer, just as all other sales efforts 
must be. The salesman must “know his 
man” as well as his goods. 


The Value of Correct Time 

tailroad men have their watches in- 
spected regularly to see that they are 
running right on time, for a few min- 
utes error in a timepiece might cause a 
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disaster. Of course, the same import- 
ance is not attached to the correctness 
of a salesman’s watch, but he may find 
at times that being a few minutes late 
for an appointment will cost him busi- 
ness. Many buyers are exceedingly 
busy men and they might not be able 
to do business with the salesman who is 
late. A word to the wise: Wind your 
watch regularly at a certain time each 
day, send it to the jeweler once a year 
for cleaning and oiling, and keep a 
check on it to that it is keeping 
time accurately. 


see 


Salesmen and Credit 

The salesman should be just as in- 
terested in seeing that his house does 
not lose money through poor accounts 
as is the chief executive. It would be 
advisable for him, therefore, to conduct 
a little personal investigation of his 
own before going in very deep in the 
way of sales to a company with which 
No 
sale is of value to himself or his house 


he has had no previous relations. 


if the goods aren’t paid for. There 
should be no clash between the sales 
and credit departments. They both 


exist for the same purpose—to make 
money for the house. 


Read Manufacturers’ Ads 


One very good suggestion made by 
Frank Farrington in his article in last 
month’s of MILL SUPPLIES was 
that salesmen can pick up expressions 
and descriptions so worded that they 
can use them in their sales talks if 
they will study the advertisements of 
the manufacturers whose lines they 
handle. The advertising writer is 
usually trying to sell when he writes an 
ad, and he is generally well trained in 
his work, so his expressions are well 
worth considering. Very often, too, the 
salesman will learn something he had 
not previously known if he will consist- 
ently read all the advertisements he sees 
of the lines he sells. 


issue 


Vote Buyer’s Surroundings 

The salesman will do well to note 
carefully the condition of the buyer’s 
desk and the arrangement of his office, 
as well as his way of handling matters 
brought to his attention while the sales- 
man is visiting him. If his desk and 
office are orderly and he seems to be 
systematic and logical in taking care 
of the matters submitted, the chances 
are that if he says he will send in an 
order at a certain time, he will do so. 
If his desk and office are disorderly and 
he appears careless in his methods, the 
salesman had better make it a point to 
get in touch with him again before the 
ordering date. There’s all the differ- 
ence in the world between the man who 
makes a note on a desk calendar and 
the one who writes a “reminder” on a 
piece of paper and puts it somewhere 
in, on or about his desk. 
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When 
Minutes 
are Money 


~ once is 
enough {(o 
jom a Belt 


Modern Methods of mass 
production the 
continuous operation of 
every belt - driven ma- 
chine. 


require 


No detail is more impor- 
tant in the maintenance of 
production schedules: than 
proper belt-joining. 

Every plant standardizing 
on Crescent Belt Fasten- 
ers, has effected marked 
economies in operating 
time and maximum capac- 
ity per machine. Crescent 
joinings assure longer belt 
life and the elimination of 
costly shut-downs. 


For actual data write to— 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


CRESCENT 


BELT FASTENERS 





| 

Recommended 
by Belting | 
Manufacturers | 
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FTER all. the whole cost of belt- 
ing is only a fractional part of 
the total production cost and 

the slightly higher price you might pay 
to get a good belt doesn’t show up very 
When you 


look at it this way. it is easy to see the 


large in the cost records. 


wisdom of having a Ladew Belt on 


every drive. for Ladew belts have a 


reputation for service that no one has 
ever disputed. 


Book” is worth 
takes to read it 


The Ladew “Proof 
the 10 minutes it 
and look over the interesting _ pic- 
tures of veteran Ladew belts. Send 


for a copy. 


EDW. R. LADEW CO. Ine. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street, New York City 





When a Customer Wants 
an Unusual Service 


a piece of equipment it would not pay you to 
keep in stock—are you ready to get it for him? 





Many Mill Supply Houses buy from us to fill 
orders for special Copper and Brass work. We 
have been in this business since 1884, meeting 
demands for all kinds of copper and brass equip- 
ment. 


Here are some of the Copper and Brass products 
that mill supply houses order from us: 


Pipe Coils (all shapes) 

Pipe Bends (all shapes) 

“U” Bends for Water Heaters 

Copper Ball Floats (in stock) 

Special Metal Floats 

Float Valves (in stock) 

Expansion Joints 

Special Pipe Fittings 

Plain and Steam Jacket Kettles 

Tanks, Pans and Vats 

Funnels, Dippers and Measures 

Flag Pole and Ornamental Balls 

Cored and Solid Bronze Bars 

Special Sprays, Perforated and 
3ent Pipe Work for Plumbers 


All work is supervised by our Engineering Depart- 
ment for accuracy of engineering detail. Only work 
of the highest grade ever leaves our shops. 

Ask for Quotations 


ARTHUR HARRIS & CO., 210-218 N. Curtis St., Chicago 


Engineers, Coppersmiths, Brass Founders and Finishers 














YOUR GRANDFATHER 
Used C & L Tools 


For three generations Clayton & Lambert Fire- 
pots and Blow Torches have been recognized by 
skilled mechanics the world 
over as the standard of 
Quality. 


Today with constant im- 
provements made by Clay- 
ton & Lambert engineers 


their leadership is estab- 
lished more firmly than 
ever. 





Clayton & Lambert tools 
are still the standard by 
which Firepot and Blow 
Torch Quality is judged. 





For general all ‘round use 
metal workers find this No. 22 Coil Firepot won- 
derfully satisfactory and efficient. 


Ask your jobber about it 


and about other famous 
C. & L. tools. 


Clayton & Lambert Manufacturing Co. 


6246 Beaubien St., Detroit, Mich. 








the 30% stronger Hollow Screw 


30°; extra strensth over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
tented process which increases the density of the 
steel socket-hole, and_ heat-treated 
scientifically according to size and style of point. 


around the 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 


“Allen” is utilized either for solid metal at the point, o 
depth of socket for the wrench. All sizes in stock from 14 
to 114” diameter; any length, point or thread. Also Socket 


Head Cap Screws, Pipe Plugs and Tap Extensions—Allen 


process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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Personals 


W. W. Nichols, 1440 Park place, De- 
troit, vice-president and mechanical en- 
gineer for 1). P. Brown & Co., Phila- 
delphia manufacturers of belting, has 
been elected to membership in the In 
stitute for Scientific Management of 
Warsaw, Poland. This membership is 
an acknowledgment of the valuable 
work done by Mr. Nichols in scientific 
management lines. The Detroit chapter 
of the association recently gave a dinner 
for Mr. Nichols in honor of the ocea- 


sion. 





R. H. MeGredy has been made sales 
manager of the Lo-Hed Hoist Division 
of the American Engineering Company, 
Philadelphia. 
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M. C., MILLER 


M. C. Miller was recently appointed 
manager of the engineering sales divi- 
Metallic Manufacturing 
Company, Aurora, Ill., manufacturers 
Mr. Miller 
a broad sales experience, ex- 
tending over a period of fourteen years, 
and covering both the administrative 
and field sales ends of the work. He 
was formerly sales 


sion, Lyon 


of metal lockers, boxes, ete. 
has had 


manager for The 
Medart Company, St. Louis. 

H. C. Atkins, president of E. C. At- 
kins & Co., Indianapolis, saw manufac- 
turers, has been chosen as one of four 
Indiana business men to represent the 
state on the platform committee of 
American industry, which will draw up 
national planks to be submitted both to 
the Republican and Democratic parties 
at the 1928 conventions. 


KF. T. Whitney has just been made 
sales manager of the Cohoes Rolling 
Mill Co., Cohoes, N. Y., manufacturers 
of iron pipe. He received his education 
at the Rensselaer Polytechnic Institute, 
Troy, N. ¥., and has had supervision 
over the Philadelphia territory for the 
last three years. 

Carl R. Coffeen, for a number of years 
a member of the sales staff at the Chi- 





CARL R. COFFEEN 


cago office of the Wickwire Spencer 
Steel Company and its subsidiary, the 
American Wire Fabrics Corporation, 
has recently been advanced to manager 
of the Chicago office with the title of 
sales manager of the Chicago district. 
He succeeds L. G. MeDonald. Previous 
to taking up his Chicago sales work, 
Mr. Coffeen spent several years work- 
ng in the various plants of the com- 
pany. The territory from Denver east 
te the Ohio line is under the sale3 juris- 
diction of the Chicago office, and Mr. 
Coffeen plans to give his many friends 
in this territory the benefit of his prac- 
tical knowledge and the best of service. 

E. R. Motch, of the Motch & Merry- 
weather Machinery Co., Pittsburgh, 
Pa., distributor of machine tools, has 
returned from a two months’ trip 
through France, Germany, Belgium and 
England. 

M. Grossman, New England repre- 
sentative of the Reading Foundry & 
Supply Co., Reading, Pa., has moved his 
headquarters from 1090 Eastern park- 
way, Brooklyn, N. Y., to 124 Selden 
street, Dorchester, Mass. The move 
gives him a more central location in his 
territory. The Reading Foundry & 


Supply Co. distributes mill and plumb- 
ing supplies. 

F. William Cox was recently elected 
president and treasurer of The Cox & 
Sons Co., Bridgeton, N. J., manufac- 
turers of pipe threading machinery. He 
succeeds the late Charles F. Cox. Other 
officers of the company are K. B. Cox, 
vice-president and assistant treasurer; 
I. B. Custer, secretary, and G. Milton 
Loper, assistant secretary. 

Edward McCann, for many years as- 
ociated with the Scovill Mfg. Co., 
Waterbury, Conn., was recently ap- 
pointed manager of the company’s De- 
troit territory. 

R. M. Spangler has been elected a 
vice-president of Holbrook, Merrill & 
Stetson, San Francisco, distributors of 
hardware, metals, auto accessories, etc. 
Mr. Spangler will have charge of sales. 





J. M. GRACE 


J. M. Grace recently accepted a posi- 
tion as Chicago sales manager for The 
Imperial Brass Mfg. Co., 1200 West 
Harrison street, Chicago. Mr. Grace, 
who has been associated with the Sloan 
Valve Co., Chicago, for the last twelve 
years, has a wide acquaintanceship 
among the architects and plumbers of 
the Chicago territory. 

J. W. Bunting, president, The Bunt- 
ing Brass & Bronze Co., Toledo, Ohio, 
is making an extended investigation of 
European markets with reference to the 
products of his company. He sailed on 
September 17th for England, where he 
will make his headquarters for several 
weeks. He is accompanied by his little 
son, Bruce, who is the “Baby Bunting” 
shown in the Bunting trade mark. 
Among other places Mr. Bunting will 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 





Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 








“VB” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 





Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 315 W. Austin Ave. Factories: Easton, Pa. 
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WE WANT JOBBERS 








Guaranteed to contain no resin 


| WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


If we can sell WIZARD in London in com- 
petition with English dressings priced 
much cheaper, it’s a cinch our system of 
advertising will sell WIZARD for any job- 
ber in the U. S&S. 


The London Shafting & Pulley Co. 
teaTNE peg yg | CoLLincwooo IRON Works, ' coll 





16, NORTHDOWN STREET, 
KINGS CROSS, 


LONDON, N.1. = May 14th. 1927 


KEYS, acwave im eroce rom imat 


COLLINGWOOD woop BALATA 
GRIP COUPLINGS. PULLEYS. BELTING. 


SELF-OILING 
PLUMMER BLOCKS. 


Richmond Belt Dressing Manufacturing Co. Inc. 
Richmond, Va, U. S. A. 
Dear Sirs, 


We enclose herewith our Order No, $.434 
calling for a further supply of 'Wizard' Eelt 
Dressing. 


We are very pleased at the way in which 
‘Wizard' is selling and find that where customers 
ordered 5 or 6 lbs they now order 25 lbs which is 
ample proof of its excellence, and we are daily 
receiving orders for it marked "as sample received" 
which is very gratifying and shows the mailing has 
done good, 


Please dispatch as scon as possible as we 
do not want to be out of stock. 


Yours faithfully, 


The London Shafting & Pulley Co. 


“A 4 a e Dark > 
~“ <= ———. 
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Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 




















MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 





TELEPHONES 


“Bnew Macne Works 





7054 as ROT ING. © 
456 N. Union Ave., Chicago 

























ushman 
reece Essential 
CHUCKS 


ere tae rg 
Cushman Chuck Cos si bes -oun ET eK: 
HARTFORD. CONN, Pte ear recen its 


















PIPE WRENCH 


FORGED STEEL 
THROUGHOUT 





COMPARE! 


and your next Wrench 
will be a LAWSON 











If your Jobber cannot supply you write 


THE LAWSON MFG. CO. 


2720-24 East 53rd st., Cleveland, Ohio 
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visit is a town in Ireland where his 
father, W. H. Bunting, founder of the 
company, commenced his apprenticeship 
in the bronze industry almost seventy 
years ago. 

Frank T. Craven was recently placed 
in charge of the contractors’ equipment 
and supply department of Fox Bros. & 
Co., 126 Lafayette street, New York. 
This firm distributes mill and railway 
supplies, principally for export. 

H. M. Sutherland, foreign representa- 
tive of the Pioneer Rubber Mills, San 
Francisco, left August 20th for India, 
where he will look after the steadily 
growing business of the company in 
that territory. D. D. Tripp, vice-presi- 
dent in charge of sales, is making a 
tour of the Pacific coast branches. 

William R. Simpson, vice-president, 
The American Pulley Company, Phila- 
delphia, rounded out in September 
thirty years of service with his com- 
pany. Mr. Simpson recently made a 
business trip to Chicago and other cities 
in the Central West, and he and John 
Forrest, manager of the Chicago office 
of the company, called at the office of 
MILL SUPPLIES. 

Philip J. Faherty, vice-president of 
Pierce, Butler & Pierce Mfg. Corp., 
New York, and president of the Eastern 
Supply Association, returned recently 
from a fishing trip in Canada. Accom- 
panied by his wife and two sons, Mr. 
Faherty made Lake Loughborough, 
near Battersea, Canada, his headquar- 
ters, and states that he had good luck 
during the trip. 

I). B. Manning, formerly associated 
with the U. T. Hungerford Brass & 
Copper Co., New York, recently joined 
the sales staff of the American Wire 
Fabrics Corporation, a subsidiary of 
Wickwire Spencer Steel Co., New York. 
Mr. Manning will soon start a trip 
through Pennsylvania, West Virginia, 
Delaware, Maryland, Virginia and 
North Carolina. 

Arthur S. Pierce, formerly affiliated 
with the Boston oflice of Manning, Max- 
well & Moore, Inc., New York, was re- 
cently appointed direct factory sales 
cngineer in the Boston district for the 
Barnes Drill Co., Rockford, Ill. He will 
also represent the Sundstrand Machine 
Tool Co., Rockford, with which the 
Barnes company is co-operating in a 
sales programme. 

Robert L. 
Electric Francisco, has 
been appointed representative in north- 
ern California by the Dayton-Dowd 
Company, Quincy, IIl., manufacturers of 
centrifugal pumps. Dayton-Dowd also 
announces the appointment of W. L. 
Vansant and Stuart Goldsborough, 
Farmers Bank building, Pittsburgh, as 
district sales representatives in the 
Pittsburgh territory. 

M. W. Clark, as recently announced 
by The Republic Rubber Company, 
Youngstown, Ohio, has just moved his 
family to Chicago where he will be 
headquartered as special representative. 
He has been with the Republic com- 
pany for twelve years, having served as 


Eltringham, Pacific Gas & 
building, San 
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assistant manager of the hose depart- 
ment and as manager of the belting, 
packing and matting departments. In 
October, 1926, Mr. Clark was trans- 
ferred to the company’s sales depart- 
ment, and his appointment to the Chi- 
cago district is the result of the prog- 
ress he made as sales representative. 

John Follansbee has been elected 
president of Follansbee Brothers Co., 
Pittsburgh, manufacturers of metal 
sheets, succeeding his brother, William 
U. Follansbee, who has been made 
chairman of the board of directors. The 
new president has been associated with 
this company since it was organized 
by his older brothers thirty years ago. 
He is succeeded as general manager of 
sales by Charles A. Wilson. 

C. B. Chancellor, Parkersburg, W. 
Va., well known in the mill supply field, 
has been placed in charge of marketing 
the products of the Skelton Shovel Co., 
Inc., Dunkirk, N. Y., manufacturer of 
solid shank, one-piece shovels and 
spades, in the South and Southwest. 
Mr. Chancellor will call upon the mill 
supply distributing and hardware job- 
bing trade in fourteen states south of 
the Ohio river and west of Pittsburgh 
and Washington, including Texas, Ok- 
lahoma and Arkansas. 





Factory Additions 





Worcester Wire Works, Inc., Worces- 
ter, Mass., is building a one-story addi- 
tion. 

Industrial Tube Corporation, 35 Lane 
street, Waltham, Mass., is erecting an 
18x100 ft. addition. 

The National Chair Co., 
way, Rockford, Ill., will 
story addition, 40x130 ft. 

Bronze Foundry & Machine Co., 4007 
Detroit avenue, Cleveland, is construct- 
ing’ an addition, 50x60 ft. 

The Whiting Corporation, Harvey, 
Ill., has awarded contract for the erec- 
tion of a foundry addition, 70x160 ft. 


1827 Broad- 


erect a one- 


The Victor Furniture Co., Gardner, 
Mass., has let contract for an addition 
to cost in excess of $75,000 with equip- 
ment. 

The Dilts Machine Co., Fulton, N. Y., 
maker of paper mill supplies, castings, 
ete., will erect a brick extension, 50x 
e50) ft. 

Indiana & Wire Co., Muncie, 
Ind., will build a one and two-story ad- 
dition, to cost about $75,000 with ma- 
chinery. 


Steel 


The Crosby Co., 197-99 Pratt street, 
3uffalo, N. Y., producer of steel stamp- 
ings, dies, etc. will build a one-story 
addition. 

Aluminum Goods Mfg. Co., Two 
Rivers, Wis., plans to erect a seven- 
story addition to cost between $450,000 
and $500,000. 

The Virginia-Carolina Chemical Co., 
Richmond, Va., manufacturer of indus- 
trial chemicals, is reported to be con- 
sidering extensions and improvements 
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in its factory at Shreveport, La., to cost 
about $75,000, including equipment. 

National Enameling & Stamping Co., 
1901 Light street, Baltimore, is erecting 
a one-story addition to cost approxi- 
mately $60,000. 

The Monroe Auto Equipment Mfg. 
Co., Monroe, Mich., expects to build an 
addition to cost more than $65,000, in- 
cluding equipment. 

Warren Mfg. Co., 342 Madison ave- 
nue, New York, manufacturer of paper, 
recently let contract for additions to its 
plant at Milford, N. J. 

Grimes Foundry Co., Bluffton, Ind., 
will invest $30,000 in an addition to 
manufacture brass castings, and in a 
one-story pattern shop. 

Chouteau Avenue Auto & Wagon Co., 
2118 Chouteau avenue, St. Louis, plans 
to build a one-story addition, 60x100 
ft., to cost about $25,000. 

Hercules Rim Tool Corporation, St. 
Joseph, Mich., is considering an addi- 


tion to cost in excess of $50,000. New 
equipment will be installed. 
Michigan Steel Castings Co., 1986 


Guion street, Detroit, is said to be con- 
sidering a one-story addition to cost 
more than $30,000 with equipment. 
The American Brass Co., West Main 
street, Waterbury, Conn., manufacturer 
of tubing, sheets, rods, etc., contem- 
plates building an addition, 60x110 ft. 


The Superior Screw & Bolt Co., 
Aetna road and East Ninety-third 
street, Cleveland, will build a brick, 


steel and concrete addition, 100x107 ft. 

The Woonsocket Spinning Company, 
Woonsocket, R. I., recently awarded 
contract for a one-story addition to its 
mill, 89x57 ft., to cost approximately 
$15,000. 

D. J. Murray Mfg. Co., 1002 Third 
street, Wausau, Wis., producer of log- 
ging and lumber manufacturing ma- 
chinery, is building a manufacturing 
addition. 

The Owen Bucket Shop, 
avenue, Cleveland, 
coal and ore 


sreakwater 
manufacturer of 
buckets, is said to be 
planning a one-story addition to cost in 
excess of $25,000. 

The Atlas Iron Works, 245 
Brook avenue, Bridgeport, Conn., is 
erecting a one-story addition, 50x100 
ft., to cost approximately $18,000, in- 
cluding equipment. 

The Charles Wacker Co., 1845 West 
Cumberland street, Philadelphia, manu- 
facturer of wagon bodies, etc., will erect 
an addition to cost approximately $25,- 
000 with machinery. 

The Wehrle Stove Co., Newark, Ohio, 
producer of cooking stoves, ete., will 
erect a one-story foundry addition to 
cost about $35,000 with equipment. W. 
W. Wehrle is president. 

The Barber-Coleman Co., Rockford, 
Ill., manufacturer of taps, drills, metal- 
cutting tools, etc., plans to erect a one- 
story addition to cost approximately 
$40,000 with equipment. 

J. D. Adams & Co., 217 South Bel- 
mont avenue, Indianapolis, makers of 


Island 
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Who are Seeking Opportunities for Sales and Profit 
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SWACO LE 
SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 






PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing— 

Drilling — Buffing—Rotary 

Filing—S c re w Driving— 
Nut Setting 


and hundreds of other useful 
operations, several Sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


“The Lindy” 


Three Speeds 


M6—' H.P. Capacity 


14 Hp. motor, 110 volts, 
60 cycles, single phase to 
operate from lighting 
line, — $60.00. 





Wt it 400. All 
S. Fo 
isl Sanding Filing, 
rat Brush, "Gr rinding, 
Finishin Vulcanizing 
Plant Garé —agzes Paint 
Shops, M ine Shops 
Invented and Built Exclusively b 


Stow Manufacturing Co., Inc. 
Binghamton, N. ¥ 


Highest Grade Hose for 


Industrial Service 


Quaker Water Hose consists of a strong, braided- 
moulded jacket over a tough, rubber tube. Pliable 
and practically kinkless. Recommended for plants 
using water under high pressures. 


Quaker Hose is dependable and will give excellent 
service under severest conditions 


QUAKER CITY RUBBER CO. 
Manufacturers of Daniel’s P. P. P. Rod Packing 


Main offices and factories: 
New York 


Wissinoming, Philadelphia 


Branches: Chicago Pittsburgh san Francisco 





NEW! 


The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 


It’s SAFE 


a Wallace FE) 
> ind Saw 

is listed as 
tandard t 

t NDER 











rORIES 


a5 


J. D. WALLACE all 2801 WILCOX sf. 
& Co. cay “ CHICAGO, ILL. 


THE CORRECT 
Grinder and Buffer 





This outfit is id ir grinding 
tools preparing metal surfaces 
welding, and for counties 
uses in machine sh rad garage 

1ir shops, service stat ons, 


smith shops and whereve 


n tals 
Our specializati 
n of small, 1} 
akes our f es 
below the averag 
vestment of the 
hase of ‘a Mara 
Buffer. Write f 
We fully co-c 
supply ‘ 
MARATHON ELECTRIC 
MFG. CO. 


50 Island St., Wausau, Wis. 


Heavy Duty 


Grinder 


3 Sizes—5, 77, and 10 H.P 
Four Ball Bearings 


G. E. 40 degree motors and 
Push Button Control 
S. K. F. Ball Bearings 





bi rite for mplete cat y ¢ ‘clectric Tools 


The Standard Electrical Tool Go. (Est. 1912.) Cineinnati, Ohio 








SKINNER Clamps 
Stop Leaks 


e mention Mitt Supp ties. 
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road-building machinery, are erecting a 
one-story addition, 150x265 ft., to cost 
approximately $50,000, including equip- 
ment. 

The Chesapeake 
Key highway and 
railroad, Baltimore, 


Paper Board Co., 
Baltimore & Ohio 
will soon erect a 
one-story addition to cost approximately 
*80,000 with equipment. 

The Cleveland Punch & Shear Works, 
3917 St. Clair avenue, Cleveland, has 
let contract for a one and three-story 
addition, 66x157 ft., to cost 
$100,000 with equipment. 


more than 


The Milwaukee Chair Co., 3022 Cen 
ter street, Milwaukee, producer of busi 
will build a three-story ad 
0 ft., and will install wood 
vorking and metal parts equipment. 
The National 


ton street, FI 


nes chairs, 


dition, 32x 


Radiator Co., 96 Arl 
ramingham, Mass., 

story addition to cost 
including 





$45,000, machinery. 
Robertson i 
The F. C 
enue, Cleveland, 


general manager. 
6712 Union 
manufacturer of 
products, has let contract 
addition, 550x140 ft., to 
cost about $45,000 including: equipment. 
The J. P. Seeburg 1510 
street, maker of pi 
anos, mechanisms, ete., plans to erect a 
three-story addition, 953x175 ft., to cost 
close to $100,000, including equipment. 
The Leedy Mfg. Co., Kast Pal 


Thornton Co., 
heet metal 


for a one-story 


Piano Co., 


Dayton Chicago, 





1033 


me treet, Indianapolis, manufacturer 

f musical instruments, will build a 
three-story addition to its plant, 55x51 
f to cost close to $58,000 with ma 
Cc rv. 


he ‘Certain-Teed 





Products Corpora- 
street Phila 

roofing prod- 
four-story 
$200,000 with 


on, Second and Erie 
‘elphia, manufacturer of 


etc., plans to build a 


ldition to co about 


\ icker P 


‘troleum Co. 


Central building Pueblo, Colo., will 

build an addition to its oil-blending 

lan to cost approximately $235,000, 

with machinery. Ray W. Jewel is gen- 
m r¢ 





New Factories 





‘otton Oil Mill, Electra, Tex 


one-story mill to cost close 


tene) Co:, 54 Maple 
eet, Waterbury, planning a 
it, 40 
Rubber Co., Ashtabula, Ohio, 


Conn., is 


‘98 ft. 


tie 


vy $65,000 t] 








I S yr Planing Mill & Lumb 
Co P lle Pa., plan to erect ; 
t f wv building to cost appro 
nate 75.000. ae 

Ma ill Wood Product Co 
Ma | T conten pile ri he ere 
01 plant to cost about $75,000 


equipment. 
The National Bartlesville, 


Okla., erecting a one and three-story 


acid plant, 100x300 feet, to cost in ex- 
cess of $500,000 with equipment. A five- 
<tory smelting plant, 50x300 ft., to cost 
about $375,000 with machinery, will 
also be erected. 

The Trent Mills, Ine., Pollocksville, 
N. C., is rebuilding its cottonseed oil 
mill and will install belting and tran 
mission equipment. 

The Advance Pattern & Foundry Co., 
2734 West Thirty-sixth place, 
will erect a two-story factory plant on a 
site recently acquired. 

Brass Mfg. Co., 12435 De 

treet, Detroit, will let contract 
tory plant, 80x190 ft., to cost 

about $50,000 including equipment. 

The Ha vley Pulp & Pape r Co., Ore 
gon City, O will build a factory 
plant at Portland, Ore., to cost ap 
proximately $75,000 with 


Chicago, 


Higgins 
quindre 


for 2 one 


h machinery. 
American Ca Sout! 
Irving? ay 


ting’ Co., 6855 1 
icago, will build 
foundry, 772x125 ft 
approximately $21,000 with equipment. 
The Grace Sign & Mfg. Co., 
South Second treet, i. 


enve, Ch 
one-story 2X1 +» tO Cc 
360] 
Louis, will 


build a one-story factory plant, 75x260 
ft., to cost about $75,000 with machin 
ery. 

Union Furniture 


Co., High Point, N 
C., will rebuild the portion of it t 
recently destroyed by fire, with lo 
aid to be $250,000, including 
ment, 


equip 
American Reinforced Paper Co. 
County street, Attleboro, Mass., will let 
contract for a one-story plant to cost 
in exce of S60,000 


including equip 


ment. 
Miller Cereal 


Center street 


M lls, Twenty ixth and 
Omaha, Neb., will erect 
mill, 60x125 


including ma 


basement 


$75,000 





G: ¢. & 
Tenn., are said to be ¢ 
Mount 


Oo cost more han 


hemann & Co., Memph 
recting a hard 
Pleasant, Texa 


$65,000 with ma 


wood mill near 


The Ame 1Cal 


Grand boulevat 


Nut Co., 676 


Detroit, manufacture! 


teel and bra bar nuts, ete., will 


nulld a two-story plant to cost in exce 
Max L. Epstein, 327 Fenimore street, 


Brooklyn, N. Y., 


manufacturer of 





plumbing and heating supplies, will 
erect two f tory factories, 95x125 





ft., to cost about $150,000. 


The Frost Cotton Oil Mili, Frost, 


Texas, contemplates rebuilding the po 
tion of it mill reec ntly destroyed by 
fire, the lo f ri proxima 
$70,000 including machinery 

The Modern Mfg. Co., 4754 Hough 
ivenue, Cle | manufacture of 
heaters, will build a one and two-story 
plant, 120x160 Ft... tO COSE If CXCESS of 
$74,000 including machinery. 

The Arkmo- [Lumbe) Co., Rector 


building, Little Rock, Ark., plans to 
build a new mill at North Little Rock, 
$100,000 


including equipment. 


Chamherlaiy anager 
namberiain manaper. 


Lorenz Corporation, 1011 
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Chestnut street, Philadelphia, manufac- 
turer of iron and_ steel products, is 
erecting a plont which will cost approxi- 
mately $100,000 with equipment. 


The Nevada Consolidated Copper COs 
29 Broad street, New York, is con 
structing a mining plant at its Ruth 


copper mines at Ely, Nev., to cost more 

than $750,000 including equipment. 
The Bauer Cooperage Co., 55 Hamp 
hire street, San 

of wirebound 


Irancisco, producer 


kegs, barrels, ete., plan 
to build a one-story plant to cost 
than $100,000 including equipment. 

The 


Co., Second 


more 
Ransome Concrete 
treet, 
manufacturer of 


Machinery 
Dunellen, N. J., 


concrete mixers, ctc., 


is building a three-story plant to cost 
bout $50,000. J. P. Faber is engineer. 
Fodey Box Co., Twenty-fifth and 


Philadelphia, 


packing 


Tasker street manufac 


turer of 


DOK and case 


iid to be planning: a new plant to co 
than $49,000 including: equipment 

The Celina 
Ohio, manufacturer of 
to rebuild the portion of it 
cently destroyed by fire, with loss re 
ported close to $200,000 

Henry V. Walker Co., 17 
York, manufa 


plan to erec a 


more 


Specialty Co., Celina, 


furniture, plan 
plant re 


ith equipment. 
John treet, 


New eturer of lacquers, 
i one and three tory 
Klizabethport, N. J., to cost 


approximately $45,000 including: equip 


plant at 


ment. 

Otis Elevator Co., Sixteenth and San 
om streets, Philadelphia, building: a 
three-story plant, 60x160 ft., to cost in 
of $150,000 ineluding equipment. 
Moyer i 


exces 

W. O. 

pany. 
os Di 


engineer of the com 


Westeott & Son, Oneida, Tenn., 


1] 


operatol of a lumbet mill ana wood 
turning plant, will restore the portion 
of the mill reeently de ved by fire, 
th loss estimated at $45,000 including 
equipment 
The Prest-O-Lite Co., 30 East Forty 


York, producer of 





econd 
acetyl ne elding 
ed to be 
Dallas, 
£125,000 including equipment. 

The Palmer-Mullin Co., 60° Franklin 


treet, | 


equipment, repo! 


planning a new factory a 


Texa - 26 &O approx 


Boston, producer of plum 


+ 


equipment and supplies, plans to erec 


two-story plant including pipe shop, 


cutting and threading: units, to cost 
bout $45,000 ith equipment. 


The Standard Seamless Tube Co., 31 
Sixth street, Pittsburgh, i 
planning a new branch plant at Men 
phis, Tenn. It will 


tors 130x500 ft., and will cost about 








$175,000, including equ 





Field Notes 
The Maisch Tool and Manufacturing 
Co., 1519 North Arte in avenue, ¢ 





cago, hax been organized t manutac 
ire tools, machine ( ind metal 
equipment, 

sa ; : . 

The Boulevard Plumbing Sup) 
Company, 590-52 Boule l, Bayonne 
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“DIVCO” Brands 
Babbitts and Solders 


Sid bide “CN” a ge is 2500 R : M 


“DIVCO” GENERAL SERVICE 
AND ANTI-FRICTION BABBITT 


D Lv « oO’ CA’ ALUMINUM DIVCO” MILL BEARING BAB 

toughest babbitt 1 1 BitTT 

DIVCO” COPPER HARDENED Also Standard No 1 2, 3 and 4 

for machir , vil l eed B tt ta 

A Manuf rere . ¢ 1 ¢ to your gs] ifications in 
, Capping, Meter, Pig, Tri ular and Wire. 


1 trial order will convince vou as to the high 
quality of “DIVCO” Products. Let us hear 
from you, 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. 


(iemer Yautsie 
—\ 


Chicago, Ill. 





A much needed device in every industry for rem oving dus and 
d:-t from electric motors, machinery, stock bins, an othe vise 
inzccessible places. Over 15,000 in use. Wr ite for ‘én scr ipt tive 
fo der 


CLSeeNTS MG... CO, 3 ee Se 


e Chicago, Illinois 


20,000,000— 


S.A.E. and U.S.S. Thread 


CLEVELAND . 


CAP SCREWS 











Are alway o9r immediate ship ent. 

Sale ff t, Chicago, New Yor 

I Angel ladelphia (Nor ristown), St. 

I 1, Atlan lo, Memphis and San 

I 1Sco npiete stocks in 
1 citi 


The Cleveland Cap Screw Company 


2921 Kast 79th St. Cleveland, 0. 


SCHULTZ DUPLEX FRICTION CLUTCH 





Vanufactured by 


A. L. Scuuitz & Son, 1675 Elston Ave., Chicago, Il. 


Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails Relaying Rails 
New Track Accessories 


Immediate Shipment—Quality Guaranteed 


Send us your inquiry for quotations one, : 
‘ , 1 Ton or 1000" 





Main Offices: 
Pittsburgh, Pa. 
1514 Nassau St. 
New York City 


Illinois 
Merchants 
Bank Bldg. 
Chicago, Il. 





THE ROYERSFORD Foy. & Macu. Co. 
ROYERSFORD. PENNSYLVANIA 


The Royersford-Excelsior 
20" Upright Power Drill 


No frills, but of proven value. 

Belt or Motor driven. 

Back Geared, Power Feed, or as you 
want it. 

A rugged, honestly built tool. 


Write us for prices and literature 


The | HOLLANDS Line 


= 






will increase your 
vise sales 


vsn 
‘Wo 3183 
SONY TIOH 


Send for 
Catalog and 


Terms 
ERIE, PA. 
WELDING AND CUTTING EQUIPMENT 
torches to complete plants for factories, repair shops, 
tical experience on the part of Imperial Oxy-Acety- 
THE IMPERIAL BRASS MANUFACTURING 


HOLLANDS MFG. CO. 
py a 
There is an Imperial outfit for every welding and 
etc. And Imperial equipment has gained highest en- 
lene engineers are complete assurance of the entire 
COMPANY 


ESTABLISHED 1887 
OXY-ACETYLENE 
cutting job—from small, medium and large size 
dorsement wherever it has been used. Years of prac- 
practicability of all Imperial operating features. 
511 So. Racine Ave., 


_Chicago 


e mention Mitt Suppites 
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N. J., was recently organized by Charles 
Bickman. The new supply house will 
cover the Bayonne district. 

The Water Tube Boiler and Tank 
Co., 7323 Woodlawn avenue, Chicago, 
was recently incorporated to manufac- 
ture and distribute machinery, tools and 
equipment of various types. 

R. J. Kingsbury, Inc., Devon, Conn., 
has recently been organized to deal in 
boilers, radiators, valves and heating 
specialties, and announces that it will 
be in the market for these products. 

The Eastern Supply Association will 
hold its fall meeting October 12th and 
13th in the Belvedere rooms of Hotel 
Astor, New York. Frank S. Hanley, 
261 Broadway, New York, is secretary 
of the organization. 

The Timken Roller Bearing Co., Can- 
ton, Ohio, reports for the six months 
ended June 30th, 1927, a net profit of 
$5,406,834, after charges and Federal 
taxes, against $4,903,490 for the first 
half of 1926. 

The Brass City Plumbing Supply Co., 
Waterbury, Conn., recently purchased a 
ite for the early construction of a new 
storage and distributing plant, with 
pipe cutting and threading department 
and other facilitie 

Palmer-Mullen Co., Malden, Mass., 

tributors of plumbing, heating and 
gas-fitting supplies, plans expansion to 
increasing business. A two- 
story warehouse and salesroom_ build- 
ing, with a railroad siding’ installed, 
vill be erected. 


‘are foi 


The Volz Engineering Equipment Co., 
manufacturer of steam saving equip- 
ment for oil wells and industrial power 
plants, recently moved from its Los 
Angeles, Cal., location at 502 East 
TI 3734 East Seventh 
treet, Long Beach, Cal. 


Third strect, to 3752-: 


Industrial Supply Co., Terre Haute, 
Ind., will invest upwards of $25,000 in 


+ 


two-story addition for which it al- 
ready has plans. It handles mill, steam, 
mine, railroad, contractors’ and allied 
upplies f western Indiana and 
tern Illinois territory. 


or the 


Lewis-Shepard Co., Boston, recently 
established a branch plant at West 

nd, Wis., for the production of are- 
‘Ided lift truck platforms. Quicker 
leliveries and a saving in freight, in 
erving the company’s middle western 
territory, will be effected. 


Greene, Tweed & Co., 109 Duane 
treet, New York, have taken over the 
production and sale of the “Tidey” 
furnace clock and thermostat formerly 
made by the Tidey Thermostat Co. of 
Madison, N. J. The former company 
manufactures packings, belt 
ete. 


fittings, 


The American Gear Manufacturers’ 
Association will hold its semi-annual 
meeting at the Mount Royal Hotel, 
Montreal, October 20th to 22d. The 
president of the association is E. J. 
Krost of the Frost Gear and Forge Co., 
Jackson, Mich.; vice-presidents, A. F. 
Cooke of the Fawcus Machine Co., Pitts- 
burgh, and B. F. Waterman of Brown 


& Sharpe Mfg. Co., Providence, R. I.; 
treasurer, Charles F. Goedke of Wm. 
Ganschow Co., Chicago, and secretary, 
T. W. Owen, 24438 Prospect street, 
Cleveland. 

Russell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., recently an- 
nounced plans for the erection of a steel 
products plant at Corapolis, Pa., on a 
site located near the Pittsburgh & Lake 
Erie R. R. The company will invest 
approximately $3,500,000 in the new 
project. 

Merger of the Brown Hoisting Ma- 
chinery Co., Cleveland, and of the In- 
dustrial Works, Bay City, Mich., has 
been approved by the directors of both 
companies, and awaits ratification by 
the stockholders. The organization will 
take the name of Industrial Brown 
Hoist Corporation. 

The Hacker Machinery & Supply Co., 
847 Electric building, Houston, Tex., 
has changed its name to Hacker Ma- 
chinery Co. This firm distributes ma- 
chine tools, machine shop and factory 
equipment, including small tools and 
specialties, and is interested in handling 
additional lines for its territory. 

The Northfield Foundry & Machine 
Co., Northfield, Minn., manufacturer of 
wood-working machinery, has bought 
the patterns, drawings, ete., of the 
wood-working machines formerly pro- 
duced by the Whipp Machine Tool Co., 
Sidney, Ohio, and will add these ma- 
chines to the regular Northfield line. 

The Perkins Machine & Gear Com- 
pany, Springfield, Mass., has trans- 
ferred production to its new factory in 
West Springfield, where it occupies two 
modern buildings totaling 75,000 square 
feet of floor space. The company makes 
all kinds of spiral, spur and bevel gears, 
hardened and ground worms and worm 
wheels. 


Standard Sanitary Mfg. Co., Besse- 
mer building, Pittsburgh, manufacturer 
of plumbing fixtures, will establish a 
new factory branch and distributing 
plant at Springfield, Ohio. The initial 
urit will be housed in a building total- 
ing about 16.000 square feet of floor 
pace, now being leased. Larger works 
will be erected later. 

The Ideal Specialty Mfg. Co., Royers- 
ford, Pa., has been organized and in- 
corporated to take over the plant of 
the Ideal Foundry & Machine Works 
at Royersford. The new company, of 
which TD. G. Colley is president, will 
continue the manufacture of gray iron, 
brass and aluminum castings for the 
plumbing and heating trade and will 
also do a general jobbing business. 

The Chicago branch sales organiza- 
tion of Walworth Company held its 
monthly sales meeting, together with 
its annual golf tournament, at Kewa- 
nee, I[li., the latter part of August. An 
inspection tour of the Kewanee plant 
was made, and at a luncheon which was 
part of the tour, A. J. Mather, vice- 
president and general manager, de- 
scribed the manufacturing processes of 
the company. The winner of the silver 
loving cup at the golf tournament was 
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W. H. Weber, who made a low net of 
69. M. W. Mortenson won second low 
net with a 71 and received an engraved 
pen and pencil set. 

According to Harvey S. Firestone, 
president of the Firestone Tire & Rub- 
ber Co., a new plant will be built at 
los Angeles by a subsidiary known as 
the Firestone Tire & Rubber Co. of 
California. The California company is 
cffering an issue of $10,000,000, 5 per 
cent, sinking fund gold bonds to pro- 
vide funds for plant construction, 
working capital and other necessary 
financing. 

The Cosgrove Wire Cloth Co., Inc., 
329 Main street, Belleville, N. J., has 
been organized as a result of expansion 
within the wire weaving plant of M. P. 
Cosgrove, a company which has been 
in operation for six years, and which 
has manufactured the finer grades of 
wire cloth, particularly monel and 
nickel. The new company will supply 
any fine wire cloth from metals suit- 
able for weaving. 

Use of the trade mark “Yale” has 
been denied The Yale Electric Corp., 
Brooklyn, N. Y., because of opposition 
presented by The Yale & Towne Mfg. 
Co., Stamford, Conn., manufacturers of 
iocks, hardware and hardware special- 
ties. The former company produces 
flashlights and batteries. Upon the pat- 
ent office’s refusal to grant the patent 
requested, The Yale Electric Corp. 
brought suit in the District of Connec- 
ticut court, but the plea was dismissed. 

Another “Market Week,” the first of 
which occurred last spring under the 
auspices of the wholesaler council, 
Pittsburgh Chamber of Commerce, will 
be held during the week of October 10th. 
A. J. Bihler of the J. C. Lindsay Hard- 
ware Co., Pittsburgh, dealer in hard- 
ware, mill and auto supplies, is vice- 
chairman of the council promoting the 
“market week,” and is also 
of the speakers’ committee. 


The J. C. Glenzer Co., 6463 Epworth 
boulevard, Detroit, specializin 


chairman 


1g for the 
last ten years in the manufacture of 
utility he Wiard 
quick-change chuck, formerly made by 
the American Standard Tool Works, 
Detroit. The Glenzer company has pur- 
chased all patents, jigs, fixtures, gages, 
machinery, ete., and production of the 
chucks will begin immediately. Stand- 
ard sizes of chucks and collets will be 
carried in stock. 


’ ] 1,] + 
too.s, has added Tt 


Recently in introducing the new 
president, Theodore F. Merseles, to the 
employes of the Johns-Manville Cor- 
poration, New York, H. E. Manville 
said: “We are very happy to an- 
nounce that Mr. Theodore F. Merseles, 
our president, has returned to New 
York and is assuming his duties today. 
The company is most fortunate in being 
able to secure a man of such outstand- 
ing ability and splendid reputation in 
the commercial world, and every em- 
ploye is expected to be loyal to the new 
administration, to economize in expendi- 
tures, to render a better service to our 


customers and to increase greatly the 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








DEAL 


HOISTS - TROLLEYS 
CRANES 


Sold Through Jobbers Only 


THE DICKERMAN Horst Mr<.(o. 
CLEVELAND, OHIO 


® “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 


Ask your jobber or nickel plated. 


write us for a catalog. TURNBUCKLES 


Strong and durable. Furnisher 
either plain or galvanized. 










1%e—4 


BROWNIE NOS 


BROWNIE MFG. 
CO., INC. 





fr verry 


ees 





Fort Wayne, Ind. — 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
ead. The steel key is forced into the slot of the 
crew under pressure and can’t loosen. The re- 
ult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 





No delay in shipment. Complete stocks of all 
sizes. Also made in br ‘ass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals 


5215 Ravenswood Ave., Chicago, Ill, 


OLES VISES 


for all 
Woodworkers 


Toles Vises and 
Toles Junior Vises are 
convertible from either 
screw action to that of the 
other. 





Sell the Genuine—Ask for Catalog 


W.C. Toles Company, Woodstock, Ill. 





Belt Clamp for Belts up to 6 in. in 
width. 


INTERESTING TO DEALERS look- 

ing for a rare specialty. 

NO COMPETITION. GOOD MAR- 

GIN. EXCLUSIVE HANDLING. 
Every Mill Needs One or More. 


The Geo. W. Southwick Co. 


Inventors and Manufacturers 
Stamford Conn. 





Write for proposition. 


D AVIS Valve Specialties have 
been periorming satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 
You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 





108 Milwaukee Ave. Chicage, TL 
DAVIS VAIN TE 


TEAM SAVERS SINCE (875 


Spe WCUMELWLIE 3S 


MORGAN VISES 


are strong and rigid 


This Stationary 3ase 
Vise is typical of the line 
of Morgan Machinists’ 
Vises, noted for their de- 
pendable strength and 
extreme rig ridity. All 


f ; a= 2 have renewable jaw faces 
ee im oe and all ar a 
i 





parts are inter- 
changeable. We also 
make woodworking vises. 
Send for folder and dis- 
tributors’ prices. 


MORGAN VISE COMPANY 


\S 108 North Jefferson St. CHICAGO, ILL. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 
Champion Blower & Forge Co. 
Lancaster, Pa. 


e mention Mitt Suppttes. 
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sales and prestige of the company. 
Each of the companies directed by Mr. 
Merseles in the past has made a won- 
derful record. It is my wish that this 
company make even greater progress 
under his leadership. I fully expect 
that the loyalty and intelligent co-op- 
eration of all of the employes will make 
that possible.” 

The American Pin Co. Division of 
the Scovill Mfg. Co., Waterbury, Conn., 
recently acquired the business of The 
Kenney-Cutting Products Corp., New 
York, owner of the patents and distrib- 
utors of the Kenney body 
These showers have been manufactured 
for the Kenney corporation by the 
American Pin Co. Division, but the lat- 
ter company will now assume the dis- 
tribution of them through regular 
wholesalers of plumbing supplies. It is 
said that a major part of the sales 
forces of the Kenney firm will join the 
American Pin Co. Division, and S. J. 
Cutting, former president and general 
manager of the Kenney corporation, 
will direct the promotional work of the 


showers. 











sales division. 
CLASSIFIED 
ADVERTISEMENTS 
Cl ificd Line Advertisements under heads of 
War 1, For Sale, etc., will be published in 
th rtment at a vate of 20 cents a line, 
each insertion Count r words to a line. 


SITUATIONS WANTED 


Young man, single, 32, college educa- 
tion, 7 years experience selling tech- 
nical products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 901, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 

Where is the manufacturer who needs 
a salesman thoroughly experienced in 
selling to the mill supply and indus- 
trial fields? Several years experience 
calling on mill supply houses 
dustrials in the middlewest and east. 
Familiar with mechanical lines. Ef- 
ficient, reliable and able to produce. 
Available now. Address No. 902, care 
MILL Supplies, 537 South Dearborn 
Street, Chicago. 

An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a hard worker. Address 
No. 900, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 


and in- 


SALESMEN WANTED 


Men to sell line of wiping waste and 
wiping cloth to jobbers and industria! 
plants. Drawing account to producers. 
Address No. 905, care MILL SUPPLIES, 
South Dearborn street, Chicago. 

Salesman mill supplies and_ tools 
New York City and vicinity. Old estab- 
lished house, liberal commission. Must 
have some customers. Give full par- 
ticulars in first letter. Any one with- 
out the knowledge and experience need 
not apply. Address No. 903, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 


~on 
dod 
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ADLETS 


JOSLIN STEEL STAMPS AND DIES—Any de- 
ign or type of characters 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. CO., 123 Arthur St., Manistee, 
Mich. 


AJAX BIBB RESEATER—Handiest tool for 


cutting new 


accurately carried 








seats on house 


hold — bibbs and faucets 
DB Compler: with reversible 
cone and 4° steel 


cutters 
| Also expanders for 12”, 5x”, 
tubes Ajax Mfg. Co., 848 Jacksonia 


burgh, P 


PORTABLE 


WHITNEY LEVER METAL 

— PUNCHES Widest 
Se =—— known. Most universal 

. = — , ly used on market. Eight 
7 —_ sizes and types Over 
—_ 40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT 


NEY MFG. CO., 715 Park Ave., Rockford, Il 





“AIR SPRING” COMPRESSED 
AIR GREASE CUPS—Automatically 
maintains film of wvrease on bear- 


ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We also mak« 
the “Shurflo’’ wick feed oil cup. 
Folder on request. Hunter Pressed 
Steel Co., Lansdale, Pa. 








don Bin Label Co., Haddon Heights, N. J. 


Made cheap. Sold 
cheap. For tag- 
ing bins in dusty 
stoeckrooms. Cost 
only 114¢ up, ac- 
cording to size 
and style. Send for samples and prices. Had- 


McLEOD’S LEATHER BELTING—Excellent 
items for mill supply distributor. Cut from se- 
lected oak belting butts, mad 
hides and tanned by oak 
method. All 
loft dried. 


from packer steer 
bark, slow process 
leather used is hand stuffed and 
Made to prevent necessity of fre- 


quent take-ups on _ pulleys. Suited to wid 
variety of drives, service conditions, size of 
pulleys, ete. Ask for further information. 


McLeod Leather & Belting Co., Greensbo 





EAGLE WELDED STEEL BENCH OILERS are 
q ade to withstand the hard 
of mill, 


hop. Bodies are 


ise 
factory and machine 
seamless with 
bottoms welded in. Spoutse : 
also welded. No solder or braz- 


therefore no chance 





Ins used 
for seams to open and leak. Or- 
der from your jobber or write 
\ for catalog. EAGLE MANU- 
4 FACTURING COMPANY, Wells- 
burg, W. Va. 





“*BRAPACO” ASBESTOS JOINT RUNNERS 
made from highest ade Asbestos Y: 
with 








n equipped 
malleable iron unbreakable Clam, 





All sizes for 2” to 72” pipe carried in 


Catalogue 


stock 
on request. Braid- 
ing & Packing Works of America, 254-256 46th 
St., Brooklyn, N. Y. 


and jobbers’ prices 


“SMOKELESS” ASPHALT HEATERS, 
Melting Furnaces, Portable Oil Burners, 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Acroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 
'Aeroil Burner Company, West New York, N. J. 


Lead 
Paving 


LUMNITE FACTORY WHITE For interiors 

— of Factories, 
Mills, Ware- 
houses, ete. 





Most economi- 
cal coating 
known. Write 
for circular 


and nearest 


-ource of sup- 
ply. The Rear- 
don Company, 
2200 N. 2nd 


Street, St. Louis, Missouri. 


BAND SAWS—-PARAMOUNT BRAND 


Straight and Bevel Pack are giving universa) 
satisfaction to the most critical users. Our 
specialty is narrow Band Saws only, so we 


therefore can produce a better article. Save 
your old Band Saws by sending them to us for 
the best repair job vou ever saw. New and re- 
paired saws guaranteed. We solicit your in- 


quiries. J. D. BURRILL & SON, Ilion, N. Y. 


WOOD ROLLS—that give better results. Made 
by specialists with years of experience in small, 
medium and large rolls for any kind of work. 
Many improved and _ patented constructions. 
Write for information giving size used. Rodney 
Hunt Machine Co., Maple St., Orange, Mass. 











Econom- 
s old paper, 
excelsior, scrap tin, and other 
wastes. Three largest sizes have lever on each 
end. Operated by one or two men as desired. 
Universally used by industries. or catalog. 
Business Men’s Paper Press Co., Wayland, Mich. 





a 
shavings, . 





DRILL CHUCKS ttco’’ Keyless, Ball Bear- 
ing, for electric drills and general use. Now 
standard equipment on Black & Decker electric 
drills. Can be installed on any electric drill. 
Write for catalog and prices. Eastern Tube & 
fool Co., 594 Johnson Ave., Brooklyn, N. Y. 


MARTIN PORTABLE VISE STAND and Pipe 








sender For cutting 
threading and bending 
pipe Portable, with 
no bolts, serews or 
braces to remove, and 
needs no attachment to 
floor. walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity 

to 414” pir 

Martin & Sons, 625 E. 


2nd St., Owensboro, Ky. 


EMMERT UNIVERSAL VISES—Also 
able Hand Screws, Steel Bar Clamps, Mit 
and other tools. Send for description, prices 
and discounts. Emmert Mfg. Co., Box J, 
Waynesboro, Pa. 


\djust- 


Jacks 


GENUINE CANNON PUMP OILERS—Force 


the oi. anywhere. Operator controls fl 
through complete force pump attachment. 
packing nuts—valves separated from 





No clogging—spout always full of oil. I 
or heavy oils. Write The Cannon Oiler Co., 
KeithsLurg, Jl. 


GLUE ROOM EQUIPMENT 


e Used World Ove 
S aders Presses Clamps 
Main Off. Rushville, Ind. 





CLANCY “SURE GRIP” Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, 
distributors’ discounts. a &. 
Syracuse, N. Y. 


prices. and 
Clancy, Ine., 











“Fortiry For Fire FicHtine’ 


DIENER SAFETY FIRE APPLIANCES 


a Approved and labelled by 


j = ; 
Sa ‘\, Underwriters Laboratories, Inc. 
a 7 


= “PERFECTION” 
kia OILY WASTE CANS 









are ca There is not only a definite de- 
<Ppe no4 mand by all industrial plants 
hse for oily waste cans but garages, 


Y WASTE-C. ' both public and private, are 


wrD-2ysh live prospects. “Perfection” 
i GEow. DIENER Cans are wonderfully well 
Sj CHICA’ \) made. 


Diener Products are sold 
through jobbers. 


/ 


If you do not now carry the Diener line of Safety 
Fire Appliances write for catalog and particulars of 
their profit making possibilities. 


Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., CHICAGO, ILL., U. S. A. 





Blow torches made by 
Diener established a 
standard by which qual- 
ity of torches is meas- 
ured. They are made for 
particular mechanics 
who demand and expect 
the best. The price is 
reasonable and_ profit 
for the jobber attractive. 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
‘ = lanium —a_e hard, tough, 
close-grained nickel alloy 


—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 


| 






UT 





But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 


No. 780 perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 

















ROUND RAWHIDE 
TWISTED CORD 


Made of exceedingly strong fibre twisted under 
a high tensile strain for 


“Safety Belt Lacing” 


Wire-like but pliable, stretchless but 
slightly elastic. The most durable 
round belt lace made, and cannot 
cut or cause accidents to workers. 
Put up in 100 ft. packages in four 
sizes. 


“Loom Cord and Machine Cord” 


Made in various sizes up to \ inch. 


Also for Clock Cord, Raquets, Bows and Instruments. 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 











When writing to Advertise 


ors 


MYERS 
SFLF:OILING BULLDOZER 
Power Pumps 
ui Rcd Cover the entive field, 





Nationally 
known and re- 
spected every- 
where, Myers 
Self - Oiling 
| Power Pumps for 

General Service 
are experiencing a wider 
sale and distribution than 
ever before. 

























Sturdiness, outstanding _ indi- 
dividuality in design and special 
features, wide range of installa- 
tion possibilities, give them an air 
of distinction that holds the at- 
tention of prospective purchasers. 











We have a copy of our late 
catalog with complete information 
ready for you. Write. 


THE FE, MYERS & BROX co. 


ASHLAND, OHIO. 

Manufacturers for ov-r Fifty Years of MYERS HONOR: nT PUMPS for Every Purpose. 

WATER SYSTEMS-.:-. and GRAIN UNLOADING TOOL nn gad one end 
GARAGE DOOR HANGERS: STORE CAODERS E 





please mention MILL Sure ies. 
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Columbus Anvil & Forging Co. 
Yost fg. Co 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co, 
Edw. R. Ladew Co., Inc, 
ARBORS 
Morse Twist Drill & Machine Co. 
see on ——s ks BODE . TS 
Gel & HK 1 
BABBIT . MET ALS 
\r sus S ll! ( I ny 
Di on 3! ng g 
Dodg« Manufa 
Hoyt Metal Ce pa 
Magnolia M« 1 Co 
The Medart ¢ sompany 
Monarch Metal Co 
BARRELS, STEEL 
Mullins Body Corp 
BARRELS, TUMBLING 
























Royersford Foundry & Machine Co. 
BARROWS 
( ] aw rrow & M ( 
Gente 1 Whe ow Com} 
BE ARING Ss, BALL 
Fafnir tring Company 
BEARINGS, BRONZE 
The Bunting bra & Bronze Co. 
Arthur Harris & Co, 
BE ABINGS, SHAFT, BABBITTED 
& Machine Co. 
a rcturir Corporation 
! Clut = Machine & Foundry Co. 
rt npany 
ur & Machine Co. 
‘ Steel Co 
BEARINGS, SHAFT, BALL 
Chi ulle & Shafting Co. 
Fx: ng Company 
SI es, Incorporated 
, 2 Vor Sons Co, 
BEARINGS. SHAFT, OILLESS 
Arguto Oi Bearing Co 
BEARINGS, SHAFT, ROLLER 
jond Foundry & ichinery Co 
Dodge M 1 turing C oration 
The — Company 
“The Reeves Pulley Co. 
Foundr & Ma hine Co 
Roller Bearin . 
BELT pei SSING 
ta t Lo 
Co 
Co. 
Co 
ing Mfg. Co., Inc 


Cory a 





: Textile Belting Co 
BE L T F en NERS 
The Brist any 
Clipper ny 
Cresceé 


St 


Flexible 
BELT 





1. ACINGS, LEATHER 
Chicago Rawhide Mfg Co. 
“Cocheco"—I. B ee & Sons 
y R. Ladew » snc, 
uhmann & Co 
A. Schieren Co. 





BELT LACINGS, METALLIC 
Belt Lacer Company 
Belt Fastener Co, 





Flexible 


Steel Lacing Co. 
The Bristol Company. 
BELT SHIFTERS 
T. B. Wood Sons Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 

BELTING, BALATA 
Victor Balata & Textile Belting Co. 

BELTING, CANVAS STITCHED 

The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co 
The Mechanical Rubber Co. 
The Republic Rubber Co. 


When 


| 
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| BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


ndex to Advertisements on Last Page 


~~ 
TOL 


a 


« 


yy 


i \iyva\tva\tva\ty 
vYa\tvaxtya TOU Ww 


Ati 


iE 
IE 


| 


119 





| 
‘i 
> 

SA] 


a 
aa ry 4 } 
TTUOTDUTUROTOTOROTUO TUTOR MOK 











Stanley Belting Corporation 
Victor I ata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED 











Stanley Belting Corporation 

BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., 
McLeod Leather & Be Co 
Geo. Rahmann & Co. 
Chas. A. Schieren Co, 
“Sterling’’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 

BELTING, LINK 

Chas, A. Schieren Co. 

BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo, Rahmann & Co 
Chas. A. Schieren Co. 
Edw. R. Ladew Co., Inc. 
I. B. Williams & Sons 

BELTING, RUBBER 
3oston Woven Hose & Rubber Co. 
The Mechanical Rub per Co. 

‘ity Rubl ( 





lic R satel Co. 
BELTING, THRESHER 
Woven Hose & Rubber Co. 
Ladew Co., Inc. 
hanica!l Rubber Co. 


Bo ston 
Edw. R 
The Me 


ns & Sons 
& Textile 
BELTING, 
ata & Textile 
BELTING, 
Ladew Co., 
2 a & Textile Belting Co. 
BELTING, WATERPROOF 
2 Mfg. Co. 
Co., Inc. 
- Co 

Co 
Sons 
Textile 





Belting Co. 
TRACTOR 

Belting Co. 
TWISTED 
Inc. 








Belting Co. 
BELTS, WELL DRILLING 
Be 
r Ba ata 


g Corporation 

& Textile Belting Co. 
BENC HE S (WORK), JEWELERS 

Leiman Bro 


Stanley 


Victo 








BENCHES, WOODWORKERS’ 
‘ \ ox Mfs Co 





R i 
BENCH LEGS 
Th ch Machine & Foundry Co. 
I) Si Oo 
Stan d Co. 
BINDERS, CATALOG, LOOSE LEAF 
Kalar oo Loose Leaf Binder Co. 
BITS, TOOL HOLDER 
nds Saw & Steel Co 
Vir nt Steel Process Co. 





BLOCKS, CHAIN 
-Moore Mfg. 





ight Mfg. Co. 
Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 


Wr 
The 


T. B. Wood Sons Co. 
BLOCKS, TACKLE 
Willflamsport Wire Rope Co, 


BLOWERS, FORGE 
Champion Blower & Forge Co. 
BLOWERS, GAS AND OIL COMBUSTION 
Leiman Bros. 
BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co, 
The United States Electrical Tool Co. 
BLOWERS, SANDBLAST 
Leiman Bros 
BOILER TUBES 


National Tube Company 
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Det 
NEOETO TOTO TOTO TATOO TOTO TOTO TOTO 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTs, CARRIAGE 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTs, EYE, HOOK, RING AND LAG 
The Superior Screw & Bolt Mfg. Co. 
BOLTs, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 
BOLTS. MACHINE 
Rus St & Ward Bolt & Nut Co. 
Stan ida I Steel Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & Boit Mfg. Co. 
The Cleveland Cap Screw Co, 
BOXES, BATCH 
G ral Wheelbarrow Company 
ts Cleveland Wheelbarrow & Mfg. Co 
BOXES, MITRE 
Goodell-Pratt Company 
BOXES, TOTE 
Mullins Body Corp. 
BRACES, BIT 
Goodell-Pratt 


Company 
BRACKETS, WALL 














Bond Foundry & Machine Co, 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co, 
BRAKE BLOCKS AND LINING 

renery ASH stos & Rubber Co. 

Sauna e Corporation 
BRASS GOODS. STEAM 

American Injector Co. 
Detroit Lubricator Ca. 
Genera Brass Co 
Penb thy Inje« tor a 
The W m. Powell 
The D. T. Wil ieane. Valve Co. 

BRONZE BARS, CORED AND SOLID 
The Bunting Srass & Bronze Co. 
Arthur Harris & Co 
BROOMS, FACTORY, WAREHOUSE AN” 

RAILROAD 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co 
BRUSHES. BENCH, FLOOR, ETC. 


Indianapolis Brush & LDroom Mfg. Co. 
The Osborn Manufacturing Co. 
BUCKETS, ELEVATOR 





Mul 


Body 


yr Co 


i Corporatiou 
Mi 
BU Fr F . a 
Deck : 
i Electric ~ Tool C 
lf Ma ine Co. 
a1 Mfg. C 





ELECTRIC 
Co 

a, 

oO. 


Strand & ¢ 

States Electrical Tool Co, 
rASOLINE AND KEROSENE 

ten rt Mfg. Co. 

BUSHINGS, BRONZE 


United 


BURNERS 
Clayton & 





Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
CABINETS, TOOL 
David Lupton’s Sons Co 
CALIPERS 
Columbia Caliper Co 
CANS, ~er-4 WASTE 
Geo. W. Diener Mfg. C 
CANS, savury, GASOLINE 

Geo. W. Diener Mfg. Co. 

CAR-MOVERS 
Advance Car Mover Co 
Appleton Car Mover Co, 
G. D. Rowell & Son 

CARTS 

The Cleveland Wheelbarrow & Mfg. Oa 
General Wheelbarrow Company 
The Fairbanks Company 
Toledo Wheelbarrow Co. 

CASING, WELL 


National Tube Co. 


CASTERS, TRUCK 
Bond Foundry & Machine Co. 

CASTINGS, BRONZE 
Arthur Harris & Co. 
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Cc eo GRAY AND MALIEABLE 
The i U Ma ine & Foundry Co. 
Illinois Iron Co 

‘ASTINGS, ——— 
Bond F< .. iry & Machine Co 
CATALOGS, st P P LY HOUSE 
R. R. Donnelley & = 
CEMENT, "ASBESTOS 
Johns-M 
CEMENT, LEATHER BELT 
£ Mrg. C« 

h » J Williams & Sons 
Edw I ( l 
Chas 4. Schieren ¢ 

Cet PIPE JOINT 
Jose} Dixor rucible Co 
CHAIN, we LDE D 
The Colur us McKinnon Co. 
: ~ AINS, TIRE 
The ¢ 1 is Kin Co. 
CHARGING SE TS, BATTE RY 
Marathon E ri Mfg o 
CHUCKS, DRILL 
E I & Te ( 
Morse Twist Drill & Machine Co 
CHUCKS, LATHE 
Cust hu 
( CHI TES, STEEI 
rt ( i Whe I v & Mfg. Co. 
CLAMPS. BELT 
G WV Southwick Co. 
= &. W i sons o. 
CLAMPS, “C” 
Armstrong ros. Tool ‘ 
Browni M oO 
» ee ims & Co 
CLAMPs, PIPE REPAIR 
M. I nn ‘ 
CLIPPERS, BOLT 
Hy. K. P er, In 
CLIPS, WIRE ROPE 
TI wrne-F1 
( nga FROST PROOF 
Jos. A. Vog 
CLOTHS, WIPING 
Louisvil Sanitar pers Cc Inc. 
( cL I TC “ Ss, FRICTION 
& Machine Co. 
y&és f Co, 
tur ition 
h M Foundry Co. 
W ( 
I Pulley Co 
& S 
Sons Co 
KS, AIR AND DRAIN 
Amer I I 
Ger I 
The Wm. Powe ( 
The D. T. W n Valve Cc 
COCKS, BALL 
De 1.1 tor Co 
ty 
Ki Mu Ir 
COCKS, CORPORATION 
Tr a Pov 
COCKS, CYLINDER 
COCKS, GAGE 
An Injector Co 
Jer I 
Tr 55 I ¢ 
Z ~ FT V Valve Co 
COCKS, STEAM AND SERVICE 
Th rk I 
The D. T. Williams Val o 
COILS AND BENDS, PIPE 
Arthur Harris & Co, 
COLLARS, SHAFT 
B Foundry & Machit 
Cc} } & — ) 
I ge M ring tion 
iy { M & indry Co, 
Tr M I 
I i 1 & ™M hine Co 
TB. Wood 


COL. A MNS, WATER 


comrot ND, 


COUNTERSHAFTS 



























Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart n 
Royersford Machine Co, 
Standard Pressed Steel Co, 
T. B. Wood Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle } 1ine Works 
Goodell- Company 
N. A. Strand & Co 
COUPLINGS, SHAFT 
ago Pu y & Shafting Co. 
turing Corporation 
hine & Foundry Co. 
any 
ry & Machine Co, 
‘ Bond |! ndry & Machine Co. 
iard Pressed Steel Co. 
Wood Sons Co, 
col P LINGS, SHAFT, FLEXIBLE 
kle lin rks 
nd Machine Co. 
hine & Foundry Co. 
ne pany 
B. Wood Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Mfg. Corp. 
ont Machine Co., The 
h 11 Clutch Machine & Foundry Co, 
Th Moors & White Co. 
ban Medart Company 
. L. Schultz & Son 
T B. Wood Sons Co, 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
The Chisholm-Moore Mfg. Co. 
The Db cer! n Hoist Mfg. Co, 
CRANES, OV ae, TRAVELING AND JIB 
The Chisholm-Moore Mf g. Co. 
The in Hoist Mi Co 
Rit hi ards-W “ileox Mf Cc oO. 
TI Yale & Towne Mfg. Co. 
CRANES, PORTABLE 


Barrett-Cravens Company 


Richards-Wilcox Mfg. Co. 


CRAYONS, LUMBER 
xon Crucible Co 


CUPS, LEATHER 
ie Mf 


Joseph Di 




















Chi R re: Coa 
2 R. La Inc 
Watson-s n C¢ 
CUPs, OIL AND GREASE 
Ar n Injector Co 
T) wu 
G I ( S 
Hu ads ( 
Per t ) 
TI r Pow 
D I W Ss V Co 
CUTTERS, BELT 
( r 3B I é ompan 
CUTTERS, BOLT 
H. K. Porter, In 
CUTTERS, EMERY WHEEL DRESSER 
I Vir nt Steel Proce Co 
CUTTERS, GASKET AND WASHER 
Edw. R, Ladew Co., Inc 
( ee GLASS 
Goodell-Pratt ¢ 
cU TTERS, MILLING 
Cleveland Twi Dr Co 
Morse Twist Drill & Machine 
WV n Barne Detroit ¢ n 
CUTTERS, PIPE 
A strong Bros. Tool Co 
field Tap & I ( pe ( 
is Mfe. Ce 
oO r Mfe. Ce 
lo Pir TI ng Mz Ce 
I Mfg. ¢ 
I tt-Cr 3 ¢ 
DE coe! 4 ACTORY 
D 1 Luptor s 
DIE: a, 


= a ADING 





LIte JOINT ~ Die Corporation 
Josey J ll & Machine Co. 
- CONTROL. lL. E RS, BOILER PRESSURE Threading Machine Ca, 
CONVEYORS BI CKET, SPIRAL, ETC. DIPPERS, COPPER 
M ( Arthur Harr & Co 
CONVEYING SYSTEMS, OVERHEAD DISCS, VALVE 
T At I go Ce Jenkins I 
Mfg. Co. DOGS, LATHE 
COPPERSMITHS Armstrong Bros. T« Co, 
Arthur Harris & ¢ J. H, Williams & Co 
cop P E RS, SOLDERING DRESSERS, GRINDING WHEEL 
Cr os Sx andinat ian Western Importing Co., Ltd. 
COUNTERBORES The Vincent Steel Process Co 
The Cleveland Twist Drill Co DRILLING POSTS 
M« Twist Drill & Machine Co, Armstrong Bros. Tool Co 
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DRILLS, BREAST AND HAND 
Goodell-Pratt Company 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Goodell-Pratt Company 
The Hisey-Wolt Machine Co 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
The United States Electrical Tool Co. 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co 
The United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Gocdell-Pratt Company 
DRILLS, TWIST 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
DRIVES, POWER 
The Oster Mfg. Co. 
The Toledo Pipe Threading Machine Co, 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co, 
EJECTORS 
Ameri an Injector Co 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELECTRIC LAMPS, ADJUSTABLE 
Appleton etric Company “Reelite”’ 
ELE + ATING MACHINERY 
The Webster ft Co 
inane PILING AND TIERING 
Barrett-Cravens Company 
_ EVATORS, PORTABLE 
Barrett-Cravens Company 
ELIMINATORS, OIL 
The D. T. Williams Valve Co, 
ENGINE AND BOILER FITTINGS 
American Injector Co, 
General ass Co. 
The Wn Powell Co 
D. FP. Wil liams Valve Co. 
EXP on TUBE 
The Watson-Stillman Co 
EXPELLERS, OIL, AND MOISTURE 
The V. D. Anderson Co. 
EXTENSIONS, TAP 
The Allen Mfg. Co 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co, 
FANS, VENTILATING, ELECTRIC 
Marathon Elect: Mfg. Co 
F: a BELT 
Bristol Company 
per Belt Lacer Company 
scent Be It Fastener Co. 
xible Steel Lacing Co 
1D i eR SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Compan), 
FEEDER VALVES, STEAM HEATING 
BOILER 
Nason Manufacturing Co 
FENCE AND GATES 
nchor Post Fence Co 
FILES 
y an Swiss File & Tool Co, 
I File Works 
Ss inavian Western Importing Co., Ltd, 
Simonds Saw & Steel Co 
FIRE DOORS AND HARDWARE 
shards-Wilcox Mfg. Co 
FIRE EXTINGUISHERS 
Geo, W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Geo. W Diener Mfg. Co 
FITTINGS, HIGH PRESSURE 
Henr Vogt Machine Co 
The Watson-Stillman Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
Tne Watson-Stillman Co 
FITTINGS, PIPE BRASS 
Gener Brass Company 
FITTINGS, PIPE, MALLEABLE 
Illinois Malleable Iron Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
he Watson-Stillman Co. 
Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co 
FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 
Arthur Harris & Co, 
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FLOATS, COPPER p : FRAMES, WALL GASKETS 
The V. D. Anderson Co. Bond Foundry & Machine Co, | The Cincinnati Rubber Mfg. Co. 
Arthur Harris & Co, Dodge Manufacturing Corporation Jenkins Bros. 
FLOOR STANDS Sa ae! Clutch Machine & Foundry Co. Johns-Manville Corporation 
‘ 7 ae : he Medart Company . a7 Pn ed , 7. eee 
Bond Foundry & Machine Co, Royersford Foundry & Machine Co. — GAT ZE, TU BU LAR KNIT rED 
‘ 11 . o ’ ‘ m™ . : ~o 4 § e sanitary pers o., i 
Dodge Manufacturing Corporation T. B. Wood Sons Co, Louisville Sanitary Wipers ( li 
The Hill Clutch Foundry & Machine Co. > wal . 7 ve GEARS 
The Medart Company ‘ FURNAC ES, SOLDERING Bond Foundry & Machine Co, 
3 rte ‘ " e _. Clayton & Lambert Mfg. Co. “hicage aw > fo . 
Roversford Foundry & Machine Co. C Ww - Mfc x Chicago Rawhide Mfg. Co. 
T. B. Wood Sons Co. see a cag 4 Mfg - 3 waitin a Dodge Manufacturing Corporation 
a _ ree scandinavian Western impor & Lo. The Hill Clutch Machine & Foundry Co. 
sia daca FLU X, SOLDERING Yost Mfg. Co The Medart Company 
Semen Snnremon Tend GAGES, HYDRAULIC GENERATORS, ACETYLENE 
j : FLY WHEELS The Watson-Stillman Co. The Imperial Brass Mfe. ‘Co. rar 
Dodge M anufa tu ing Corporation ' GAGES, IRON, AMMONIA AND CHEMICAL : GLASSES, GAGE 
The Hill Clutch Machine & Foundry Co Nason: Manut ae Jenkins Bros “Moncrieff.” 
The Medart Company swason Manutacturing Co. The Libbey Glass Mfze. C 
Reeves Pulley Co ‘ GAGES, OLL ae Libbey Glass Mtg _ 
T. B. Wood Sons Co, General Brass Company Cl E = oe : ROOM EQUIPMENT 
1as. wr -rancis oO. 
‘ORGE ,ACKSMIT xsAGES, WATE iaranaaas . — 
a FOR Es, BLAC KSMITH saa « \GI WATER GOVERNORS, PUMP SPEED 
Champion Blower & Forge Co American Injector Co, Kieley & Mueller, Inc 
FORGES, RIVET Detroit Lubricator Co. M: es R Re ns oats are 
iia ee. ES, RIVE General Brass Co. Mason Regulator O. : . 
1ampion Blower & Forge Co Nason Manufacturing Co GRAPHITE FOR ALL PURPOSES 
: : FRAMES, HACK SAW Penberthy Injector Co, Joseph Dixon Crucible Co 
Goodell-Pratt Company The Wm. Powell Co. GREASE, LUBRICATING 
Simonds Saw & Steel Co. The D. T. Williams Valve Co. Bond Foundry & Machine Co., ‘‘Bondeline” 








LIFTING and CARRYING WITH AIR FOR FEEDING 
SHEETS of Paper, Card Board, etc., in printing presses, 
tolders, labellers, wrappers, sealers, rulers, etc., THE MOST 


RAPID IN THE WORLD. 


= LEIMAN BROS. 


THE PATENTED 
DESIGN 


= ROTARY 
SIMPLE AIR PUMPS 


PARTS 


Take Up Their Own 
Wear 
PERFECTION Vacuum-Pressure 


Compare their performance, their de- 
sign, their finish of working parts, 
their price! THEY STAND ALONE. 





STAKE THE REPUTATION 
OF YOUR AUTOMATIC MACHINE 
ON THE FOUR CURVED WINGS 


LEIMAN BROS., 23 (11027) Walker St., New York 


Get the Catalog Makers of good machinery for 35 years 
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Joseph Dixon C ibl Co, 
Royersford Foundry & Machine Co 
GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 
Stow Manufacturir Ir 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & M it Co. 
Hi Vi M hit oO 
M E ce Mfg. Co 
Ro rd v&M Co 
St 7 Tool Co 
The United St s Electrical Tool Co 
G RINDE RS. DISC 
The Crescent Ma e Co, 
° RINDE RS, Lp i. E CTRIC 
Tt I Ifg ‘o. 
Hi Wolf “Mi i Co 
I Elec : g. Co 
Mar 1 Electric Mfg. Co 
st i 
S M u ( I 
N A Sti T A “« Ut 
Th I 1 Stat I tr Tool Ce 
GRINDERS, RALLROAD 
GRINDERS, TOOL, HAND 
GRINDERS, VALVE 
Tt Bla & Decker Co, 
The United States Electrical Tool Co 
GRINDSTONES 
Rick is-Wilcox Mfg. C 
Gl ARDS, ELECTRIC LAMP 
Flexible §S ng Co. 
GU AR Ds, CABLE, HIGHWAY 
Williams; re Rope Co 
G SUNS, OIL, AND GREASE 
Bond Fou y&™M ; 
Royer rd und M hine Ce 
HAMME RS 
Prentiss V 
HANG ERS BALI BEARING 
ct ago & S} ting Co 
T I W Sor Co. 
HANGERS, DOOR 
E. M & Br ‘o 
HANGERS, PIPE 
I M rb Iron Co, 
Ww t v 
HANGERS, SHAFT 
Ar 1 ( } 
B I e Co 
M & d ( 
Ix S 
: {EADS, EXHAUST 


HEATERS, FEED WATER 


HEATERS, GLUE, STEAM AND 


HOISTS. CHAIN 


m+ ’ . age 


HOISTS, ELECTRIC 

















HOISTS, HAND 
Me 
HOLDERS, BAG 
HOLDERS, TOOL 
st T ( 
H & te 
HOOKS, BELT 
7 On aR 
Flexi Steel Lacing Co, 
HOSE, COTTON 
n W n Hose & Ru r Co 
 y M nical t Co 
HOSE, RU bor ae cB 
} n Woven Hose & ) 
nat Rubber Mr > 
M ] ( 
- ¢ r ( 
Tr I ubl I er Co 
HYDRAL LIC LEATHER 
R Co, 
A. ren ¢ 
The Watson Stil Co 
oN: JE CTORS 
Nor Pha! ector "oO 
F rt tor Co 
The Wr ow Co 
INSULATING MATERIALS 


GAS 


Ww 


} 


en 


IRON PRESERVATIVES 
J ns-Manville Corporation 
JOINT RU tary Ks 
Braiding & Packing Works of America 
JOINTERsS, WOODWORKING 
The Crescent Machine Co, 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co, 
KETTLES, STEAM JACKETED 
Arthur Harris & Co 
KNIVES, MACHINE 
Simonds Saw & Steel Co 


L. od on ao HOLDERS 
Haddon Bin oO. 


“LAC ERS, 


r Co. 


BELT 
Clipper Belt La 
LADDERS SAFETY 
fety Ladder Co. 
LADLES, MELTING 
{fg. Co 


ation 





1. AMP GUARDS 
Flexible Steel 1rcing Co. 


FARES, ELEC TRIC 





= STABLE 
**Reelite”’ 





ELECTRIC 





1 ABOR +s or ’ 





ia r HES, w OODWORKING 
rot 





J. D. Walle & 
e L EAT ‘“ R SPECIALTIES 
Chicago Rawhide fg. Co 
E sadew Co., Inc 
G imann & Co 

LE mg ony RS, HAND 
Cc} go Rawhi {fg. Co. 

“LEGS, — 

Star rd Press Co 


nee KS, th 
Ti Yale & e Mfg. Co 





LUBRICANTS, ‘BALL & ROLLER BEARING 
Bond Foundry © Machine oO. 
yundry & Machine Co, 


L U BRICATORS 








Minneapolis, Minn 
TOOLS 
( hine Co. 
MM HINER Y CLUTCHES 
» Manuf ring ( I n 
: nt M ne Co., It 
Tr - M ne & I idry Co 
r M - r 
I M W Co 
\ Schu & Son 
Y Wood Sons ° 
MACHINERY, COAL HANDLING 


M ; 
MACHINERY, CONVEYING AND ELEVATING 

Mat turing Corporation 
M undry Co. 
MACHINES, GRINDING AND POLISHING 
& Machine Co, 

und & Machine Co. 

Stow Mfg. Co., Ir 
5 A. Strand & Cc 


T 1 St s El] t Tool Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co 

MACHINES. PIPE CUTTING AND 


THRE ADING 








Oster Mie cx ‘i 
vi 1 I Thr M hine Co 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co, 
M AC HINES, TIRE ROUGHING 
The Ur 1 St Electrical Tool Co. 
M ACHINE - Y, WOODWORKING 
TI Cre nt M ine Co 
& Co 
‘Ss AND HAMMERS, RAWHIDE 
g iwhide Mfg. Co 
MANDRELS 
Morse Twist Drill & Machine Co 
MATS AND MATTING, RU BBER 
Boston Woven Hose & Rubber Co. 
Th Mechanical Rubber Co 
MEASURES, — FLEXIBLE SPOUT 
The Huffman Mfg y 
cme HANDISE CONVEYORS 
FEF. E. My & Bro. Co 
METAL, BEARING 
Co 
5 ining Co. 
Manufacturing Cc Corporation 






“ictionless Metal Company 
Arthur Harris & Co. 
Hoyt Metal Company 


Magnolia 
The 


Metal Co. 
Medart Company 
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£ Metal Co. 

eV Pulley Co 

Rowell Mfg. Co 
MILL LEATHERS, ALL KINDS 

Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 

Edw. R. Ladew Co., Inc. 
Chas. A. Schieren Co. 
I, B. Williams & Sons 
MONORAIL SWITCHES AND TURNTA?E.. . 


Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
MOTORS, ELECTRIC 


Marathon Electric Mfg. Co 


MOVERS, CAR 

















Advance Car Mover Co, 
Appleton Car Mover Co. 
G. D. Rowell & Son 
MULE STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co, 
NUT SETTERS 
TI United States Electrical Tool Co 
NUTS, MACHINE SCREW 
The Cleveland C: ‘DP Screw Co. 
Cleveland Wroug t Products Co. 
Economy Screw Corporation 
OTL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, BENCH 
I Manuf turir 
OLLERS, PUMP 
I ( nnon Oiler C 
OLLING DEVICES 
American sine tener Co. 


Detr 


























s Valve Co. 
FP ACKING, AMMONIA 
*n Hose & Rubber Co 
t t< « Ru er Co. 
lle Co ation 
n fg. Co., Ine. 
rP Co. 
rR ‘Oo. 
t Co. 
P AC KING HYDRAULIC 
ee eee 
neral A: stos & Rubber Co 
l Y ration 
Co Inc 
Co 
PISTON 
( 1A er Co. 
J Many tion 
I ar Pacl , Co, Ine. 
I Mec 1 r 
T} ubl 
B \ 
Th inr 
G 1A 
oT : ’ 
Tot M 
Linear Pach 0. 
The Mechar ber Co 
Q ker ¢ I r Co 
I Repu r Cc 





Ly ACKING V —e STEM 





PADLOCKS 








The Ya & To Mfg. Co 
PAINTS, INDUSTRIAL 

Joseph Dixon Crucible Co. 
Johns-Mar Corporation 

Th Ke Company 

PANS, TOTE 
Mullins Body Corp. 
PANS, VACUUM 

Arthur Harris & Co. 


PAPER, EMERY, 


H. H, Barton & Son Co. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co. 
Flexible Steel Lacing Co. 


PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Greenfie!d Tap & Die Corporation 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
Watson-Sti liman Co. 





The 


Mitt Suppttes. 


FLINT AND GARNET 
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STAMINA to Stand Up 
Under Excessive Loads 


Hoyt’s Trojan is the finest babbitt you can buy for use 
wherever tremendous loads put excessive strain on the 
bearings, as for instance in locomotive cranes. It has 
been a standard in industry for years. 


Hoyt’s Great Eight includes a Babbitt Metal for every 
purpose, made especially for that particular type of work. 
Send for your copy of ‘‘ Babbitt Metal Data ’’, a booklet 
which contains a wealth of valuable information. It is 
yours for the asking. 


HOYT’S GREAT EIGHT 


Genuine ‘‘ A”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘ A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 


Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 


NEW YORK CHICAGO DETROIT 
Address Trojan Babbitt is excellent for use in steam engines, motors 
Department I and internal combustion engines where the service required is 
not excessive, also in dredges, hoisting engines, tractors and 





WY) HOYT Babbitt- 










































CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 











“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars) 
Charging Trucks and Cars 
Dump Cars 
Turntables etc. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 








When writing to Advertisers please mention MILi_ Suppttes. 








124 


PIPE, STEEL 

Nation Tube Cc 

PLANERS, WOODWORKING 
The Crescent M hine ¢ 
J. D. Wallace & Co 

PLATFORMS, LIFT TRUCK 
Barrett-Cra ns par 
Star d |i i Stee 





PLIERS 
F Work 


PLUGS nes RASS AND FUSIBLE 
The Db. T. W EN eC 
The Wm, Powell ¢ 


PLI MBING FINTURES 
Br M Co 


I 
Pot Es, Tl -_ LAR STEEL 
National T ( 
pors, GLUE 
I Wallace & Co 
POWER TRANSMISSION APPLIANCES 

Ame n Pulle I 

\ ss l 

& M 
( &S 
M l 

I 

r I M & Fo ( 
I le t ¢ " \ 

r} M & VW or 

I Is « M ( 

\ S «& Ss 

s l 

i \\ M 
T \ ~ ’ 

PRESSES, BALING 
I 3s i x ue 


PRESSES, DRILL, JEWELERS 


PRESSES, DRILL AND FOOT 
1 & M ne ( 
PRIMING CUPS 
PROTECTORS LAMP 


» ELECTRIC 

PULLEY COVERING 

I i Mfg. ¢ 
PULLEYS, 


BALL BEARING 

a Ce 

PULLEYs, CAST IRON 
I \ . 
B [ou & Ma ne Co. 
l is M i Ure orporation 
T I M I & Foundry Co, 
r Medart n n 
Roversfor indr & Machine Co, 
T. B. Wood Sons Co 

PULLEYS, CONVEYOR 
\ I Company 
T M & Found: y Co 
Tr M t 
T! \ a5 
me »)d Sons ) 

PULLEYS, FLANGE 

4 ymipany 
L M u gs ‘ Ta r 
I I M Co 
I M ym} 
I ( Works, I 
Sag Ww Mfe 


T. B. Wood 5 ns oO 
PULLEYS, FEee sees CLUTCH 





J 
we” 6 
~ 





maakac 
2 





IRON CENTER 
tion 


PULLEYS, 
Dodge M f turing 
The Medart Compan 
The ¢ Pulley Works, In 


Corpora 


i “t 11. a _ LOOSE 


‘ 1 fti ing Co. 
Manu turing Corporation 


= 5 indry 0. 





-’ulley Works, In¢ 


Co. 
. —_ 5 4 
A Wood 5S s o 


P t LI E Ys. MOTOR 





] Ma 
ig M 


Wort 





turing Corporation 
7 it M ne I iT 
The Medart Company 
The ( ‘ ‘ Pu 


teeves Pulley Co, 


SENSITIVE Go 


Saginaw Mfg. 
T. B. Wood 


Co. 
Sons Co 


PULLEYS, PAPER 











kle “ hine Works 
Ohio Valley Pulley Works, Ine, 
Pr t L ~ = YS, ROLLER BEARING 
Dodge M facturing Corporation 
The Me last Ce npany 
Skayer bali Bearing Co. 
PULLEYs, STEEL 


American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYs, STEEL RIM 





The Medart Company 

PULLEYs, STEP AND TAPER CONE 
wotes Manufacturing Corporation 

Hill Clutch Machine & Foundry Co, 
The Medart Company 
The Ohio Vuiley Pulley Works, Inc, 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 

PULLEYs, WOOD SPLIT 


Chicago Pulley & Shafting Co, 


Dodge Manufacturing Corporation 
The Medart Company 

The Ohio Valley Pulley Works, Inc, 
Reeves Pulley Co, 

Saginaw Mfg. Co. 


PUMP JACKS 





Goulds Pumps, In¢ 
Fr, E, Myers & Bro, Co, 

PUMPs, AIR 
Leiman Bros, 


Pr U MPS, CENTRIFUGAL 





Corp. 


FP nt = DIAPHRAGM 


® c Mes, ELECTRIC 


«& ee. Co, 

















Ger DD Roper Corp. 
PUMPS, GAS AND VACUUM 
Leiman Bros 
Bh adi » HAND AND POWER 
Goulds ) In 
F, E. wean & Bro, Co. 
PUMPS, JET 
American Injector Co, 
hte MPs, MINE 
roulds I 
F, E. Ms Bre. Co. 
PUMPs, OIL 
Netroit Tubricator Co. 
Goulds Pumps, Ince. 
Leiman Bros 
Geo. D. Roper Corp. 
5 MPS, ROTARY 
is Pi I 
P t MPS » SUMP, AUTOMATIC 
ls } Inc 
Pen ert} y Injector Co 
PUMPs, TANK 
is Pumps, It 
Mvers & Bro, Co, 





PUNCHES AND DIES 
Foundry & Machine Co 
RACKS, nie a AND BAR 


Tount 


RADI ‘TOR 
Mar 1 ’ 


Roversford 


¢ ON TROL VALVES 


tion 


RADIATORS, HIGH PRESSURE VERTICAL 
ow ine Ox 

; om ann ie ELECTRIC MOTOR 

7 RAILS, STEEI 

ae RASPS 

= TePCECNGET | WE GREY INEOVIRIORG! ng Co., Lta. 


se tacoma 


Bros. “ 


REAMERS 
Tr ) 


Armstrong 




















eC) eland Twist 
G fie Tap & Die Games ation 
M < n 1 & eehins Co, 
VN RB Detroit Corporation 
ts, ELECTRIC 
B & Co 
RE pu CERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 
REELS. — TRIC LAMP 
Apple neE Company ‘‘Reelite” 
Li EG U 1 MECHES. ENGINE BLOWING 
M ) 
— L ATORS, BOILER FEED LINE 
Mason or Co 
_ EG v L. TORS, aaa HYDRAULIC 
‘ al L +3 TORS, PUMP PRESSURE 
Mas¢ tegu 
RE GUL ATORS, STEAM FAN 
Mas¢ Regu 
RE ‘SE ATE RS, BIBB 
\ Mf 
M. | S 
RE SE TING TOOLS, VALVE 
The Black & Decker Mfg. Co 
M. B. Skinner Co 
RIVETS 


Russell, Burdsall & Ward Bolt & Nut Co 


mention MILL 


isers please 
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ROLLS, WwooD 
Rodney Hunt Machine Co. 
ROOFINGS, ASBESTOS 
Johns-Manville Corporation 
ROPE DRIVES 
Dodge Manufacturing Corpuration 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 
ROPE, WIRE 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting & l’acking Co, 
Quaker City Rubber Co. 
‘the Repubiic Kubbver Co, 
SABRETY DEVICES 
The Crescent Machine Co, 
Dayton Safety Ladder Co 
Podge Manutacturing Corporation 
SALAMANDERS 
(reo. W. Diener Mfg. Co 
General Wheelbarrow Company 
SAND BLAST OUTFITS 
Leiman Bros, 
SAWs, BAND 
American Saw & Mfg. Co. 
J. D. Burrill & Son 
The Crescent Machine Co. 
Simonds Saw & Steel Co, 
ay. Vallace & Co. 
SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 
SAWS, HAC “4 (Blades) 
American Saw & Mfg. C 
Goodell-Pratt Con ipany 
Simonds Saw & Steel Co. 
Nictor saw Works, ine 
SAWs, HAND, ELECTRIC 
Skilsaw, Ine 
J. D. Wallace & Co 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co 
SCALES 
The Fairbanks Company 
SCOOPS, F LOU R AND GRAIN 
The Webster Mf¢ oO. 
SCRAPERS 
Toledo Wheelbarrow Co 
SCREWDRIVERS, ELECTRIC 
The Black & Vecker Mfg. Co, 
Hisey-Wolf Machine Co. 
N. A. Strand & Co, 
The United States Electrical Tool Co. 
SCREWDRIVERS, HAND 
Ameri can Saw & Mfg. Co. 
Goodell-Pratt Company 
SCREW MACHINE PRODUCTS 
Ferry Cap & Set Screw Co, 
Standard Pressed Steel Co 
SCREW PLATES 
Greenfield Tap & Die Corporation 
oc op wist Drill & Machine Co. 
SCREWS, CAP AND SET 
Th Allen Mfg. Co 
‘leveland Cap Screw Co, 
Cl d Wrought Products Co. 
I Cap & Set Screw Co. 
‘ ird Pressed Steel Co, 
The Svperior Screw & Bolt Mfg. Co 

SCREWS, MAC HINE, BRASS ANJ) TRON 
Feonor Screw Corporation 
Elco Tool & ene Corp. 

SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co 

= RE Ws, THUMB 
Economy Scr Corporation 
SEPARATORS. OIL AND STEAM 

The Swartwout Company 
The Db. T. Williams Valve Co 

SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc, 
N. A. Strand & Co 

SHAFTING, STEEL 
Bond — & Mé ichine Co 
Bliss & Laughlin i 
Chicago Pulley & Sh: afting Co. 
TD lanufacturing Corporation 
T itch Machine & Foundry Co. 
r} Company 
R Found & Machine Co 
A Schultz & 
7. & Wood Sons 
SHAPERS, WOODWORKING 

The Crescent Machine Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co 

SHELVING, STEEL 
David Lupton’s Sons Co, 

SHINGLES. ASBESTOS 

Johns-Manville Corporation 

SHOVELS, HAND 
Wood Shovel & Tool Co 

SLEEVES AND SOCKETS, DRILL 

Morse Twist Drill & Machine Co 


SOLDER, 


Solder 


BAR 


Company 


AND WIRE 


Chicago 


SupPties. 











Place Orders Now 


for 
Bag Holders 


sy 





We Make Three Types 


Mosher 
Improved Mosher 
Universal 


> 
} 


Send for Circular 














(PE 3h) 
il ] 
Sa i} 
| Mi | | 
SS @ i 
We Also Make 
ELEVATOR BUCKETS 
CAR MOVERS 
BELT CONVEYORS } 
SPIRAL CONVEYORS ofl. \ 
MALLEABLE CHAIN inp a 
STEEL CHAIN <—~ 5 ee Y 
SPROCKETS — ———— engl 


THE WEBSTER MFG. COMPANY 


1856 North Kostner Ave. 
} CHICAGO, ILL. 


























Steam Savers 
Since 1841 


Three Classes 


Five Sizes 


Specify 
and order 
them 


Class CC. 
20 to 70 Ibs. 


We have other 
Steam Specialties 
in The Nason Line 


Write for Bulletin 


sidelug 
{0 to 1590 Ibs 


Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton St., New York 








RAHERN PUMPS 
of All Capacities for 


HAND or POWER 
DRIVE 


Dependable - Durable - Efficient 
Low Priced Rotary Pumps 
FOR EVERY PURPOSE 








Send for Catalog No. 50 


Geo. D. Roper Corporation, Rockford, 


PUMPS FOR PERMANENCE 











INBB(E7.4KO)2 


RADE MARK REG. US.PAT. OFFICER 


WIA IIABINSING 

















The Salt of 
Belting 


Like salt in food, Alli- 
gator Steel Belt Lacing 
costs little but it seasons 
belting service. The vise- 
like grip of steel fore- 





stalls trouble at the belt 
ends. 


FlexibleSteel LacingCo. 
4633 Lexington St. 
Chicago, U. S. A. 
In England at 135 Finsbury 
Pavement, London, E. C. 2 


Trade Mark 
Registered 


U.S. Patent 
Office 
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Divis on Smelting & Refining Co 
M 1 Company 
Hoyt Metal Company 
Argus nelting Co. 
SOLDERING saad aaa PASTE 
Chicago Solder I 
SPEED rRANSFORMERS 


The Hill Clu M ine & 
Reeves Pu 


Foundry Co. 


SPLITTERS, NUT 
l 


H. K i 
SPROCKETS 
The Medart Company 
A. L. Schultz & Son 
a DRILL 

The United Stat y tr il Tool Co 

sT ANDS, VISE, PORTABLE 

. Ee & Se 

st ANDS, ¥ ME R RY WHE EL 

Bond Found & ichin 


ore. wt SPECIALTIES 





An 
TI 
G, 
De 
N 
Tr 
W 
The 
RB 
AY 
TI 
T hr ig in Oo. 
STUDS, MII , E D 
( d ught Pi 
STRAINERS 
AY I ( 
I Mu Rn 
M 
1 = 
STRAPS, LEATHER 
Rawhide Mfz. Co. 
( A. Schieren Ce 
l, WwW I < sS 
} SWAGES, UPSET 
TABLES, SAW 
Tr Crescent M 1ine Co 
; rABLES, STEAM 
TAPE, I K sICTION 
R + , ty n I = « P ( 10. 
TAPER PINS 
M 'wist M Co. 
TAPPING ATTACHMENTS 
F Tu & ‘TJ Co, 
care 
lg oA x take oe 
TILING, RUBBER, INTE RLOCKING 


w i I ting & |} Co 


TOOLS, BORING 
Tool Co. 





Armst s I . 

TOOLS, MACHINISTS’ 
Ar n Sw & Tool Co 
ay ; r , 
I I Works 
I Ve 
Si Co., Ltd 
tT | , 
J & 
b Mfg. Co. 
TOOLS, PLUMBERS AND STEAMFITTERS 
ArT nz R s. 7 ( 
if & T wi 
G I Cc 
+ 3 
y s M Co 
: 
; TOOLS. SAW 
Simonds Saw & 

TOOLS, ¥ AL , E RESE ATING 
Tr & I De 
M. I Ss 
TOR( HES, BLOW 
( ? . rt Mfe. Co 
Geo. V Diener Mfe. Ce 
Ss Western Importing Co. 
TORCHES, WELDING AND CUTTING 

The I 

TR. ACK ACC E SSOR IES 
me 2 I é 

TRACK SYSTEMS, OVERHEAD 
The Cl m-Moore Mfg. Ce 
M 
TRACTORS, | ENDI STRIAL 

R: 
TI Yal T 

“TRATLERS “INDUSTRIAL 
The Yz & 

TR ANSMISSION, Vv AR IABLE SPEED 
} Moore & \ t 
Reeves Pulley Co 
TR APS, AIR AND SEDIMENT 

TT y Co 


AND 


Kieley & Mueller, Inc. 
The Swartwout Company 

TR APS, RADIATOR 
Johns-Manville Corporation 
TRAPS, STEAM 
Anderson Co, 
Regulator Co. 
l poration 




















Kieley & ‘Mue ller, Inc, 

Nason Manufa raid ing Co, 

D. T. Williams Valve Co. 

The Swartwout Company 

TROLLEYS 

Atl Ch ) any 

The Chishe -M Mfg. Co. 

The Dickerr Hoist Mfg. Co. 

I hards-W Mfg. Co. 

Wright Mfg 

The Yale & Towne Mfg. Co 
TRUCKS, BARREL 

Barrett-Cravens Co 


TRUCKS, ELEVATING 








Barrett-Cravens C ny 
TRUC KS, HAND 
Anchor P< OF , 
Th r y Company 
The Fa rb: inks Company 
(gener \ row Company 
Standar Pressed Steel Co. 
- R iv CRs, hg ST We as, ELECTRIC 
& Towr 


TR oan LIFT 


The Yale & Towne Mfg. Co. 
TRUCKS, STATIONARY 
Barrett-C1 


AND STEEL LEG 








TU BE , BOUL ER 
National Tube Con ny 
Tt BING, STEEL 
National 17 
TURNBUCKLES 
I whnie Mf Co. 
UNIONS, BRASS AND IRON 
ig Mal Iron Co 
w or n 
rang? E LEATHERS 
¥. AL VE ay NIONS 
XN M 
a, ALY E s, BALANCED, FLOAT 
M ‘ 


VALVES, BLOW OFF 
I Company 


Vr 
WV 





I 
v Iworth Cor 





CHECK 





Ser tv l “Mfs Co 
EY I T. Wil s Valve Co 
Walworth Compar 


VALVES, COLD WATER, BALATA 
r Balata & Text I 


xtile ting Co 


























VALVES, FLUSH 
Imperial Br Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
I} M ire 
r Br 
( » Brass Co 
T Pow Co 
Ss Mfg. Co 
Her t M r Co 
The D. T. Williams Valve Ce 
VALVES, HIGH PRESSURE 
Ter Br 
T , Kaeatt. Cn 
Ly V MI TY Ce 
TY VW Valve Cx 
Ww N ( 
Th Ww Stil Co 
VALVES. HYDRATLIC 
The Fa I Cc 
Seott V \ ( 
} \ 4 Co 
T on-Still an Co 
Tr I Wil Y Valve Co. 
¥ AL VE Ss, POP SAFETY AND RELIEF 
wine Gee Poa Gc. 
Seott Ve ‘ 
Walworth Cc n 
e hd ALV E Ss, PRESSURE REDUCING 
Rit y oy 
Mason R 
Walworth Ly 
VAL VES PUMP. RUBBER 
The Cincinnati Rubber Mfg. Co. 
ins Bros, 
Mechanical Rubber Co. 
Vv AT. VE Ss, QUICK OPENING 
Nason M iring Co. 
Scott Valy "Mfg. Co. 
hen writing to Advertisers please mention MIL 
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VALVES, 
Detroit Lubricator Co 
The Fairb: —_ Company 
Jenkins > 
Ohio Br 
The W 


RADIATOR 





Scott Valve Mfe. Co. 
Walworth eee 
The D. T. Willian 
VALVES, R: ADLATOR ‘CONTROL 
Johns-Manville Corporat 
VALVEs, THRO’ rrLle 








I roit Lubricator Co. 
Jenkins Bros 
Scott Valve Mfg. Co. 
\ lIworth Company 
The D. T. Williams Valve Co. 
VISE > BENCH, WITH CLAMP 
Bonney Forge & Tool Works 
Goodell-Pr go ge 4 
Luther Grinder Mfg. 
VISEs, DRILL PRESS 
Yost Mfg. Co. 
VISES, MACHINISTS’ 
rge & Tool Works 
in Vise & Mfg. Co. 
ratt Company 
Mfg. Co 
i Company 
Vises 
~~) co 
Company 
Co 
VISES PAT TERN MAKERS’ 





N oy s, PIPE 





(Combination) 

















Pipe "Thr -eading > Machine Co. 
r ont M 
W worth Co 
Yost Mf Co, 
VISES, WOODWORKERS’ 
Columbian Vise & Mig. Co, 
r M Co 
\ Company 
I \ ( 1 
WwW. ¢ Toles C¢ pany 
Ye Mf C 
be eee — ASS 
Ecc Ss 
W ASHERS LE ATHER 
Edw. | 
W ASHE RS RUBBER 
The PR ( 
_ ATE RK ¢ LOSE TS, FROST PROOF 
wW ATE i L E fag L CONTROL 
Nason Manu i 
wa E R P Rk OOFING 
Johr Mar le ‘orporation 
bag LDING AND . . TTING EQUIPMENT 
} erial ee. Co 
wie sa " BARROW 
TI ( rrow & Mi g. Co. 
TI I | Cor p ny 
(y irrow Compat 
Ti ) Ibar Co. 
WING HES 
A hult 
WIP ING. Cc LoTHs, MACHINERY 
Louis\ Sar Co., Ine, 
wine E ROPE 
Wil msport Wire 
W IRE SOL DE R 
ctr eo Solder 


_ WOODWORKE RS, VARIETY 


By RE NE je SETS 
Armstror Bre ) 
Bont & Ton l Wor ks 
G 1] Pr tt Company 
H,. W ( 
w RE Ne HES S, ADJUSTABLE 
Ro For & Tool Works 





1-Pratt Company 
Trimont Mfg. Co. 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER 
Advance Car Mover Co 


CAR 





Safety Wrench & Appliance Co, 
bn ENCHES, OPEN END 
Armstrong sro Tool Co 
Px Forge & Tool Works 
Pr rY Mfz. Co. 
G ell-Pratt “c ompany 


J. H. Williams & Co 





WR ENCHES, PIPE 
Ar tror Bros. Tool Co, 
Ronney Forge & Tool Works 
Greenfield Tap & Die Corporation 
Lawson Mfz. Co. 
Trimont Mfg. Co. 
W worth Company 
J. H. Williams & Co. 

WRENCHES, PIPE, CHAIN 
Armstron Bros. Tool Co 
Trimont Mfg. Cc - 
J. H. Williams 
w RE NC HES, SOCKET 

The Allen Mfg. Co 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Ronnev Forge & Tool Works 


Goodell-Pratt Company 


Supp ties. 
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20 Years on the market without a Complaint 


A high grade lubricant and preserver. Easy to apply. Treat 
They will hold their shape 


Made in three grades, for rubber, 
Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


your belts while on the pulleys. 
better and last longer. 
leather and canvas belts. 











ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


| IRON BODY GATE VALVES 





Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 














NS 
5 NeBey GAUGE GLAS 5 
wy y Le 


O 


“oF, 
Ff wor? 


LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 


Made in U.S. A. 


Write for Booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo, Ohio 


SAFETY ALWAYS 


When writing to Advertisers 





We give 
to the Distributor 


100° cooperation because it is our 
policy to sell thru distributors. 

@ We refer every inquiry back to 
some distributor in the territory. 
@ We give an unequaled service to 


both the distributors and their cus- 
tomers. 


€ We give every possible aid to the 
Sales Manager and his men. 


These are some of the reasons distributors 
find satisfaction and profit in handling the 
ATLAS CAR MOVER, a car mover 
that moves any car, under any circum 
stances, and gives the kind of service that 
makes it the outstanding tool in that field 
of work. 
Manufactured only by 


APPLETON CAR MOVER CO. 


P. O. Box 42 Appleton, Wis. 
Associate Member 
National Supply & Machinery Distributors Assn. 











please mention Mitt Supp iies. 
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L ; - ' ARGUTO OILLESS BEARING CO., Wayne Junction, Philadelphia | 





When writing to Advertisers please mention Mitt Suppties. 














eAn Acorn Nut for All ‘Purposes 


HE Ferry Patented Acorn Nut is so 
designed that the hexagon nut itself is 
made of steel of the same quality as is 
generally used in the manufacture of stand- 
ard nuts. The Hexagon Steel Nut is then 
covered with sheet metal, either 
steel, brass or nickel-silver. 


A wonderful opportunity to hide 
unsightly exposed bolt ends by the 
use of Ferry Patented Acorn Nuts 
has attracted the attention of Engi- 
neers throughout the Country, 
who realized the unfinished ap- 
pearance of these bolt-ends on 
their finished product. A marvel- 
ous change is secured in hiding 
unsightly bolt-ends by assembling with 
Ferry Patented Acorn Nuts, because of 
their neat, graceful appearance — their 
ability to produce the last word, the finish- 
ing touch, to your product, at an exceed- 
ingly small extra cost, when assembled 
for this purpose. 


Ferry Patented Acorn Nuts are easily 


painted to secure uniformity with other parts. 


Ferry Patented Acorn Nuts in the plated 
finish, where high lustre is desired, so com- 
pletely changes the appearance of ‘the parts 
with which they are assembled from the 
unfinished to the finished, that their value 
cannot be overlooked. 


The steel nut over which the covering is at- 
tached has been tapped all the way through, 
eliminating any chance of a misfit, or not 
being tapped deep enough, as commonly 
found in ordinary blind nuts that are turned 
from a bar. 


Cross Section of Ferry 
Patented Acorn Nut, 
showing how steel hexagon 
nuts fits snugly into shell. 


The only ornamental nut with the strength 
of steel and the non-corrosive qualities 
of brass, nickel-silver, or other non- 
ferrous metals. 


Made up in three materials, namely, steel, 
brass and nickel-silver, they 
satisfy every demand where Acorn 
Nuts are used and make a beauti- 
ful ornament. 


The Ferry Steel Covered Acorn 
Nut has the advantage of per- 
mitting painting, galvanizing, 
Parkerizing, Sherardizing, Cadmi- 
um-plating, Nickel-plating, burnish- 
ing, polishing and buffing. Govern- 
ment salt spray test for plating on 
steel gives the following wearing qualities: 
Sherardizing —70 hours; nickel-plating—1 
to 20 hours; and Cadmium- plating —250 
hours. Where extreme wear is encountered, 
Cadmium-plating is strongly recommended. 


The Ferry Brass Covered Acorn Nut is 
recommended where plating on brass is 
desired; it has the non-corrosive feature 
which is a strong advantage. 


The Ferry Nickel-Silver Acorn Nut is 
recommended where the material itself 
without plating is desired. This metal also 
has the non-corrosive advantages. 


These nuts when assembled with socket 
wrench will give perfect satisfaction. 


Send for folders giving complete infor- 
mation. Samples will be furnished onrequest. 


“‘If it’s up-set—it must be heat-treated.”’ 


THE FERRY CAP & SET SCREW COMPANY 
Cleveland, Ohio 
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